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Nov. Car Output 
‘Due to Fall Below 
October’s 600,000 


Overtime Schedules 
Falling by Wayside; 
Week’s Total: 148,855 


By Martin L. Whitmyer 
Staff Writer 
Avro makers produced more 
than 600,000 cars in October. 
Indications are that November will 
see 550,000 cars roll from the lines. 
Makers are keeping close watch 
on “10-day reports” in setting up 
their November plans, and many 
are reducing their overtime 
scheduling for the month. Fewer 
than 15 percent of American car- 
assembly plants are slated for 
Saturday work in November. 

Year-to-date car production, this 
week, however, will top the total 
units turned out during the entire 
year of 1959 when the makers built 
5,599,471 cars. Through last Satur- 
day, 1960 production totalled an esti- 
mated 5,550,033 cars. 

The 615,000 cars the industry is 
expected to build in October is 50.7 
percent above the 408,299 assembled 
in September and marks the first 
time since June that output has 
topped the 600,000 level. In October, 
1959, the industry turned out 508,- 
296 cars. 

The 550,000 cars scheduled for 
November represent a 10.7 percent 
decline from October. 

* a *” 


peur sane the industry in a posi- 
tion to crack the 600,000 level 
were 149,855 cars built last week. 
That was 2.2 percent above the 
146,571 cars built the previous 
week and 47.2 percent above the 
101,786 units assembled during the 
week ended Oct. 31, 1959. 

Biggest group producer last week 
was the low-price standard class, 
which captured 43.1 percent of total 
industry output on an estimated 
64,595. assemblies. A week earlier, 
however, the group took 46 percent 
on 67,455 units. 

* y + 

yo compacts set a new high for 
weekly output again last week 

as they combined to turn out 48,225 
ears for 32.2 percent of the indus- 
try totah~The previous high of 
45,989 assemblies a week earlier 
was good for 31.4 percent of total 
industry assemblies. 
Medi makers account- 
ed for 21.5 percent of total indus- 
try output on an estimated 32,280 

(Continued on Page 47, Col. 3) 





Top Cars 


New-car registrations for eight 
en oo 24 states for Sep- 


1959 
Pos. 
1,066,220— 1 


Make 
Chev. 
Ford 


Pontiac 280,105— 3 
Dodge 102,822— 9 
Olds. 263,992— 5 
Buick 177,496— 17 
Mercury 107,000— 8 
Cadillac 100,638—10 
Comet 

Stude. 

Chrysler 
DeSoto 

Lincoln 


1 
11— 
93,831—11 
44,991—12 
32,278—13 
19,180—14 
Imperial 11,903—15 
Misc. 453,848 
Total All Makes 
4,618,447 4,318,057 
Further details on Page 82. 


13— 
14— 
15— 
16— 





Rosy Maker Sales Reports 
Offset by Doubt in Field 


yo disparate indica- 
tions were coming last 
week from the auto business 
which has been under close 
scrutiny as one of the few in- 
dustries showing strength in 
the present cloudy economic 
climate. 

Several makeérs issued 
record 10-day sales reports 
for the period (see story on 
Page 2), altho the ear- 
lier introductions of new 
models this year: may be a 





Quinn in Top Sales Spot 


I A top-level personnel shift, 
Chrysler Corp. last week named 
Byron J. Nichols general manager 
of Dodge Division and stamped 
E. C. Quinn as the corporation’s 
Number One sales executive. 


At Dodge, Nichols succeeds Mat- 
thew C, Patter- 
son, who has re- 
quested retire- 
ment effective 
Nov. 1 after near- 
ly 40 years with 
the division. 
Nichols former- 
ly was automotive 
sales group vice- 
president. In that 
capacity, he re- 
te ported to Edgar 
E. C. Quinn C. Row, Chrysler 
first vice-president. Quinn reported 
to Nichols, Now, Nichols reports 
to Quinn. 
* a oo 


UINN retains the title of sales 
divisions vice-president, but he 
has added the staff functions of 
Nichols’ former post. These include 
supervision of corporate advertis- 
ing and sales promotion, marketing 
services and the automotive sales 
group financial] staff, 
Also reporting to Quinn is Vice- 
President James B. Wagstaff, head 





Arkansas Dealers Elect Leaders— 


Hendrix Lackey, left, Mountain View, outgoing president, 


Arkansas Automobile 


Dealers Assn., hands gavel to Charles Wiygul, Osceola, newly elected president, while 
Searcy Wilcoxon, second from right, Hamburg, Arkansas director, National Automobile 
Dealers Assn., and Verl Hudspeth; Harrison, first’vice-president, look on. Other officers 
not shown include Fred Balch, Little Rock, treasurer; George Benjamin, Little Rock, ex- 
ecutive vice-president; and John Cox, Morrilton; W. R. Weaver, Jonesboro; Walter Jen- 
nings, Little Rock; Harvey Wright, El Dorado, regional vice-president. (Story on Page 3.) 


After Shuffle at Chrysler 


of the corporate sales staff. Activ- 
ities of this group fficlude sales and 
service training, service develop- 





M. C. Patterson “B. J. Nichols 


ment and the MoPar, fleet, govern- 
ment and military sales offices, 

Quinn continues as president 
and general manager of Chrysler 
Motors Corp., which distributes 
the vehicles manufactured by 
Chrysler Corp. Chrysler-Imperial, 
Dodge and Plymouth-DeSoto- 
Valiant are divisions. of Chrysler 
Motors Corp. 

Although he ig only 56, Quinn is 
a 41-year man in the quto industry. 
He was with Studebaker from 1919 
to 1928 and spent the next six years 
with Detroit-area dealerships. He 

(Continued on Page #, Col. 1) 


factor, making for a com- 
parison of the full flush of 
new-model sales this year 
against the tailend of the 
cleanup last year. 

A more solid indication at 
present is weekly new-car 
production, which last week 
moved up slightly from 146,- 
600° to 149,800. Compact cars 
set another new record with 
48,225 cars for over 32 per- 
cent of the total. The low- 
priced standards remained 
the dominant factor, how- |4 
ever, with 64,600 cars for 43.1 
percent of the total. 


wo of the plants, how- 

ever, had halted over- 
time production. Last week 
only 11 of the 49 car assem- 
bly plants in the United 
States worked six days. They 
were Rambler at Kenosha; 
Comet and Falcon at Lorain, 
O.; Corvair at Willow Run; 
standard Ford at Mahwah, N. 
J.; Buick and Special at 
Flint; Pontiac and Tempest 
at Pontiac and five B-O-P 
plants. 

There were other less op- 
timistic signs. In Jefferson 
City, Mo., the Missouri Au- 
tomobile Dealers Assn. 
blasted the auto makers for 
overloading dealers with 
1960 models at the end of 
the model season. The as- 
sociation charged that this 
gave the 1961 introduc- 
tions “about as much flash 
and surprise as a wet fire- 
cracker.” 


In New York City, dealers 


reported a disappointing in- 
troduction season, with 
ses on the new models failing 
to rise for the first new-model 
season in memory of the deal- 
ers quoted (story on Page 2). 
Some dealers looked for an 
upturn after the Nov. 8 elec- 
tion. 
* * * 
T THE Arkansas dealer 
convention in Little Rock, 
Birkett L. Williams, NADA 
oe also cited a market 
ressed by a carryover of 
models, but had a cheer- 
ful view of the long-term fu- 
ture. 

He said at present the 
country is simply at the low 
point of a cycle (story on 
Page 3). 

Used-car men also looked 
for an upturn, largely on the 
basis that the present looked 
like the bottom. The whole- 
sale market, however, was 
still trending downward. 


Missouri Dealers 


Assail Factories 


EFFERSON CITY, Mo, — The 

Missouri Automobile Dealers 
Assn. lashed out last week at the 
factories for overloading them with 
1960 units at the tail end of the 
production year and for destroying 
the effectiveness of announcement 
day by encour dealers to 
show, drive and even deliver the 
1961 models ahead of time. 

As a result, this year’s new- 
car showings in the dealerships 
“had about as much flash and 
surprise as a wet firecracker,” 
the board of directors of the as- 
sociation stated in a resolution 
adopted here. 

The combination of overloading 

(Continued on Page 4, Col, 3) 


Used-Car Market Hits Bottom 


By Robert M. Lienert 
Associate Editor 


L_ the man at the bottom of 
the well, the used-car market 
has only one way to logk—up. 
Dealers, in discussing the sit- 
uation with Autometive News last 
week, agreed that volume, prices 
and profits are at a low ebb. 
Most expect an upturn, although 
they disagree ag to how soon it will 
come and how extensive it will be. 


They say the present lethargy is 
the annual adjustment geared to 
new-model introductiq@ns and that 
the market should; rebound shortly, 
as it has done in ‘past years after 
buyers have settled down. 

* * *” 


HE slump has come a little 
earlier this year because most 
of the new models: were introduced 
earlier,” said one dealer. “We're 
having a December market right 
now—that's usually the bottom for 
used cars.” 
One of the difficulties in the 
current market that has not been 
so large a factor in other years 


is dealers’ uncertainty as to how 
to evaluate tradeins on new cars. 
This has particularly hurt late- 
model standards. 

In trying to play close to the vest, 
new-car dealers have been trying 
to buy these cars as cheaply as 
possible. In fact, some feel they are 
being forced to “throw away” some 
new-car business to keep from get- 
ting too far out on the used-car 
limb, 

Prices will firm up on these cars 


Inside 
Auto News 


@ Engineering News, Page 18. 

@Q and A at the Auto Show, 
Page 14. 

@Sales Test—Lancer, Page 16. 

@ Auto sales reports, Page 2, 3. 

@ Option roundup, Page 40 





eventually, one dealer maintains, He 
explained: “Everybody is trying to 
get the trades as cheap as they can. 
The market finally goes down so far 
they can’t get ’em at all, then the 
market goes back up again 

“I think the average will be up 
$50 to $100 a month from now.” 

* ca + 
WY HOLESALERS, always quickly 
sensitive to the retail dealer’s 
situation, have been pressuring hard 
on price on their buying trips. 
One “wholesaler’s wholesaler,” 
who shops Detroit lots for units 
to be resold at auctions further 
South, said the tab on a package 
of five cars last week was $200 
less than it had been on his 
previous trip. 

Dealers have been watching the 
auctions more Closely than usual] in 
an attempt to judge values on pieces 
they are taking in. And the whole- 
sale markets, according to Automo- 
tive News’ used-car index, is still 
trending downward. 

Last week, the overall average 

(Continued on Page 4, Col, 3) 
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Too Soon to Tell, They Say... 


Dealers Expect Show to Aid Sales 


By John E. Walsh 
Staff Writer 


“Q‘OME of the enthusiasm shown 
by the record crowds is bound 
to rub off, and when it does we 
should see a steady pickup in 
sales,” said a Detroit dealer de- 
scribing his reaction to the 43rd 
National Automobile Show. 

His comment was typical of the 
feelings expressed by other De- 
troit-area dealers in an Automo- 
tive News survey of the show’s 
effects on sales and showroom 
traffic. 


The 10-day show, the first na- 
tional exhibit ever staged in the 
Motor City, drew 1,403,873 visitors, 
the largest turnout for any auto 
or trade show ever held anywhere. 

Only about 320,000 persons at- 
tended the industry’s 42nd show, 
held in New York in 1956. 

The highest previous show at- 
tendance was reported for a recent 
exposition in Frankfort, Germany, 
which attracted about a million vis- 
_— * * * 


OST of the Detroit-area dealers 
contacted by Automotive News 
said they felt it was still too early 
to determine whether the show has 
started an upward trend in sales. 
Some added that they were not 
expecting any marked upturn 
until after the Nov. 8 election. 
Almost all were in agreement 
that sales and showroom traffic 
took a sharp dip during the show. 
“A lot of people we contact reg- 
ularly by phone told us they 
weren’t going to do anything about 





Canada Stages 


Auto Hearings 


Import Competition 
Is Main Issue 


OTTAWA. — The Royal Commis- 
sion on the Canadian Automotive 
Industry, which held public hear- 
ings here last week, had only one 
real question to answer. 

It was: Why are Canadians 
buying more imported cars and 
relatively fewer Canadian-made 
cars than they used to? 

Out of the maze of statistics and 
the mass of words presented to the 
commission came several generally 
accepted opinions: 

1. Imports, now taking 27 to 30 
percent of the market, are likely to 
hold that share unless the federal 
government intervenes in the form 
of quotas or a higher duty. 

2. Compact cars, which appear to 
have stemmed the rise of the im- 
ports in the United States, haven’t 
done the same job in Canada. 

3. Nobody wants to tackle the 
production of a “100 percent Cana- 
dian-content” car. 

4. Canadian companies say they 

(Continued on Page 44, Col. 1) 





Tire Fluoroscope— 


Tire research engineer of United States 
Rubber Co. examines steel cord structure 
of a truck tire, clearly revealed by a new 
fluoroscope developed especially for in- 
dustrial research by Picker X-Ray Corp., 
White Plains, N. Y. He holds a print of 
fluoroscopic picture that is visible through 
the eyepiece, left, of the new instrument. 
Use of the image amplifier filvoroscope for 
the first time in the rubber industry, to 
study tires before and after vulcanization 
is expected to lead to development of 
better tires and more advanced manvufac- 
turing methods. 


a car until after they had seen all 
of the cars at the show,” one dealer 
said. 
* * * 
ANOTHER thought that the show 
couldn’t help but cause a big 
increase in showroom traffic. 

“I was at Cobo Hall twice my- 
self, and there were so many peo- 
ple there I couldn’t see the cars,” 
he said, “People will just have to 
come to the dealers’ showrooms 
now to see the cars they missed 
at the show.” 

A Lincoln-Mercury dealer report- 
ed “real good” business on the 
Monday following the close of the 
show on Oct. 23. 

“The show stirred up a lot of ac- 
tion, just as we had anticipated,” 
he said. “That day was one of the 
busiest we’ve had all year.” 

* * - 


DODGE dealer who said his 

post-show sales and traffic were 
normal asserted that “the next 30 
days should see a pickup.” He was 
one of those who felt it was too 
early to assess the show’s value as 
a sales booster. 

“An auto show can be a big 
help in narrowing a prospect's 
choice of cars without the ne- 
cessity of visiting a lot of show- 
rooms,” this dealer added. 

“One man who had been to Cobo 
Hall came to our showroom and 
said he wanted a car just like the 
one he had seen on a turntable at 
the show,” he said. 

A Ford dealer said he had noted 
a “slight improvement” in sales, 
but added that he wasn’t anticipat- 
ing any steady climb until after the 
election. 

“Personally, I don’t see how the 
outcome can have much effect on a 
customer’s decision to buy,” he con- 
tinued, “but I’ve heard lots of peo- 
ple say they’re waiting to see who'll 
be elected before making a deci- 
sion.” 

* a ” 

NOTHER Ford dealer said busi- 

ness had tapered after a good 
start during show week. He also 
called the election a big factor in 
some people's reluctance to buy 
now. 

“But we have every hope that 
sales will pick up, especially with 


the interest stimulated by the 
auto show,” he added. : 

Two good days on the show’s 
closing weekend “may have been an 
indication of better things to come,” 

said a Chevrolet retailer. 

“Considering the number of peo- 
ple who attended the show and the 
enthusiasm of the public and the 
industry, things should pick up 
soon,” he said. 

* 2 a 
eae s. Officials, city leaders 
and the Automobile Manufactur- 
ers Assn., sponsor of the show, 
were lavish in their praise of the 
public’s support. 

“It was an outstanding success 
in every way,” said L. L, Colbert, 
Chrysler Corp. president and 
AMA president. “Attendance was 
never before equalled, and that’s 
what we wanted.” 

Although everything points to the 
scheduling of a 1961 show in Cobo 
Hall, Colbert said no decision would 
be reached before a meeting of the 
AMA directors late in November. 

He indicated that the show’s ef- 
fect on sales throughout the nation 
would be a major factor in deter- 
mining whether to stage a 44th 
exposition next year. 

“The succesg of the Detroit show 
will be a plus factor in deciding 
the location of any future shows,” 
Colbert said. 

* * s 
if era AMA presented two show- 
souvenir packages to thé city, 
one for the Detroit Historical Mu- 
seum and the other for a Cobo Hall 
archive which the city is planning 
to establish, 

The packages included a pro- 
gram, a show ticket and press kits 
containing information on the 
show. 

Mayor Louis C. Miriani receiv- 
ed the souvenirs at a meeting 
in his office at which he express- 
ed the city’s thanks to the indus- 
try for bringing the show to De- 
roit. 

Representing AMA at the presen- 
tation were Colbert, Charles L. Ja- 
cobson, Chrysler Corp. dealer rela- 
tions vice-president and chairman 
of the show committee, and Harry 
A. Williams, AMA managing direc- 
tor and show manager. 





New Yorkers Disappointed 
By Reaction to ’61 Models 


By Ed Brown 
Stafi Correspondent 

NEW YORK, — Although retail 
activity is steady, dealers have been 
generally disappointed in customer 
reaction to the 1961 models. 

As one dealer said: “The reac- 
tion has been good from the peo- 
ple who have seen the cars, but 
I don’t ever remember such a 
quiet introduction, We usually 
have 200 or 300 people in here a 
day for at least the first month 
or so after introduction, But not 
this year. 

“On the other hand, the people 
who have visited us have, by and 
large, been interested in doing busi- 
ness. Because we haven't been 
jammed, my salesmen have been 
able to write more orders than we 
have ever been able to write at an 
introduction period before. 

“I don’t like to be pessimistic, but 
I just wonder what happens when 
we are finished with the first rush 
of people who just must have the 
newest thing available.” 

And so the tenor of dealer con- 
versation runs. They are faced in 
most cases with the paradox of a 
less-than-enthusiastic public recep- 
tion, yet a desire to buy on the part 
of those who do show interest in 
the '61 product, 

Ordinarily the dealer attitude 
might be categorized as unduly pes- 
simistic and ungrateful, but the 


Regular and Compact 

LOS ANGELES.— The 38th Los 
Angeles International Auto Show 
announced selection of two queens 
—a regular and compact, The regu- 
lar igs Carolyn Castoe, 17, standing 
5 feet 7 inches. The compact is 
Susan Cook, 12, 4 feet 10 inches. 








business that is available is at the 
level of 1960 grosses. 

This is the first time in many 
years that a new-model introduc- 
tion has not resulted in a rise, if 
only briefly, of dealer grosses. 
The 1961 introductions have made 
history in that area, at least. 

The disturbing factor involved is 
(Continued on Page 47, Col. 3) 


100.0 Percent of 


Business Barometer 


Automotive News Economic Index — 


124.5 Percent of Like Week Last Year 


Auto Production ............... 146,571 101.6 130.1 
Truck Production ......cccccvce 16,502 90.9 79.3 
Auto Registrations—Year to date.. 4,618,447 are ak 107.0 
Truck Registrations—yYear to date. 673,528 Seed 100.6 
Steel Production—tTons ......... 1,579,000 100.0 425.6 
Pa rd Production—tTons.... 327,941 100.4 102.4 
Soft Coal Output—tons ........ 8,505,000 104.7 106.7 
Oil Refinery Output—Boarrels ..... 48,976,000 102.5 101.9 
Electric Output—Kilowatt hours.... | 13,805,000,000 100.5 108.2 
Barometer Freight Car Loadings 367,160 100.9 104,8 
Department Store Sales Index .. 156 100.6 96.9 
Stock Market Price Index....... 380.1 97.4 92.2 
U.S. Gevernment Spending 

—Fiscal year to date ........s06. $29,311,094,000 eae 99.5 
Commercial and Industrial Loans $31,521,000,000 100.4 106.1 
Savings Deposits ...............- $32,294,000,000 100.1 105.6 
Used-Car Prices—Average........ $856 99.1 89.7 
Business Feilures ................ 270 82.8 108.0 
Common Common 
Stocks Oct. 26 Oct. 19 1960 Range Stocks Oct. 26 Oct. 19 1960 Range 
AMC....... 20% 21 29%2-19% Ry 40% 41% 50%-38% 
Chrysler... 41% 43% 71%-40 Mack...... 30% 32 52%-29% 
Ps 60455 65 66Y, 92%-60% Mn rhesans 9% 10% 24%- 8% 
GM........ 42 43 55%-41 White...... 38%, 40% 67%-37% 


(Oct. 31, 1960) 











City of Detroit Gets Show Souvenir— 


Two show-souvenir packages were presented by the Automobile Manufacturers Assn. 
to the City of Detroit last week at a meeting in the office of Mayor Louis C. Miriani. 
Left to right are Harry A.Williams, AMA managing director and show manager; Charles 
L. Jacobson, Chrysler Corp. vice-president and chairman of the show committee; Mayor 
Miriani, who accepted the gifts, and L. L. Colbert, Chrysler Corp. president and AMA 
president. One of the souvenirs of Detroit's first National Automobile Show will go to 
the Detroit Historical Museum, and the other to a Cobo Hall archive to be established 





Mid-October Gains Cited 


Makers Report Sales Up 


DETROIT.—Sales in the second 
10-day period of October were par- 
ticularly impressive, according to 
reports by a number of auto 
makers. 

American Motors Corp. said 
Rambler continued its record- 
setting pace with a 27 percent 
gain over the like period in 1959 
and a 44 percent boost over the 
second 10 days of September. 

Oldsmobile, the only General Mo- 
tors division issuing a report, said 
its dealers sold more cars in the 
current period than in any 10-day 
period in the past year. 

Chevrolet announced only that its 
October sales were excellent. No 
figures were released in line with 
its policy of reporting sales on a 
monthly basis. 

Dodge said sales were up 34 
percent over the comparable pe- 
riod a year ago. Total deliveries 
since Jan. 1 have increased 145 
percent, it was reported. 

The Ford Division and Lincoln- 
Mercury noted big gains for the 
Falcon and Comet. Falcon was up 
more than 100 percent over year- 
ago sales, while Comet achieved its 
second-best 10-day period since in- 
troduction. 

The reports follow: 


Chrysler 


Retail deliveries of Chrysler cars 
for the first 20 days of October 
totalled 5,830, an increase of 40.4 
percent over the 4,152 cars delivered 
in the comparable introductory pe- 






Last Week 





Percent of 
Percent of Like Week 
Last Week Last Year 



























riod last year, reports C. E. Briggs, 
general manager of the Chrysler 
Division. 

He said the increase over the 
comparable period last year in daily 
rate of sale amounted to 48.5 per- 
cent. 

Briggs said dealers report a 
strong demand for the new series 
in the Chrysler line, the Newport, 
which is competing in a lower price 
range than previous Chrysler cars. 

* * * 
Dodge 

Retail sales of Dodge cars so far 
in 1960 have passed the 300,000 
mark, Dodge reported. 

A total of 305,305 Dodge cars have 
been sold since Jan. 1, compared 
with 124,690 in the same period last 
year—an increase of 145 percent, the 
division announced. 

Retail sales in the second 10 days 
of October totalled 10,503, This is 
34 percent higher than the 7,865 
cars sold in the same period a year 
ago. 

Retail sales in the first 20 days 

(Continued on Page 45, Col, 2) 


GM Profit Dips 
To $701 Million; 
Chrysler Up 


Two additional auto makers last 
week reported on financial results 
in the third quarter and first nine 
months of 1960. 

General Motors said its sales 
for the nine-month period ran 
ahead of the comparable 1959 fig- 
ure. However, the company re- 
ported a decline in profits. 
Chrysler Corp. reported that both 

its sales and earnings in the first 
nine months of this year were above 
the 1959 totals. 

* * * 


General Motors 


| eae MOTORS joined a 


large number of other compa- 
nies in reporting that sales in the 
first nine months of this year ran 
ahead of the total for the like pe- 
riod of last year but profits were 
off. 

Profit for the first nine months 
was put at $701 million, compared 
to $725 million in the like period 
of 1959. Third-quarter earnings 
were $89 million this year and 
$135 million last year, 

Sales in the first nine months 
were $9,310 million, up 5 percent 
from the $8,857 million in the like 
period of last year. Third-quarter 
sales were $2,201 million this year 
and $2,345 million last year, 

During the first nine months of 
1960, sales of cars and trucks pro- 
duced in General Motors plants 
throughout the world totalled 3,406,- 
000 units, or 10 percent more than 
in the corresponding period of 1959. 

Sales of 2,666,000 units produced 

(Continued on Page 8, Col. 5) 
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AUTOMOTIVE NEWS, OCTOBER 31, 1960 


Dealer Forum 


by Robert M. Finlay 


| THESE days of razzle-dazzle, 
there are some who think the 
auto business ought to be turned 
over to the psychoanalysts. Not me. 
But I would call your attention to 
a folder I picked up the other day. 
It went like this: 

“Man is neither dominated by 
the will to pleasure nor by the 
will to power, but by his deep- 
seated striving and struggling for 
a higher and ultimate meaning to 
his existence.” 

Anyone interested in the business 
of communicating with others, be 
he auto dealer or preacher, would 
do well to study these words, for 
they led many persons to an un- 


usual adventure of the mind. 
* * Bd 


Stimulating 
ve might find this excursion 
healthful, not because you are 
neurotic but because the world is. 
Studies indicate these signs of sick- 
ness in a world dominated by the 
H-bomb: Man is rushing headlong 
for conformity, fearing to make 
himself conspicuous; he fails to plan 
his life around a definite purpose; 
he leans toward fatalism and fanat- 
icism, denying the personality of 
others. 

In this regard, I was chatting 
with Ed Parkinson, assistant man- 
ager of the Pennsylvania Automo- 
tive Assn., about some of the’ prob- 
lems in retail selling. 

“You know,” he said, “I was a 
teacher of agriculture before the 
war, a bomber pilot during the 
war and worked for an airplane 
manufacturer before joining the 
dealer association. 

“We have problems in the auto 
business, but I feel there are more 
genuine down-to-earth humans 
among auto dealers than anywhere. 

So it is stimulating to work with 
them, despite the problems. 

In working closely with people, 
auto dealers may escape much of 
the world’s neuroses, yet they still 
might find it profitable to be con- 
fronted with the man who wrote 
of the search for meaning. 

a 


Sorted for Death 


H® IS a Jewish psychiatrist who 
spent three years at the concen- 
tration camp at Auschwitz where 
early in the war, hundreds of his 
fellow prisoners were sorted out 
each day for the gas chambers, and, 
toward the end of the war, thou- 
sands. Daily the prisoners lived 
under a pall of smoke made up 
of the incomplete combustion of 
those no longer strong enough to 
work. 

How could this be endured? Each 
had to find his own meaning out 
of this suffering. The speaker, Dr. 
Viktor E. Frankl, head of neurology 
and psychiatry at the University of 
Vienna, found his by imagining that 


Dealer’s Gift Aids Hospital 
BURLINGTON, Vt.— Val Preda 
Olds-Cadillac, Inc., has donated 
$1,800 to establish half a two-bed 
room in the new addition to De- 
Goesbriand Memorial Hospital here. 
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he was in a great human laboratory 
and that some day he would be 
lecturing on his experiences in a 
warm, well-lighted lecture hall. 

“Of course,” he said, “I knew 
deep down that there was no real 
hope that I would ever do so.” 
He, a Jew with a Roman Catholic 
wife, was the first speaker in the 
neW Diocesan-Cathedral House just 
completed at a cost of nearly $2 
million by the Episcopal Diocese 
of Michigan at Woodward and Han- 
cock, now a Negro neighborhood in 
the heart of Detroit’s tenderloin dis- 
trict. 

* * x 
Speaks for Integrity 
A dealers who at times ques- 
tion whether words of integrity 
still have meaning, would do well 
to consider that monument of faith. 

Said the Very Rev. John Weaver, 
dean of the cathedral, in marking 
the first lecture: 

“Bishop Emrich and I wanted 
to break down some walls that 
divide people rather than erect 
new walls.” 





Shun Mail-Order Pitch, 
Minn. Dealers Urged 


ST. PAUL, — The Minnesota 
Automobile Dealers Assn, has 
warned dealers to be wary of a 
mail solicitation from General 
Aids, Inc., Hackensack, N, J, The 
letter purportedly seeks $19.77 in 
partial payment for a hand driv- 
ing control to be installed on a 
car by the dealer “and delivered 
to a hospital about 35 miles from 
your area.” 

The association said Minnesota 
Ford dealers had been flooded 
with letters from the company 
and declared: “Don’t fall for this 
bait. New Jersey authorities ad- 
vise that dealers should use ex- 
treme precautionary measures if 
dealing with this company.” 





Dr. Frankl pointed out that while | | 4 


many believe that man is a captive 
of his instincts and his drives, man 
can always say yes Or no to his 
drives. Thus man is constantly 
molding his own character, He has 
the capacity to transcend his con- 
ditions. 

Under the same set of conditions, 
some men become swine and some 
saints. Some men devise gas cham- 
bers and others walk into them 
with the praise of God on their lips. 

“The best of us did not come back 
from the death camps,” Dr. Frankl 
noted. i ae a 


Gift from Death Camp 


UT of the death camp, Dr. 

Frankl developed what he calls 
logotherapy—healing based on find- 
ing the meaning of life. There is, of 
course, no general formula for this, 
for each must find meaning in the 
concrete situations of life rather 
than in the generalities. 

But while man has the power of 
molding his own character and 
transcending his conditions, Dr. 
Frankl points out that he runs into 
trouble in self-realization. 

If man concentrates on his health, 
he becomes a hypochondriac. If he 
concentrates on a good conscience, 
he may become self-righteous. If 
he concentrates on self, he may be- 
come impotent. 

He has to fulfill. the meaning 
of life and the rest comes as side 
effects. 

And he fulfills his will to’ mean- 
ing along three routes: 

1. Creative values. 

2. Experience or experimental 
values. 

3. Attitude values—in encounter- 
ing another human being in his 
uniqueness, seeing his potentialities 
as well as actualities, and helping 
him to attain his potentialities, 

Thus, logotherapy is built on three 
pillars: 

1. Freedom of will. 

2. Man’s will to meaning. 

3. The meaning of suffering. 

The uniqueness of man is that 
he above all creatures has the 
ability to sacrifice himself for a 
future good, or the good of the 
group. 

Thus Dr. Frank! has helped others 
to find meaning even in their suf- 
fering. 

Incidentally, you hear a good 
deal about existentialism these 
days. This means many things to 
many people, but to Dr. Frankl 
existentialism means that to live 


Trucks Get an Even Break— 


Trucks received an even break with cars for the first time in history at the recent 
National Automobile Show in Detroit. Shown are the truck exhibits as they appeared 
on the show's main floor in Detroit's Cobo Hall. From the bottom of the picture, clock- 
wise, the exhibits are Studebaker, Willys, Dodge, White, including Autocar, Diamond T, 
Reo and PDQ divisions; GMC, and Ford. On the right side of the aisle are International 


and Chevrolet. 





At Arkansas Parley... 


Williams Warns 60s — 
Peril 61 Market 


By Silas T. Dunn Jr. 
Staff Correspondent 


LITTLE ROCK.—A decrease in 
the output of 1961 model cars to 5.8 
million from the 6 million reported 
on 1960 models was predicted here 
by the president of the National 


Automobile Dealers Assn. 
Birkett L. Williams gave this 
outlook in addressing the 26th an- 
nual convention of the Arkansas 
Automobile Dealers Assn. 


Explaining, he said, “General 








Leach Case Against Ford 
Hinges on Sales-Quota Issue 


By Steve Still 
Staff Correspondent 
SAN FRANCISCO.—Raleigh R. 
Leach, a disenfranchised Ford deal- 
er, rested his case against Ford 
Motor Co. last week after breaking 
down on the witness stand. 
Leach is suing Ford for dam- 
ages of $4,834,500 in the first case 
to come to trial under the terms 
of the 1956 “Day in Court Act.” 
The case hinges on whether 
Leach can prove that the quotas 
Ford assigned him were unrealis- 
tic or whether the company can 
prove its contention that Leach 
was not doing the job he should 
have done before his franchise 
was revoked in 1958. 


Leach broke down, sobbing on 
the witness stand, and said, “I 
didn’t care for myself but I always 
wanted to build up the business 
for my two sons.” He had been 
telling of Ford complaints in 
March, 1958, about his handling of 
used cars, his advertising and his 
sales staff. 

Leach also repeated points men- 
tioned earlier in the trial—his deal- 
ership was hard hit by the eco- 
nomic deterioration of his neigh- 
borhood, the Leach deal and a 
Rambler outlet were the only ones 
remaining in the area, a nearby 
Chevrolet plant cut into Ford sales, 
and he claimed that the closing of 
the Ford plant in Richmond, Calif., 
cut into Ford sales there. 

When records of dealers in sim- 
ilar areas were introduced, Leach 
said, “Yes, but I question some of 
their methods.” 

was the 


agement manager, told him the 
dealership was expected to adopt a 
plan for boosting sales quotas from 
35 new cars to 44 a month between 
January and June, 1957. 

“I told Cuthbertson we couldn't 
commit ourselves to these sales 
which amounted to a 30-percent in- 
crease,” the younger Leach said. “It 
was just too many to sell. I told 
him we knew our district better 
than Ford people at the factory 
who set this up.” 

The dealership averaged 30 cars 
a@ month in 1957. The witness said 
Cuthbertson would report failure 
to the district manager. Asked by 
his attorney what this meant, Rus- 
sell Leach said, “It would put us 
out of business, It did.” 

Testimony showed that sales 
failed to go up in the January- 
June period but declined from 35 
in January to 27 in June. The 

(Continued on Page 46, Col, 1) 


On the House... 


One of the cleverest thiefs in the world is at large 
in South Dakota, robbing auto dealers, reports the 
S. D. association. He's grossing hundreds of thou- 
sands of dollars annually, and the only way to cap- 
ture him, advises the association, is for a dealer to 
sit down with his bookkeeper and find out his true 
cost of selling a car—and act accordingly ... 
Peterson, Howell & Heather leasing house is advis- 
ing its clients to stick with the traditional models 
in the standard size field this year... 

Everyone thought Detroit Mayor Miriani was 
nuts when he forecast a million attendance for 
Detroit’s first National Auto Show. But even the 





Wemhoft 











business will be about the same but 
there’s a tremendous carryover of 
1960 cars, almost twice what it was 
before.” 

The NADA leader said that deal- 
ers still have 300,000 of the 1960 
models. And he added that, every 
time a dealer sells one of these, he 
kills a customer for 1961. 

For the future, however, Williams 
predicted a brighter day. 

“I think the automobile indus- 
try over the next 10 years has an 
optimistic future,” he said, “It will 
surpass anything we’ve ever done 
previously. 

“This business goes through cycles 
and we're just in the lower point 
of a cycle.” 

Williams said, “If a man makes 
$5,000 on the stock market, he 
might just buy his wife a new car. 
But, if he loses $5,000, he’s not very 
likely to do something like that.” 

For the compact-car market, Wil- 
liams predicted a bright future, say- 
ing, “By the end of the 1961 model 
year they could be taking 50 per- 
cent of the automobile business.” 

He added, “A lot of people want 
a smaller car they can put in a 
25-year-old garage.” 

The association elected Charles 
Wiygul of Osceola as president. He 
succeeds Hendrix Lackey of Moun- 
tain View, who became chairman of 
the board. 

Other officers elected include 
Searcy Wilcoxon of Hamburg, Ar- 
kansas director for NADA; Verl 
Hudspeth of Harrison, first vice- 
president; Fred Balch of Little 
Rock, treasurer; George Benjamin 
of Little Rock, executive vice-presi- 
dent, and these regional vice-presi- 
dents: John Cox of Morrilton, W. R. 
Weaver of Jonesboro, Walter Jen- 
nings of Little Rock and Harvey 
Wright of El Dorado. 

The convention ratified two reso- 
lutions passed by the board of di- 
rectors. 

One strongly condemned any 
diversion of gasoline tax funds 
on the state and federal level for 
any purpose other than building 
and maintaining highways, 

The other asked the federal gov- 
ernment to refund the 10 percent 
excise tax on cars which dealers 
supply to schools for use in driver 
education programs. 

In an interview prior to his 
speech, Williams declared, “If there 
ever was a time for the automobile 

(Continued on Page 46, Col. 2) 


Bankrupt Deal’s Property 
Sold at Auction in Maine 


SOUTH PARIS, Me.—Cars, auto 
parts, equipment and buildings of 
Twin Town Chevrolet Co., Inc., 223 
Main St., have been sold at auction 
at a trustee’s sale in bankruptcy. 

The inventory included Chevrolet, 
Oldsmobile and Universal parts, 13 
cars, tools and equipment, office 
equipment and the buildings. The 
sale was ordered by the United 


States District Court. 
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is to suffer, to survive is to find 
meaning in suffering. If there is 
@ purpose in life, there must be 
@ purpose in suffering and dying. 

He contends that no man can tell 
another what the purpose is. Each 
must find out for himself and must 
accept the responsibility that his 
answer prescribes. Dr. Frankl 
quotes Nietzsche to this effect: “He 
who has a why to live can bear 
with almost any how.” 














Leach’s son, Russell, 
closing witness. He said Harry 
Cuthbertson, a Ford business man- 


Burglars Get $17,000 


YOUNGSTOWN. — Burglars took 
$4,130 in cash and $12,887 in checks 
from State Chevrolet Co. The loss 
would have been greater if a bank 
deposit had not been made on the 
night before the burglary, Manager 
John Zenoni said, 


mayor was a pessimist; the final total was 1,403,000. AMA show 
committees deserve a big hand for a smoothly-run show . .. Shelton 
Motor Co. (Ford), Covington, Tenn., and Laverne P. Marshall (Ram- 
bler) Flint, Mich., celebrating their 50th anniversaries as dealers ... 
Cleanup shenanigans: One NADA director tells of being offered 
“brasshat cars” at 10 percent off, then finding that these cars were 
later offered at another 5 percent off, still later at another 5 percent 
discount. Another director, noting that his factory had trimmed big- 
truck prices by $400, got no consideration for the ones he had in stock. 
—Pertre Wemuorr, Editor, 

Automotive News 
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As Patterson Retires . . . 
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Quinn Takes Top Spot 
In Chrysler Sales 


(Continued from Page 1) 
joined DeSoto in 1934 and became| Patterson said, “After some 40 


a Dodge field man the next year. 
. * * 


UINN was named Dodge gen- 

eral sales manager in 1947 and 
moved to Chrysler Division in 1951. 
Two years later, he was appointed 
division president and a corporate 
vice-president. He was elected to 
the board of directors in 1954. 

In the spring of 1958, Quinn be- 
came general sales manager of the 
corporation’s automotive sales 
group. He was appointed sales di- 
visions chief a year later. 

Patterson, 60, had headed Dodge 
since July, 1956, and was elected 
a Chrysler vice-president in Jan- 
uary, 1957. His 39 years in the 
auto industry have all been spent 
with Dodge. 

He joined the division in 1921, 
became assistant plant engineer at 
Dodge Main plant in 1930 and plant 
engineer three years later. 

He was promoted to general 
works manager in 1948 and was ap- 
pointed manufacturing vic e-presi- 
dent for the division in 1955. 

+ + oa 


ATTERSON’S retirement comes 
near the close of Dodge’s great- 
est sales year. He put Dodge in a 
lower price bracket with the Dart 
last fall and has seen ’60 sales rise 
more than 150 percent above the 
59 level. 
Commenting on his retirement, 


GM to Discontinue 
Disputed Corvair 
Claims, FTC Says 


WASHINGTON. — The Federal 
Trade Commission has announced 
that General Motors has entered 
into a stipulation agreement to dis- 
continue certain practices consid- 
ered by the FTC to be illegal. 

According to the FTC, GM has 
agreed to stop representing that the 
Corvair will deliver 33 miles per 
gallon of gasoline under normal 
driving conditions, or that the car 
will deliver any gas mileage figure 
not in accordance with the facts. 

FTC said GM must also discon- 
tinue claims that the Corvair aver- 
aged 27.03 miles per gallon of regu- 
lar gasoline in the Mobilgas Econ- 
omy Run, and that the results of 
the Pure Oil Economy Trials proved 
the car will deliver 25 percent to 
40 percent more miles per gallon 
than a standard auto. 

Furthermore, GM must not mis- 
represent the results of the tests 
in any other manner, the FTC said. 

The advertising challenged by the 


years in the automobile business, I 
think I have earned the right to 
retire early and enjoy more time 
with my family.” 

He said he has no business 
plans for the future—he’ll rest 
a while and then take a vacation 
“someplace where it’s warmer.” 

Nichols, 47, began his automotive 
career in 1933 as a production work- 
er and joined DeSoto in 1940 as 
merchandising Manager in the 
Kansas City region. 

He returned to DeSoto after serv- 
ice in World War II and filled ad- 
vertising and field posts until being 
appointed Dodge sales vic e-presi- 
dent in 1955. 

He was named general manager 
of Chrysler Corp.’s automotive mar- 
keting organization in 1956 and be- 
came automotive sales group vice- 
president in 1958. 

* * oe 


McCurry and Letscher 
Trade Jobs at Chrysler 


DETROIT.—Robert B. McCurry 
jr. and Edward P. Letscher 
switched jobs at Chrysler Corp. 
last week. 


McCurry succeeded Letscher as 
general sales manager for Plym- 
outh-DeSoto-Valiant Division, and 
Letscher moved to McCurry’s for- 
mer post of director of dealer en- 
terprise in the marketing services 
section of the corporation’s auto- 
motive sales group. 

A 10-year man with Chrysler, 
McCurry, 37, held sales assign- 
ments in Green Bay, Wis.; Chicago, 





E. P. Letecher R. B. MoOurry Jr. 


Minneapolis and Los Angeles before 
becoming Dodge assistant general 
sales manager in 1959. He was 
named dealer enterprise chief last 
January. 

Letscher, 47, joined the company 
in 1945 and became Western area 
sales director for Chrysler Corp. in 
1956. He later was made responsi- 
ble for Plymouth sales on the staff 
of the corporate general sales man- 


FTC involved the 1960 Corvair| ager. He was appointed P-D-V gen- 


model. 


eral sales manager last year. 





Executives’ Wives at National Auto Show— 


Wives of automotive and broadcasting executives visited the 43rd National Auto- 
mobile Show in Detroit for the preview of the largest auto show in the nation's history. 
Assembled in the WJR broadcasting suite at Cobo Hall are, seated, from left, Mrs. 
Frederic G. Donner, wife of General Motors Corp.'s board chairman; Mrs. John F. 


Gordon, wife of GM's president; Mrs. L. L. 


Colbert, wife of Chrysler Corp.'s president 


and board chairman. Back row: Mrs. James Quello, wife of WJR's general manager, 
and Mrs. Worth Kramer, wife of the president of WJR. 


Anniversary Lark— 

A gold Lark, first of the 1961 Studebaker cars to be produced at the Hamilton (Ont.) 
plant, marked the start of a week-long celebration of Studebaker-Packard’s 50th an- 
niversary in Canada. Meeting the specially finished anniversary car are, from left, Carl 
Finkel, works manager; Gordon E. Grundy, president, Studebaker-Packard of Canada, 
Ltd., and Tom Pryde, general sales manager. 


U.C. Market Hits Bottom 
But Dealers Predict Upturn 


(Continued from Page 1) 


price was off more sharply than it 
had been for three weeks. Late 
models, as expected, were hit hard- 
est. 

One dealer said he is “taking” ’59s 
at levels $150 to $200 below the level 
at which he traded only two months 


ago. 
* = + 


OMEWHAT surprisingly, dealers 
are still inclined to write off the 
compacts ag a serious factor in the 
used-car doldrums. 
“Cars in the new-compact price 
range are moving out with no 
more difficulty than any others,” 


Missouri Dealers 


Rip Factories on 
Buildout, Debuts 


(Continued from Page 1) 
dealers with 1960 models, particu- 
larly at the buildout stage and the 
bungling of the new-model an- 
nouncement day has further weak- 
ened relations between the dealer 
body and the factories, the resolu- 
tion added. 
TEXT 


OF 
RESOLUTION 
Waa, the practice of the 
factories in loading up dealers 

with 1960 models throughout the 
model year and especially at the 
buildout stage of the production 
year with the result that there has 
been an inventory build-up of 
carry-overs out of all proportion to 
the demand and requirements of 
the public and the dealer body, and 

Whereas, the policy of some fac- 
tories to encourage dealers to pre- 
maturely show and drive and even 
advance-deliver 1961 models caused 
“announcement day” to have about 
as much flash and surprise ag a 
wet firecracker, and 

Whereas, the proper handling of 
“announcement day” in the past 
has been a distinct asset to deal- 
ers and factories alike, and 

Whereas, the coupling of the 
’60 model carry-over load with 
the bungled announcement day 
program has weakened instead of 
strengthened the relationship be- 
tween the dealer body and the 
factories to the detriment of both, 

Now, therefore, be it resolved, 
that the Board of Directors of 
Missouri Automobile Dealers Assn. 
in regular meeting duly assembled, 
go on record as expressing their 
indignation at the actions of the 
factories in foisting these imposi- 
tions upon the dealer body and also 
condemn such sharp practices as 
akin to false advertising and de- 
ceitful financing which shams the 
MADA has and will continue to 
combat, and 

Be it further resolved that a copy 
of this resolution be sent by the 
secretary to the membership, all 
manufacturers and to any informa- 
tion source the officers might select 
to the end that such practices may 
not again recur. 


one dealer said. “We're getting a 
little action on everything.” 


Another retailer said, “There are 
still a lot of people who just don’t 
want a compact car, and I think 
there are going to be more of them 
as time passes. We have no trouble 
selling high-priced pieces off the 
lot.” 

On the other hand, the used-car 
manager for a dealership which has 
been doing land-office business in 
its compact line, said that trades 
coming in on the compacts were al- 
most entirely $150 clunkers. 


“It’s pretty obvious to me that 
these people never bought a new 
ear before, he said. “What can I do 
with this junk? I don’t even keep 
them overnight if a wholesaler 
makes an offer that lets me break 
even on them.” 

* * * 
HERE were also a number of 
complaints about the spottiness 
of the market and the aimless me- 
anderings of customer demand. 


“We sold one car on Saturday, 
but six on Monday and then back 
to one on Tuesday,” one dealer said. 


Another reported that station 
wagons had turned sticky after run- 
ning through a hot streak. 

“They'll be back in demand, 
though,” he said. “You go along 
and what everybody wants this 
week nobody wants next week.” 
Another dealer said that October 
had started off with a flourish and 
that the first 15 days saw his lot 
move as many used cars as in all 
of September. 

“We had a man on the road try- 
ing to buy cars,” he said. “Then 
everything shut off on the 15th. We 
have no idea what happened.” 

One thing dealers agree on: 
Trades coming in on ’6ls show 
much better quality than those 
taken in at the tail-end of the ’60 
model run. 





Actress Discusses Cars— 


Visiting the recent National Auto Show 
in Detroit's Cobo Hall, Marlene Dietrich 
admires clay models of futuristic cars in 
the styling section of the Auto Wonderland 
Exhibit. She discusses the cars with Robert 
F. Andrews, chief advanced styling design- 
er for Studebaker-Packard Corp. 





Steady Pace Held 
By ’6ls Selling 
At Wholesale 


DETROIT.—T he number of ’61 
models sold at wholesale auction 
continued at a steady rate last 
week, atcording to reports from the 
arenas, Included were the follow- 
ing: 

Cadillac 62 two-door hardtop, 
$4,660 and $5,725; Cadil'ac 62 con- 
vertible, $5,650. 

Chevrolet Biscayne 6 two-door, 
$2,110; Chevrolet Bel Air 6 four- 
door, $2,215; Chevrolet Bel Air V-8 
two-door, $2,670; Chevrolet Bel Air 
V-8 two-door hardtop, $2,425; Chev- 
rolet Impala V-8 four-door, $2,675 
and $2,800; Chevrolet Impala V-8 
two-door hardtop, $2,600, $2,640, 
$2,655, $2,700 and $2,725; Chevrolet 
Impala V-8 convertible, $2,655, 

Comet two-door, $1,870; Comet 
four-door, $1,850; Comet station 
wagon, $2,185. Dodge Lancer four- 
door, $2,060 and $2,125; Dodge Dart 
Pioneer V-8 four-door, $1,830. 

Ford Fairlane 500 6 four-door, 
$2,200; Ford Galaxie 6 two-door, 
$2,100; Ford Galaxie V-8 two-door, 
$2,550; Ford Galaxie V-8 two-door 
hardtop, $2,495 and $2,675. 

Oldsmobile F-85 four-door, $2,150 
and $2,250. 

Plymouth Valiant 100 two-door, 
$1,825; Plymouth Savoy V-8 four- 
door, $2,165; Plymouth Fury two- 
door hardtop, $2,495; Plymouth 
Suburban V-8, $2,750. Pontiac Star 
Chief four-door hardtop, $3,160; 
Pontiac Bonneville two-door hard- 
top, $3,250. 


VW Distributors 
Hear ’61 Plans at 
Mexico Meeting 


ACAPULCO, Mexico. — Advertis- 
ing and merchandising plans for 
1961 were outlined by Volkswagen 
of America executives here at the 
annual meeting of distributors. 

Approximately 50 distributor rep- 
resentatives and their wives were 
on the work-and-play vacation trip. 

C. H. Hahn, VOA general man- 
ager, discussed the outlook for 
1961, while Paul Lee, ad manager, 
presented the advertising plans, 
and J, Stuart Perkins, the mer- 
chandising picture. 

A VOA spokesman said this meet- 
ing marks the only time during the 
year that all distributors have an 
opportunity to get together and dis- 
cuss problems common to all of 
them. 


Loewy to Assist 
Studebaker Stylists 


SOUTH BEND. — Raymond 
Loewy Associates, internationally 
famous industrial designers, have 
been retained by Studebaker-Pack- 
ard Corp. as con- 
Sultants in ad- 
vance styling, A. 
J, Porta, execu- 
tive vice-presi- 
dent and automo- 
tive general man- 
ager, announced 
last week. 

Loewy first was 
retained by Stu- ; 
debaker in 1938. ey) 
He renews his af- 4 
filiation with spe- Raymond Loewy 
cific application to styling of auto- 
mobile interiors. The Loewy firm 
will work in conjunction with 
Studebaker-Packard’s advance styl- 
ing department under the supervi- 
sion of Randall D. Faurot, director 
of styling. 

During his earlier tenure with 
Studebaker, Loewy designed the 





.| company’s low-slung sports coupes. 





Fire Hits Creel Ford 
Just Before ’61s Debut 


PENSACOLA, Fla.—Fire dam- 
aged Creel Ford Co. here after a 
gas tank caught fire and exploded, 
just two days before the dealer- 
ship introduced its 1961 line. 

A workman was injured and 
the roof and some records were 
burned. There was no estimate on 
the cost of repairing the damage. 
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A DEALER CAN LIVE RIGHT 
WITH THE LARK 


COMPARE THE OPPORTUNITY! 


A Studebaker dealer is a happy dealer. He has Performability 
in 7 different body styles—a Lark for every kind of prospect 
—Convertible, 4-door Wagon, 2-door Wagon, Hardtop, 4-door 
Sedan, 2-door Sedan, luxurious Cruiser. Plus the sports-minded 
Hawk and fast-selling Champ pickup. He gets lots of help, but 
no harassment—and no cars he doesn’t order. His Factory is 
friendly, and on the move—growing! His ’61 Larks are exciting, 


smartly styled, proven, priced with the lowest, and backed with 


a 12-month or 12,000-mile quality warranty. Sure, he’s happy... 
and wouldn’t you be? 


Lark Performability takes to the Air! Lots of fast-moving tele- 
vision to sell fast-moving Performability! National Football 
League games on CBS, Riverboat on NBC, The Outlaws on 
NBC and Dan Raven on NBC. 

Lark Performability makes big news in the Press—big adver- 
tising in the big-circulation magazines and dramatic, bring- 
‘em-in ads in a heavy newspaper schedule ...to bring in the 


prospects for a trial of Lark’s exclusive Performability. 


COMPARE THE PRODUCT...COMPARE THE BUSINESS ATMOSPHERE...COMPARE THE FUTURE! 


DEALERS—THERE IS STILL TIME TO BE RIGHT IN ’61 


BY STUDEBAKER 


GET THE FACTS ON THE LARK DEALER FRANCHISE 


Dealer Development Division 
Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confidence— 
no obligation. 


a ane 
+ i 
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As Pessimism Clouds London Show .. . 


Ford Reassures British Makers 


By F. C. Livingstone 
Special Correspondent 


LONDON.—(UTPS)—There was 
enough at the International Motor 
Show in Earls Court here to give 
any pessimist apparent justification 
for gloom. 

Output of British auto plants 
was down, ex- 
ports had gone to 
—well, not to 
the countries for 
which they were 
intended, and on 
the opening day 
of the show at- 
tendance figures 
were 25 percent 
below last year’s. 
ma tecens then came 

. nry Ford II, in 

Henry Ford It England for talks 
with British car chiefs, He immedi- 
ately slapped down all talk of a 
“crisis” in the industry. “The motor 
industry is not in a crisis—by any 
manner or means,” he said, “This 
is just part of its periodic ups and 
downs.” 

There were problems aplenty, 
he agreed. Export markets were 
tougher. Purchase tax was much 
too high, and the president of the 
Board of Trade was wrong when 
he said, opening the show, that 
the “credit squeeze” controls had 
only a “marginal” effect on trade. 

“Those controls have had a con- 
siderable effect,” said Ford, adding 
that his confidence in the long-term 
outlook was unshaken. Ford of 
England’s expansion plans would 
go ahead, he said, and he imagined 
that other British auto makers 
shared their optimism. 

Asked about criticism that Ford 
of Dearborn was pushing English 
Ford out of export markets with its 
new compact car, he answered: 
“We gave the American public 





what it wanted. If it hurts others 
there is nothing I can do.” 

Justification for Henry Ford’s 
optimism came from Sir Patrick 
Hennessey, chairman of English 
Ford, who was able to claim that 
the Ford group was the only one 
in Britain now working on full 
time. 
‘ “We have certainly held out long- 
er than some of the super-opti- 
mists!” he said. 

There was very little that was 




















Quick-Fit Tank Unit— 


A new method of fixing the fuel-gauge 
unit to the gasoline tank was displayed at 
the International Motor Show in London 
by Smiths Motor Accessories. Fitting of the 
unit is achieved by means of a keyed 
locking ring which fits over the gauge unit 
and locates with shoulders around a slight- 
ly recessed well in the tank. A rubber seal- 
ing washer between the two is compressed 
by a fractional turn of the bayonet-type 
locking ring, thus completing the installa- 
tion. 


Salesmen’s Guild Rebuffed 
At Fifth Michigan Deal 


By Francis J. Gawronski 
Staff Writer 


A CAMPAIGN by the Salesmen’s 

Guild of America to organize 

some 3,000 new-car salesmen in the 

Detroit-area suffered another set- 
back when salesmen 
at two more dealer- 
ships voted against 
representation by 
the union. 

The latest rejec- 
tions came when salesmen at Homer 
Hight Motors, Inc. (Chevrolet-Pon- 
tiac-Buick), Oxford, Mich., voted 
6-to-0, and salesmen at Johnny Mo- 
tor Sales (Plymouth-DeSoto-Val- 
iant), Detroit, voted 4-to-1 against 
the guild in elections conducted by 
the National Labor Relations Board. 

The defeats were the fourth and 
fifth in six elections conducted by 
the NLRB. The guild’s lone victory 
was recorded at Haskins Chevrolet, 
Inc., Clarkston, Mich., by a 3-to-1 
vote. 

In Erie, Pa., shop and parts de- 
partment employes at American 
Motor Sales Co. (Chrysler) voted 
21-to-14 against representation by 
Machinists District 116 in another 
election conducted by the NLRB. 


In Michigan City, Ind. garage 
employes voted 5-to-2 against 
Teamsters Local 298 in a NLRB 
election at Mertl Motors, Inc. 
(Chrysler). 

Meanwhile, the NLRB has order- 
ed representation elections among 
service employes at Gandolf Ford 
Sales, Inc., Columbus, O., and Ber- 
man Sales Co, in Allentown, Pa, 

Workers at Gandolf will vote for 
or against Teamsters Local 877, 
while the Berman election will in- 


volve the Machinists District 152. 
ab ae * 


Union Revises Contract 


ON THE factory front, members 
of United Auto Workers Local 
526 voted almost unanimously to ac- 
cept an incentive pay system based 
on production in an effort to save 
the Electric Autolite Co, plant in 
Bay City, Mich. 

The union’s approval of the in- 


centive plan, plus other changes 
in work and seniority rules de- 
signed to increase the plant’s effi- 
ciency, is contingent on the cre- 
ation of new jobs at the Bay City 
factory. 


Earlier, the company, in a letter 
to the union, said new jobs could 
come to Bay City by consolidation 
of Bay City and Toledo plant oper- 
ations. 


Autolite employs about 1,100 in 
three Toledo plants, compared with 
a wartime peak of 6,000. The firm 
makes starting motors and gen- 
erators in Toledo, but is in the proc- 
ess of transferring light automotive 
electrical work done there to De- 
catur, Ala. 

The Bay City plant, which makes 
auto and boat horns, head and tail 
lights and name plates for cars and 
appliances, employs about 750 hour- 
ly workers. Another 1,050 union 
members have been laid off. 

Francis M. Wistert, Autolite vice- 
president, said production workers’ 
earnings under the incentive plan 
would be “determined by individual 
skill and effort, and are scaled to 
permit ample opportunity for main- 
taining existing wage levels.” 


Company officials said the Bay 
City division lost almost $4 million 
in gross sales in fiscal 1959-60, and 


(Continued on Page 45, Col, 1) 


Late Report... 





really new at Earls Court this 
year, All told there were cars of 
70 makes on view: 33 British, 
12 United States and Canadian; 
seven German, six each French 
and Italian, two each Swedish 
and Russian and one each Dutch 
and Czechoslovakian. 


Omitting models which have been 


out for more than a couple of 


months, we are reduced to a hand- 


ful of new ones. There were two 


new Humbers out of the Rootes 
stable, a Super Snipe and a Hawk, 


while another new Rootes product 
was a Sunbeam Alpine (much like 
the older model but with a larger 


motor). 
From the smaller British makers 


came a Jensen, an A. C. and, for 


those who can dust out the pigeon- 
holes of their memories, a brand- 


new Lea-Francis (without check- 
ing against dates, that’s almost like 
telling the U. S. that there is a 


new Cord on the market). 


The Humber Super Snipe is the 
first British with dual headlamps 


set in a wrap-around grille. Disc 
brakes are fitted on the front 


}| wheels, Springing is now on differ- 
i; ent coils in front, with wider leaves 
at the rear, for better stability at 


high speed. The new Snipe has 
more insulation for quietness. 

The new Hawk has disc brakes 
on the front wheels, while new 
springing allows higher tire pres- 
sure, which leads to lighter han- 
dling. The Hawk also has a new 
gearbox and restyled seating to 
give more room for six. 

The third new Rootes car is the 
Sunbeam Alpine, with a new 1.6- 
liter engine, which has an alumi- 
num cylinder head and twin car- 
buretors and is claimed to give 
much better acceleration up to 100 
miles per hour than the old 1.5-liter 
model. 

The new Jensen is powered by 
a 4-liter motor, fed by three car- 
buretors, with either five-gear or 
automatic transmission and disc 
brakes on all four wheels, Several 
inches have been added to the 
width, making the car more sta- 
ble at high speeds. 

Berkeley has brought out a new 
model called the Bandit, powered 
by a Ford one-liter engine, with in- 
dependent suspension on al] four 
wheels, and disc brakes in front. 

The Lea-Francis Lynx Roadster 
brings back a famous old name to 
the roads, It is unusual in its styl- 
ing, with an open 2/4 seater body of 
what may be called “torpedo type” 
and a six-cylinder 2.6-liter engine 
made by Ford. It is proposed that 
later models will have Lea-Francis’s 
own engine. Four speeds, with syn- 
chromesh to the upper three, also 

(Continued on Page 46, Col, 4) 


Automatic Drive 
$172 on Tempest 


DETROIT.—Automatic transmis- 
sion for Tempest, Pontiac’s four- 
cylinder compact, is priced at 
$172.80 including federal tax. The 
car goes on sale this week. 

Other equipment prices are: 
Power steering, $75.32; pushbutton 
radio, $62.41; manual radio, $53.80, 
and heater, $74.24. White sidewall 
tires are $28.03 for the sedan and 
$29.70 for the station wagon. 

An aluminum V-8 engine is avail- 
able for $216. With this engine, a 
Tempest four-door sedan is priced 
at $2,383, compared with $2,384 for 
Special and F-85 on which the 
aluminum V-8 is standard equip- 
ment, 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $8 last week to $856, according to Automotive News’ index. 
It was the first time in eight weeks that all models listed had 


suffered a setback on average prices. Losses amounted to $1 on 
55s, $2 on ’56s, $3 on 53s, $4 on ’54s, $9 on ’57s, $12 on ’58s, $13 on 
59s and $23 on ’60s. New lows were established for ’59s, ’58s, ’57s 


and ’54s. 


At a group of representative auctions last week, the sales ratio 
was 65.2 percent, highest level recorded in five weeks. It had been 


62.4 percent the previous week. 


Auction reports begin on Page 28. 








New af the London Show— 

First English car to mount dual headlamps is this Humber Super Snipe, one of the 
few new cars displayed at the International Motor Show in London. The Super Snipe 
also has a wraparound grille, disc brakes in front, improved suspension and more 


sound-deadening material. 


Wilkie Views... 


Billion-Dollar Bet 


By DAVID J. WILKIE 

THE NATION’S auto manufac- 
turers have just taken another of 
the costly annual gambles that 
mark a new model year. They have 
laid more than a billion dollars on 
the barrel head to wager that the 
car-buying public will agree that 
substantial new styling and engi- 
neering advances have been in- 
corporated in cars for 1961. 

Revolutionary changes again are 
lacking in the 
new models—if 
the conventional 
size cars are sep- 
arated from the 
new shorter- 
wheelbase models. 
There is much 
that is basically 
similar in all the 
new cars. Logic- 
ally this should 
mean demand 
will be at least 
as good next year as it was in 1960. 

But the automakers realize as 
well as does anyone that public 
tastes change as rapidly in motor 
vehicles as they do in home de- 
sign, clothing styles and other 
things that add to the individ- 
ual’s living costs. So they will 
have to await retail sales reports 
during the initial weeks of the 
new model year to learn whether 
they have rightly guessed the 
wishes of today’s car buyers, 

The estimate that the industry 
has invested “more than a billion 
dollars” to engineer, style, blue- 
print and bring the 1961 models to 
the assembly line probably is con- 
servative. 

Because it takes from 18 months 
to two years to get a new model 
from the drafting board to the 
assembly line, the outlay for next 
year’s models began long ago—at 
a time when new-car buyers proud- 
ly were displaying new 1959 or ear- 
lier models. 


D. J. Wilkie 


* * 

TO THIS OUTLINE of costs also 
may be added the millions for the 
staging of press and dealer preview 
showings and other promotion proj- 
ects. Probably, General Motors, 
Ford and Chrysler alone put a bil- 
lion dollars into the 1961 model 
program, Considerable expense was 
involved in providing new or ex- 
panding established production fa- 
cilities for their new smaller-wheel- 
base models. 

American Motors and Stude- 
baker-Packard—for the present 
at least—are committed to poli- 
cies of fewer annual model 
changes, Probably no one close to 
the automotive picture will dis- 
agree with the views of their top 
executives that annual changes 
add substantially to the cost bur- 
den of new-car buyers. 

The cost of the engineering re- 
search that goes into the develop- 
ment of a new model automobile 
is one of the really difficult things 
to estimate. Undoubtedly some of 
the design concepts developed in 
working out engineering problems 
for one new model can be used for 


years to come. 
* * 7” 


IT IS TRUE, also, that in more 



































than a few instances certain com- 
ponents created for one model are 
interchangeable and not infrequent- 
ly are used in several cars produced 
under different names by the same 
manufacturer. 

It is difficult, too, to break down 
retooling costs for new model out- 
put. However, you can get an idea 
of how these costs pile up if you 
will consider the cost of putting 
a new bumper on one of the 
newer model vehicles. 

In this single instance, a car 
maker can spend as much as $150,- 
000 to $400,000 on the designing and 


q '| manufacture of the bumper, Natur- 


ally, if the same bumper is used on 
several makes produced by the 
same maker, the cost for each line 
goes down substantially. 

* * * 


BUT THE AUTOMOBILE indus- 
try, with its supplier affiliates, is 
among the world’s biggest indus- 
tries. Its operating costs are tre- 
mendous. Its profits often are large 
but, when they are, its federal, state 
and local taxes, too, are huge. 

Its dollar operations have to be 
on a broad basis. It has to be pre- 
pared to withstand adversity, 
should it come. This means a large 
amount of working capital. 

The industry’s history is replete 
with records of unprofitable ven- 
tures. One of the best remember- 
ed of these was Ford’s Edsel proj- 
ect. It was a short-lived under- 
taking that cost Ford something 
like $250 million. 

Other recent unprofitable under- 
takings include the industry’s ef- 
fort to introduce fuel injection and 
air suspension in the standard pas- 
senger car field. There was nothing 
wrong with these projects. They 
just cost more than the average 
motorist wanted to pay. 





Color Contrast— 


White door and window regulator han- 
dies, molded of duPont's Delrin acetal 
resin, provide a striking contrast with the 
door panel on the cab of this Ford Econo- 
line truck at the 43rd National Auto Show 
in Cobo Hall, Detroit. The knob on the 
window regulator handle, in black, is 
molded of duPont's Zytel nylon resin. Sim- 
ilar applications in the future can take 
advantage of a variety of integral colors 
and color combinations, according to 
duPont. 








One of a series of statements to U. S. IMPORTED CAR DEALERS by members of the British Automobile Manufacturers Association 


Continued success in the imported car business requires 
knowledgeable sales and service people .. . specifically 
trained to move cars, keep them moving, and to reap the 
benefits of customer satisfaction. This has been the cardi- 
nal principle of British auto makers, singly and in con- 
cert, since they created the imported car business in the 
United States. Adhering to the principle with deeds, not 
words, British manufacturers and our distributors con- 
duct more training courses for sales and service personnel 
than any other national group of import makers. Every 


Earl G. Nisonger, 
President Nisonger Corporation— 
Smiths Instruments, Transmissions says: 


“British auto makers realize that 
better service means better business. 


99 


year larger platoons of factory-trained instructors shut- 
tle back and forth between the plants in England and 
training schools across the United States. Hundreds of 
“hometown” mechanics and salesmen learn the latest in 
automotive technical developments and methods for keep- 
ing British cars in fine running order. 


You may be assured that the British auto makers will 
continue training activities in support of our dealers in 
this country as our business continues to grow. 


Why U.S. dealers can rely on the stability and growth of the British imported car business 


1. Capital Investment —sritish auto makers have the largest 
investment in plant, research and distribution facilities in the U.K. 
and in America and will continue to maintain this leadership. 


2. Quality Products —Buiit to a standard, not to a price, 
British cars offer dealers and their customers true dollar value. 
Their quality craftsmanship and technical advancements have 
made them market leaders. 


3. Market Stability—tne steady, healthy growth of British 
car sales in America has been based on the soundest foundations 
.. solid financing of superior products. 


4, Service Facilities — British manufacturers consistently 
conduct training courses, supervised by factory experts from 
England, for distributor and dealer mechanics. 


5. Product Diversification—a vehicle for every need . . . 
every taste ... every budget. British makers provide the widest 





range of dependable economy, sports, compacts and luxury cars 
and commercial vehicles. 


6. Advertising Support—The British automotive industry 
invests more than any foreign group in advertising and sales pro- 
motion in support of U.S. dealers. 


7. Profit Factors—sritish cars are realistically priced, qual- 
ity produced and solidly backed to assure our dealers a strong 
position in a highly competitive season. 


8. Parts Availability—ritish makers and their distributors 
have parts warehouses strategically located from coast to coast. 
Additional warehouses are under construction. 


9. Design Continuity—sritish makers have traditionally 
been advocates of models in series, improving on tested basic 
designs rather than creating planned obsolescence, 


British imports give you business you can bank on 
BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 


80 Fifth Avenue, New York 19, N. Y. 


Austin + Austin Healey + Bentley + Daimler + DunlopTires + EnglishFord + Hillman + Humber + Jaguar + MG 


Lucas Electrical + Morris + RollsRoyce + Rover = 


Singer + Smiths Accessories + Sunbeam + Triumph + Vauxhall 
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Import Car News... 


Volvo Importer Sees 
400-Dealer Network 


WASHINGTON.—Volvo, a Swed- 
ish import, seeks a total of 400 deal- 
ers in the United States. Ake Hog- 
man, president of Volvo Imports, 
Inc., told a conference of reporters 
at the National Presg Club here last 
week. He said the firm expects to 
have 200 franchised dealers east of 
the Mississippi by the end of the 
year, and 300 in this country by 
May, 1961. 

“If we rank fifth or sixth 
among the imported cars, we will 

be very much satisfied,” he said. 

Volvo sold about 18,000 cars in 
1959, but expects a drop to 14,000 or 
so this year, primarily because of 
competition from U.S. compacts 
that are directly in the Volvo price 
range, he told newsmen, Volvo’s 
U.S. sales target for 1961 is be- 
tween 18,000 and 20,000 units—about 
20 percent of Volvo’s total produc- 
tion, he said. 

Volvo is building a new plant, 
ready in early 1963, which will be 
able to turn out 150,000 units on a 
single-shift basis, he said. In addi- 
tion, Volvo hopes soon to put its 
new $3,900 sports car into produc- 
tion. The U.S. market is expected 
to be allocated about 80 percent of 
the 4,000 to 5,000 which will be 
produced each year. 

“You have to offer the dealer a 
good franchise,” declared Hogman. 
“Otherwise you cannot expect him 
to make a reasonable investment in 
his shop.” The Volvo dealer must 
be able to make a good profit next 
year, he added, noting that present 
dealers are in a good inventory 
situation. 

This, he said, is enabling Volvo 
sellers to make realistic trades 


2 Broadway Vets 
Are Producing 


Motorama Show 


DETROIT.—Cy Feuer and Ernest 
Martin, producers of “Can-Can” 
and other Broadway hits, are pro- 
ducing a 30-minute musicalette 
called “The Magic Man” for the 
General Motors 1961 Motorama. 

The show, a fun-fantasy with a 
cast of 50 people, will be offered 
six times daily Nov. 3-9 in the 
Grand Ballroom of the Waldorf- 
Astoria Hotel. 

“The Magic Man employs a new 
assembly of show-business_ tech- 
niques to present an entertaining 
story and, at the same time, an in- 
teresting display of GM’s 1961 auto- 
mobiles,” according to Feuer and 
Martin. 

They said they accomplish this 
on a specially designed 66-by-58- 
foot stage which swings cars 
through the air toward the audi- 
ence on huge “grasshopper” arms. 

After a seven-day stay at the 
Waldorf, the admission-free Motor- 
ama will move to the West Coast 
for a Jan. 7-15 run in San Francisco 
and a Jan. 28-Feb. 5 showing in Los 
Angeles. 





and take the fullest possible ad- 
vantage of the dealer’s discount 
of 20 percent. This situation 
should continue, Hogman ob- 
served, since the number of Vol- 
vos per dealer in 1961 probably 
will not equal the number that 
was available this year. 

Volvo is looking for quality deal- 
ers, according to Hogman. Stress 
is not placed on fancy showroom 
facilities. But Hogman says that 
he’s not looking for gas stations, 
either. 

Of considerable importance is 
“willing service” by a well-financed 
firm with a good repair shop staffed 
with competent mechanics. 

To help its dealers fit their 
investment to their markets, Vol- 
vo has developed parts and tool 
“packages” to fit various size 
dealerships. It has a package to 
fit the dealer who sells 300 cars 
a year, 225 cars a year, and 120 
cars annually. 

In figuring the parts kits, how- 
ever, he notes that the existing 
Volvo population is taken into con- 
sideration. 

As Hogman sees it, “We are fac- 
ing a very serious shake-out period 
now, and there are lots of import- 
ers who will be disappearing.” 
Volvo intends to stick, It will be 
one of the survivors, he said, be- 
cause the car is backed by a quality 
manufacturer who wants dealers to 
be able to offer both good service 
and adequate supply of parts. 

The average new Volvo dealer, 
Hogman says, would want to 
stock between 5 and 10 cars, put 
in an inventory of parts valued 
between $1,500 and $3,000 (de- 
pending on his size) and would 
have to lay in between $300 and 
$500 worth of special tools. 

Hogman asserts he has been very 

successful in getting good new 
dealers—and he states this is be- 
cause Volvo offers them a good 
profit per car. 


M ilwaukee Drops 


Auto Show Plans 


MILWAUKEE—For the first 
time in a decade, Milwaukee will 
not have an auto show next year. 

Directors of the Milwaukee Coun- 
ty Automobile Dealers Assn. reject- 
ed an appeal by several dealers to 
schedule a show in February. 

John Madden, association pres- 
ident, said the unavailability of 
the Milwaukee Auditorium-Arena 
in November and January was the 
principal reason for cancelling 
show plans, 

Advocates of a February show 
were told that it would conflict 
with the Chicago show, which will 
be held Feb, 18-26, several weeks 
later than has been the custom in 
the past, 

“Because of this conflict,” said 
Madden, “manufacturers who pro- 
vide many of the auto displays were 
reluctant to enter a show here in 
February.” 
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Record for Trade Advertising?— 


Production of a new double-truck ad each week for 208 consecutive weeks (four 
years) in Automotive News has been achieved by Ford Motor Co. through its agency, 
Kenyon & Eckhardt, Detroit. J. B. McMechan, left, manager of Ford institutional adver- 
tising, reported that the timeliness of these center spreads has “gained high reader- 
ship among Ford and other dealers, and the industry as a whole." Floyd G. Sease, 
right, account executive of K & E, said the campaign, which entered its fifth year Oct. 
17, is a creative challenge and a production job of major proportions. 


Auto Chiefs at Paris Show— 





John F. Gordon, fourth from left, president, General Motors Corp., was one of the 
many automotive executives who visited the recent Paris Auto Show. He is shown 
inspecting the Renault exhibit with Pierre Dreyfus, third from right, president, Renault 


of France. 


Whether It’s Dick or Jack, 
Auto Outlook Is Promising 


By William Ullman 
Washington Bureau Chief 


ASHINGTON.—As the national 

election campaign moved into 
its final days, the answer to the 
following question was sought in 
the National Capital: 

“How will the outcome ef the 
election affect the long-term pros- 
pects for the automotive indus- 
try?” 

It is a big and an important 
question. It is big and it is import- 
ant because the automotive indus- 
try, in all of its ramifications, is 
the nation’s largest and for many 
years has properly been regarded 
as the bellwether of the American 
economy. 

It has been truly said that as the 
automotive industry goes, so goes 
the national economy—up, down, or, 
as has been the case to some extent 
in recent months, sideways. 

Of * cd 

N SEEKING the answer to the 

question posed, a very conscious 
effort was made to secure the most 
objective and dispassionate replies 
possible, and ag far removed as 
possible from the heat of partisan- 
ship, one way or the other. 

Admittedly, that is not easy to do 
in the heat of the closing days of 
a hard-fought national political 
campaign, but to a surprising ex- 
tent it can be done better in this 
Nationa] Capital than almost any- 
where else. F 

For, although this is the na- 
tion’s political center, there are 
here many qualified authorities 
who continue in their observation 
posts from administration to ad- 
ministration, regardless of party, 
and are accustomed, both by 
training and long experience, to 
look well beyond the heat of po- 
litical conflict for signs and por- 
tents. 

Contacts with some representa- 
tive members of this knowledgeable 
group—in government, in the in- 
dustry, in a wide variety of activ- 
ities directly or indirectly related 
to the industry—lead to one clear 
conclusion, It ig that, regardless of 
the outcome of the election, the 
outlook for the automotive indus- 
try is decidedly on the plus side. 

* * ok 

HIS conclusion is not based on 

an arbitrarily and doctrinairely 
optimistic point of view, or airily 
wishful thinking, but rather is 
founded on the solid basis of fac- 
tual analysis. 

For example, it is pointed out 
that both candidates for the high- 
est office, and both political par- 
ties in their platforms, are firm- 
ly committed to policies which 
have in view an expansion and 
a stimulation of the national 
economy. 

It igs true, of course, that they 
are pledged to seek this objective 
by different methods and policies— 
some of which are highly contro- 
versial, depending upon one’s point 
of political view—but there can be 
little doubt about what the objec- 
tives are. 

These objectives are to achieve 
the fullest possible measure of em- 


ployment, to bring about a sub- 
stantial increase in the gross na- 
tional product figure, to stimulate 
both production and consumption, 
to speed up the rate of national 
growth per annum, and to broadly 
enhance to still higher levels the 
American standard of living. 
* * + 

EReTOND this, both candidates 

and both parties have been 
deeply committed to stepping up 
defense activities and defense 
spending to meet the growing Com- 
munist threat both militarily and 
in such areas as research and de- 
velopment and in economic and 
technical assistance to underde- 
veloped countries. 


The candidates and the parties 
differ in their approaches to these 
objectives—and they differ widely 
in some of the basic domestic pro- 
grams and policies—but there ap- 
pears little doubt that, regardless 
of the outcome of the elections, 
there will be a new element of 
urgency in national affairs come 
next January—and larger federal 
expenditures, 

All of this, plus other factors 
in the situation, adds up to the 
almost certain likelihood of a 
definite energizing and stimula- 
tion of the national economy over 
the long pull, and whatever the 
immediate future action of the 
business curve may be. 


The long-term impact on the au- 
tomotive industry, as seen by most 
competent observers here, will be 
powerful and very much on the 
constructive side. 





At L-M Preview— 


William R. Hearst jr., left, editor-in- 
chief, Hearst Newspapers, is welcomed by 
James J. Clarkeson, president, New York 
Lincoln Mercury Dealers Assn., to the spe- 
cial preview showing of the 1961 Mercury, 
Comet, Lincoln Continental and English 
Ford held by the Lincoln-Mercury Division 
ot the Hotel Astor, New York. Over 350 
Lincoln-Mercury dealers and their sales- 
men in the New York sales district and 
more than 1,200 civic, government and 
business ledders in the area attended the 
preview. Clarkeson, president, Van Curler 
Motor Co., Schenectady, N. Y., also is 
president of the New York State Auto- 
mobile Dealers Assn. 


GM and Chrysler 
Report Sales Gain 


Financial Reports 
Cover Nine Months 


(Continued from Page 2) 


in GM’s United States plants were 
also 10 percent greater than in the 
comparable period of last year. 

Sales of non-automotive products 
during the first nine months of 
1960 were generally below the levels 
of last year, the GM report said. 

Unit sales of vehicles produced 
in GM’s U. S. plants totalled 547,- 
000 during the third quarter of 
1960, or 6 percent under the level 
for the same quarter of last year. 

In the first nine months of 1960, 
there was an average of 591,368 
men and women employed by Gen- 
eral Motors throughout the world, 
and payrolls totalled $2,599 million. 
This compares with 569,465 and 
$2,371 million, respectively in the 
corresponding period of 1959, 

a at * 


Chrysler 


HRYSLER CORP.’S consolidated 
net earnings for the nine 
months ended Sept. 30 rose to $25.1 
million, L. L. Colbert, chairman of 
the board and president, announced. 
Earnings for the first nine months 
of last year were $23.8 million. 


Total dollar sales for the first 
nine months of 1960 were $2,386 
million, or 21 percent above the 
sales of $1,964 million for the same 
1959 period. 

Worldwide sales of passenger 
cars and trucks in the first nine 
months of 1960 were 944,347 units, 
including 27,053 Simca vehicles, 
compared with sales in the 1959 
period of 683,065 cars and trucks, 
including 45,126 Simca vehicles. 

The report noted that retail sales 
of Chrysler Corp. cars for the first 
nine months of this year accounted 
for 15.7 percent of all domestic car 
sales, compared with 12.3 percent in 
the same period last year. 

The third-quarter profit this year 
was $1.4 million, compared to a loss 
of $34.2 million in the like period 
of last year. Third-quarter sales 
were $634 million this year and $433 
million last year. 

A dividend of 25 cents a share on 
common stock was declared. It is 
payable Dec. 14 to shareholders of 
record Nov. 21. 


Elliott Organizing 
Virginia Dealers 


As NIADA Unit 


WASHINGTON.—Miles G. El- 
liott, formerly national field direc- 
tor of the National Independent 
Automobile Dealers Assn. and re- 
cently executive vice-president of 
the Georgia IADA, last week began 
operations to organize a Virginia 
independent dealer group to be- 
come a unit of the NIADA. 

The arrangements are the result 
of recent Washington conferences 
to that end, according to Robert J. 
McKinsey, executive vice-president 
of the NIADA, 

Already 52 dealers have agreed 
to membership in the new setup, 
Elliott said, adding that he is con- 
fident that an organization of at 
least 750 members will be built up 
in the near future. 

Elliott has established working 
quarters at 1722 Granby St., Nor- 
folk, with plans for a Richmond 
office under way. 


60 Ambassadors 


Carry $50 Bonus 


DETROIT.—American Motors is 
giving dealers a bonus of $50 on 
sales of ’60 Ambassadors. The pay- 
ment is in addition to the 5 percent 
carryover rebate. 

Rambler dealers also are receiv- 
ing $125 for sales of Metropolitans, 
and the factory is absorbing the 
finance charges on Metropolitans 
until Jan. 21, 1961. 

In another import program, Eng- 
lish Ford dealers are getting $175 
for 15-cwt vans and $100 for 5-cwt 
and 7-cwt vans. The payments ap- 
ply to units sold or ordered between 
Oct. 11 and Dec. 20. 
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Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 


For Full Information 
On The 
RAMBLER FRANCHISE 


... Mail this card today! 


i. sciseicinsctsannstintstentacmcidbabinaaaeaee 


ADDRESS____ alta aed 


Oar Baths 


STATE_ 


aaa aas4 





STaeae 


Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


Director of Dealer Development 
American Motors Sales Corp. 
Detroit 32, Mich. 
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Another Big “Plus” For RAMBLER DEALERS! 


THIS ALL-NEW 1961 
RAMBLER AMERICAN 
IS THE 
LOWEST-PRICED 
U.S.-BUILT CAR! 






Only 


1845" 


Manufact — feta gre ee a ae ae = 
Kenosha, 

2-Door Den Sedan * usta sg a ¥- en es oa 
local taxes, if any, a al equipmen extra. 












For 1961...Join The High-Volume 
High-Profit RAMBLER DEALER Ranks! 


Rambler Dealer Franchises 


There Are Still IMPORTANT! 
Available In Select Markets 


Including Some Metropolitan Areas 


Export Markets. 
, Ontario. 


..-DO IT TODAY! 
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Capsule Comment 


Far exceeding all expectations, Detroit’s first National 
Automobile Show soared past the 1.4 million mark in attend- 
ance, 

Candidate Car carries its home town by a landslide. 
* . * 
Public confusion over extent of 12-12 warranties 
rompts National Automobile Dealers Assn. to ask factories 
for clarification. 
Paraphrasing the old Army line, “Dealers nervous over 


servi 
* * * 


Adult approach to settlement of labor disputes is urged 
by President Eisenhower at National Automobile Show’s 
industry banquet. 

There’s too much at stake to treat labor controversies 
in a childish fashion. 


Anti-auto campaign is assailed by president of American 
Automobile Assn. 
Speaking out against “soak-the-motorist” advocates. 
* * * 
NADA directors appropriate $25,000 to advance the 
study of a career selling program. 
The first intensive effort to upgrade the stature of auto 
salesmen gets off the ground. 
* * a 
Profusion of ’61 models, combined with unprecedented 
range of new features, results in cautious approach to pur- 
chases among showroom visitors. 
The job is to convert the see-ers into spenders. 


* * * 


Biggest hits at Paris Auto Show were new American com- 


Lafayette, we are back. 





Events 


x Eprror’s Norsz: To facilitate 
recognition, new items in this 
column will. be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov, 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. 1&—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Nov. I6—Rally Day for Profits, Automo- 
bile Dealers Assn, of Alabama, Birming- 


ham. 

Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Jan. 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 
Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
” Assn., Roosevelt Hotel, New Or- 
eans. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-1! eorgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 


vannah. 

May 1416-1 daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 


Assn., Detroit. 
* * 


Auto Shows 
bes atc 8—Turin Auto Show, Turin, 
aly. 
Nov. 3-13 — International Automobile 


Show, Turin, Italy. 
. 413 — Seattle Auto Show, Armory, 
Seattle. 

Nov. 5-12—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13— World Car Show, Roosevelt 
Raceway, Westbury, L. |., N. Y. 

Nov. 9-12—Denver "Kute Show, Coliseum, 
Denver. 

Nov. 10-13 — Lincélm Automobile Show, 
Pershing Municipal Auditorium, Lincoln, 


Neb. 

Nov. 12-19—Albany Auto Show, Washing- 
ton Ave. Armory, Albany, N. Y. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 23-27—Spokane Auto Show, Coliseum, 
Spokane. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Dec. 7-1|—International Auto-Rama, Muni- 
cipal Auditorium, New Orleans. 

Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 

Avenue Armory. Buffalo. 
Jan. $10 — Fort Worth Auto Show, Fort 


Worth. 

Jan. 11-15—National Capital Area Auto 
Show, National Guard Armory, Wash- 
ington, D. C. 

Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 

Jan. 14-21—Syracuse Auto Show, Syracuse 
Wear Memorial, Syracuse. 

Jan, 1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-l11|—Amsterdam Auto Show, Am- 

sterdam, The Netherlands. 

Feb. 3-6—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—S3rd Chicaao Auto Show, Chi- 
caao Exposition Center, Chicago. 
March 16-26—Geneva Auto Show, Geneva, 


Switzerland. 
> 


General 

Nov. 3—General Motors Motorama, Wal- 
dorf-Astoria Hotel, New York. 

Nov. 16—Rally Day for Profits. Automo- 
pie Dealers Assn. of Alabama, Birming- 
am, 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 


cago. 

Dec. 9-I!—Auto Trim Show Convention, 
Hotel Sherman, Chicago. 

Jan, 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 

Jan. 9-13—SAE International Exposition, 
Cobo Hall, Detroit. 

Jan. 26-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 


Week 


p 


Gi HINA 


“The zenith of perfection .. . Horowitz on the piano... 
Heifetz on the violin . .. Kelley, there, on motors... 


Adler on the harmonica .. . 


Letterbox 


‘Regardless of Volume .. . 


2 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





False Doctrine 


At a recent dealer meeting a fac- 
tory representative advised the 
dealers that they had to cut ex- 
penses or increase their volume if 
they were going to stay in black 
ink. I am amazed that a person in 
a responsible position in this busi- 
ness does not recognize that volume 
does not necessarily mean profit, If 
a dealer does not make a profit on 
each individual sale, he cannot 
make a profit regardless of volume. 

If the factories are interested in 
their dealer organizations, it is time 
for them to have a course in busi- 
ness economics for their key per 
sonnel. During the past 10 years 
some of the factories have been 
preaching a false theory, and inex- 
perienced dealers who accepted this 
thinking have disrupted the retail 
business. 

I am a firm believer in the idea 
that a strong dealer organization 
means a strong factory and am 
looking forward to the enlighten- 
ment of factory personnel at top 
level.—N. L. McLAvuGHLIN, execu- 
tive secretary, Long Beach (Calif.) 
Motor Car Dealers Assn. 

~ * + 


‘Comet Grille Not Stainless’ 


In the interest of setting the rec- 
ord straight, I wish to call to your 
attention the fact that the article 
discussing the use of stainless steel 
on 1961 model cars, on Page 125 of 
your Oct. 10 issue, is in error where 
it stated that the 1961 Comet has 
“a new stainless grille.” 

The caption on the picture show- 


The Big Stories 


35 Years Ago—1925 


A provisional agreement has been reached under which General 
Motors Corp. will contro] Vauxhall Motors of England... Ford Motor 
Co. set a six-day production mark with 49,004 units. 


20 Years Ago—1940 


Chrysler Corp. introduced two experimental cars this week in 1940. 
One of the cars, called the Thunderbolt, featured a steel top which 
disappeared behind the front seat at push of a button. The design 
gave the owner the choice of riding in an open or closed car. 


10 Years Ago—1950 


Surveys showed that new-car sales dropped close to 50 percent and 
used-car sales about 70 percent as the result of the Federal Reserve 
Board’s action in reducing time payment limits from 21 to 15 months. 





ing the Comet on Page 57 of the 
same issue refers specifically to the 
“new one-piece aluminum grille,” 
and the fact that the grille is alu- 
minum was also mentioned in a 
Comet picture caption in the Sept. 
19 issue. 

May I congratulate you on the 
comprehensive character and gen- 
eral excellence of this Auto Show 
issue, and we indeed appreciate the 
treatment given aluminum in your 
roundup article on Page 108.— 
Dup.tey T. Ross, manager, press 
section, Kaiser Aluminum & Chem- 
ical Corp. 

+ + * 


Correction 

Apparently, we made a mistake 
in the Stant ad in the Oct. 10 AuTo- 
MOTIVE NEws ad. 

Would it be possible for you to 
run a correction stating that the 
excerpt shown as a clipping in the 
Stant ad about Lev-R-Vent Safety 
Cap should have been credited to 
NEW ENGLAND AUTOMOTIVE 
TIMES instead of NEW ENG- 
LAND AUTOMOTIVE NEWS? — 
George L. Service, Chicago. 

+ * * 


Here’s One, Doctor 

I have read with great interest 
the enclosed article in your latest 
issue of Automotive News. 

If Dr. Kettlewell does not find a 
new one, perhaps we have the next 
best thing. We have a 1948 Plym- 
outh coupe that is without a doubt 
the “cleanest” car on our lot re- 
gardless of age. As a matter of fact, 
we are thinking of keeping it. 

It has original paint, motor, etc., 
and even things like floor mats are 
like new. The car was always 
garaged and the paint is perfect. 
There is no body damage. It has 
had seat covers since it was new; 
has a new set of tires. Mechanically 
and eye-appeal-wise, it is perfect. 

We would be happy to send Dr. 
Kettlewell photos of the car if he 
so desired—Donatp I. Mick, Mick 
Motors, Cresco, Pa. 

Eprror’s Note: The article said 
Dr. H. B. D. Kettlewell, an Eng- 
lish geneticist, was seeking help 
in finding a ’48 Plymouth to re- 
place one that he had driven for 
12 years, rolling up a total of 
more than a quarter-million miles. 





When the going is rough, car buyers count 
on bodies of steel. Strong, rigid steel gives car bodies 


what engineers call ‘“‘dimensional stability.’’ It means that steel 
bodies won’t sag or bow under rough use and lose their shape. 
Modern car bodies can be made strong as well as light because of 
steel’s superior strength. Steel’s strength soaks up hard knocks 
and shock. Rugged steel bodies and frames make up the strong 
‘safety envelope’”’ that protects passengers. People feel more secure 
in steel because of the way modern steel bodies are put together. 
Steel permits a tight, metal-to-metal seal and close-fit tolerances. 





| Deep-drawn body parts of cold-rolled steel make the sculptured 

| look possible. Cold-rolled steel’s clean and uniform surface means 

paint and lacquer finishes that are smooth, will adhere tightly, 
stay handsome longer. 


Allinall, steel makes automobile bodies look as good as they really are. 


Strong steel for bodies is only one of the reasons why the public 
prefers steel in automobiles. There are over 100 special steels used 
in cars, each selected to do a special job. Make a point of talking up 
the special steels used for durability in bodies and other parts that 
must take punishment and stay good looking. Remember, the public 
prefers steel in automobiles, and we’re strengthening their prefer- 
ence for steel even more. Make their preference work for you. 


Sell it sells for you 
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Selling on the Stand... 
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Salesman’s-Eye View of Show 


By Robert M. Lienert 
Associate Editor 
the cars are the stars at 
any auto show, the hefoes are 
the salesmen who man ‘the stands 
and make personal contact with 
show visitors. 

They answer questions, talk to 
lost kids, build prospect lists, trade 
quips with pretty-girl models, crack 
down on souvenir hunters and keep 
in mind all the while that they are 
SALESMEN and should be selling. 

To get the salesman’s view of the 
National Automobile Show, Avuto- 
motive News tape-recorded a series 
of interviews with salesmen work- 
ing the show. 

Below are excerpts from the 
transcribed tapes. 

Interview with Bill Mitchell, as- 
sistant sales manager, Thompson- 
Todd Motor Co. (Chrysler-Plym- 
outh), Detroit: 

Q.—First of all, I'd like to know 
your general impression of the Auto 
Show. 

A.—Beautiful, one of the great- 
est I’ve seen in the past 12 years. 


Q.—Have you worked shows be- 
fore? 

A.—Oh, yes, 12 years. 

Q—What do you think of the 
crowd? 

A.—Terrific. From what I can 
see, the reception is wonderful. 

Q.—Do you think the show is the 
place to try to sell? 

A—I think it’s one of the best 





Rayon Makers Reveal 
Hike in Tire-Cord Price 
AKRON.—The price of rayon 





places in the world to pick up 
prospects, but I don’t think that 
you have enough time to qualify 
your customers. 


‘| your ’61 line? What’s 


you’re just getting prospects, I'd 
like to. 


Q.—Personally, what feature do 
you find the most saleable item on 
the one thing 


=| that you personally like to show the 


Q.—How do you qualify a show|, | 


visitor? Or do you even attempt to 
do this? 

A.—From experience, of course, 
you can determine whether a per- 
son is really interested in buying 
an automobile, You watch their 
reaction as you talk to them, Of 
course, if they are interested 
enough to ask questions about it, 
you'll follow up. 

Q—Do you think among the 
crowd there are simply curiosity 
seekers who are here to look at 
Cobo Hall? 

A.—I believe that this is the 
primary interest, But I do believe 


and, of course, if you follow 
through you'll do some business. 
Q.—Are you really selling here, or 
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Questions, Questions— 


Visitors at National Automobile Show 
asked more questions than he had heard 
in 21 years of selling cars, John Farrah, 
a salesman for Jerry McCarthy Chevrolet 
Co., Detroit, told Automotive News in 
tape-recorded interview on Chevrolet 
stand.—Automotive News photo by Ben- 
yas-Kavfman. * & # 
are you simply getting prospect 
lists 

AI would rather think that 


I" IN SALES FOR THE 10™ YEAR IN A ROW! 





why‘? 





BMC opened the U.S. import market and has led the 
field of British car retail sales for ten consecutive years 


THE FACTS: 


The British Motor Corporation is the world’s largest manu- 
facturer of sports cars and Britain’s largest maker of cars of 
all types. Fine craftsmanship and dependable engineering 
have been BMC hallmarks for many years. So has its reputa- 
tion for advanced research and technical achievements. With 
this experience to back it up, BMC opened the import car 
market in the U. S. and has maintained leadership with: The 
largest parts inventories, more warehousing and distribution 
facilities, and more service training schools for U. S. dealer 
personnel than any other British import maker. Realistic pric- 
ing for sustained sales, backed by nation-wide advertising and 


sales promotion. 


THE CARS: 


BMC is not only the largest and most experienced manufac- 
turer of British import cars, BMC offers the widest selection 
of models to meet demands and sustain dealer sales volume. 
Any way you look at it: BMC makes sports car, economy, 
compact, luxury and commercial models. BMC makes sports 
coupes and roadsters, sedans, convertibles, station wagons 
and commercial vehicles. BMC makes the marques that have 
made their mark—Austin, Austin Healey, MG, Morris. And 
BMC keeps ahead of the times. Its U. S. dealers are in the 
best position to cash in on the growing trend to sports car 


driving... 


because the wide choice of models has put more 


BMC sports cars on the road than all other makes combined. 


Little wonder there’s big satisfaction in selling 


AUSTIN « AUSTIN HEALEY «:‘ MG :« MORRIS 


For further information, write to: HAMBRO AUTOMOTIVE CORPORATION, 27 West 57th Street, New York 19, N. Y. 
U. S. representatives of The British Motor Corporation, Ltd. 


-| prospect, tell him or to surprise him 


a bit with? 

A.—Well, the way that the au 
tomobile is constructed, For 1961 
I feel this is the feature we 
should stress. I believe that the 
public would certainly accept that 
more than anything else. 

Q.—This isn’t really what makes 
the customers say, ‘Gee whiz, I 
didn’t know that’ or, ‘Inever 
thought about that.’ Do you have 
something on the car that you like 
to sort of keep to yourself as a little 
clincher for the sale? 

A.—No, I think that the person 
you are talking with has a lot to 
do with that, You try to watch 
the reaction of the prospect and 
then you go from there. Whatever 
you think will be most appealing 
to him, this is what you stress 
ee eee ee 
Q.—How do you handle a price 

shopper? 

A.—Well, you just give him the 
price, Once you determine that 
he is a price shopper, you just 
pull something out of the sky, 
that’s all. It may be a bad thing 
to do, but, after all, you gotta 
have something, you know. 
Q.—What kind of trades do you 

find coming in on the ’61s? 

They vary. I think that the 
economy is set up so that about a 
three-year-old automobile is the 
one that you would get in today. 
I’m looking for ’59s, I could use a 
lot of those on my used-car lot. 
But I find that the people who 
have ’59 automobiles do not have 
enough equity in them to trade 
them today. 

Q.—Is the Valiant still taking 
most of the action in the show- 
room? 

A.—No, I think that the public 
is curious about the Newport. 
This is strictly Chrysler that ’'m 
talking about now. Because of 
the publicity that its getting, I 
think that they are inquiring 
about that more or less, 


Interview with Dick Sapota, Kra- 
jenke Buick Sales, Inc., Ham- 
tramck, Mich.: 

Q.--What do you think of the 
show? 

A.—We’ve had an exceptionally 
good reception on the show itself. 
Concerning Buick, we’ve had a 
lot of favorable comments, People 
are enthused, Good reception on 
the car. I think Buick, itself, is 
going to have an exceptionally 
good year. 

Q.—How long have you been sell- 
ing Buicks? 

A.—Approximately three years. 

Q.—Would you say that this is it? 

A.—I think so. 

Q.—What is the reaction to the 
price of the Special? 

A.—They don’t feel it’s too 
much money. Actually, a lot of 
People have the impression it’s 
@® compact car; _— not the 
case, The car is actually a re-in- 
troduction of the Special, only 
smaller in size, an automobile 
that weighs approximately 3,000 
pounds. 

Q.—Do you try to sell away from 
the term “compact” with the Spe- 
cial? 

A.—Yes, because the proof is in 
the pudding. People, they look at 
the car’s size, well naturally they 
say it’s a compact because it’s 
comparable in size to your so- 
called compacts that are on the 
market. After they’ve driven the 
car, it’s a horse of a different 
color. 

Q.—Do you like selling at the 
show? 

A.—I think so, Of course, it’s a 
grind to sell with so many people 
around you. You can’t spend 
enough time with one person. 

Q.—Do you attempt to qualify the 
people at the show? 

A.—Probably so. 

Q.—Can you do it? 

A.—No, not really. 

Q.—Can you do it in a show- 
room? 

A—In qualifying a person, 
you’re looking for couples. It has 
been proven that couples are the 
ones that buy, opposed to a 
woman or a man that’s coming 
in alone. It’s a tentative proposi- 
tion. 

Q.—Do you have one feature in 

(Continued on Page 23, Col, 1) 








Research News for AUTOMOTIVE EXECUTIVES 


EXPERIMENTAL COOLANTS 


boil to cool engines better 


Special engine coolants coming out of the Dow Automotive Chemicals 
Laboratories are putting fresh life into an old automotive concept... 
the ebullient (boiling) cooling system. This system automatically main- 
tains its own required circulation rate by vaporization of the coolant, 
rather than requiring a circulating pump now needed by the conven- 
tional cooling system. Among the advantages to be gained would be 
better cooling efficiency and elimination of thermostats and pumps. 


Key to the ultimate success of this system is the coolant itself, which 
must have certain highly specialized properties. And Dow experi- 
mental coolants come close to matching these ideal properties. 


Continued research on conventional coolants is exemplified by the 
recent introduction of DOWGARD*, the world’s first year ’round cooling 
system fluid. This new Dow development stops rust and corrosion 
damage and protects cooling systems against freezing and overheating 
for a full year. It eliminates the need to add antifreeze, rust inhibitors 
or even water! 


Other automotive developments are in process, too. Among these are 
new heavy-duty brake fluid formulations that can take extreme heat 


and a large number of new synthetic lubricants of the polyglycol type. 
*Trademark 


THE FULL FACILITIES OF DOW'S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s development staff constantly works with manufacturers on problems involving auto- 
motive chemicals of all kinds, like those mentioned above. And because Dow is located at 
Midland, close to the heart of the automotive industry, distance is no barrier. No matter what 
your problem, if it involves automotive chemicals, Dow can serve you well. Call us in Detroit 
at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Dept. 407U 10-31. 


See “The Dow Hour of Great Mysteries” on TV 


THE DOW CHEMICAL COMPANY ° 





MIDLAND, MICHIGAN 
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The Man Behind the Wheel .. . 





ing down a big car and that’s the 
reason that the Lancer hag been 
designed for quality throughout. 

The engine has been located well 
forward to leave more space for the 
passenger compartment, and trans- 
mission and driveshaft were de- 
signed to reduce the hump. 

More space was gained for the 
interior by designing thinner 
doors and building extra-rugged 
upper door frames, The 70-degree 
openings were miade tall to make 
exit and entry easy. 

There is actually more legroom 
inside the Lancer than in some 
standard-sized cars. The instrument 
panel is a dandy, with instruments 
grouped right behind the steering 
wheel. 

There’s no shelf over the instru- 
ment panel to catch clutter and this 
gives the impression of more room. 

+ * * 


Heavy on Insulation 


ORE of the outstanding features 
is the quietness. Not all comes 
from the unit-body construction. 
The Lancer has one of the most 
extensive sound treatments ever put 
into a car. There’s a two-ply felt 
liner over a one-inch sheet of fiber 
glass under the dash panel and an 


Eprror’s Nore: This is one of a 
series of articles designed to ex- 
plore the selling features of 
American cars. 

o ” * 
By L. H. Houck 
Travelling Correspondent 
Ts slate-colored 1961 Lancer we 

road-tested turned out to be a 

road eater of the first quality. 

With only a few miles showing 
on the odometer it seemed stiff 
and cold at first. After the 300- 
mile mark was passed, it loosened 
up and developed a longing for 
the open road. 

The Lancer ride is “big” car, fully 
substantiating the claims made by 
Dodge. Handling and cornering 
were surprisingly good and lack of 
sway on curves is going to make 
many owners happy. 

In spite of all you hear and see, 
most of us naturally expect the so- 
called compact car to be a scaled- 
down version of a big car with 
short cuts throughout punctuated 
with leaving off some favorite im- 
provement. 

There have been so many minor 
improvements in automobiles in the 
last 10 years that leaving off a 
small one may be annoying to a lot 
of people. 

















































* * 


Conveniences Included 


AT’S where this Lancer made 

a hit with this writer—all the 

familiar conveniences were there — 
spring-loaded, easy-opening hood, 
spring-balanced trunk lid. 

So we went down through the 
list. This Lancer was thoroughly 
undercoated, it had electric wind- 
shield wipers, big defroster and 
heater with push-button controls, 
glove box, foot-operated parking 
brake with pull release, turn sig- : . # P 
nals, wide doors, adjustable driv- ; i ' 
er’s seat, and dome light with au- 
tomatic door switch. oe & ~ 

As a matter of fact, the door és NN 
switch was so nicely adjusted that 
the dome light remained on unless 
the door was completely shut, mak- 
ing a good door-warning signal. 

In front, there was the famous 
Dodge torsion-bar springing system 
just like the Dart and the big 
Dodge. It had been reduced in size 
to fit the Lancer but it was identi- 
cal. 

This is one of the features that 
made the Lancer deliver such a ter- 
rific job in steering, handling on 
curves and cornering. It holds front- 
end alignment, too, which will re- 
sult in saving a lot of front rubber. 

*” ca + 


Straight Stick 


7 particular car had a 
straight stick, although the car 
can be had with automatic trans- 






:* 


A Look Inside— 


Behind the wheel of the test Dodge 
Lancer. One of the neatest features in a 
long time for a straight-stick job is the 
curved shift lever coming up almost from 
under the front cushion. 



















Sales Testing the Dodge Lancer 


even thicker fiber-glass sheet in the 


side panels. 
Wires and cables from the engine 


pass through sound-deadening rub- 


ber blocks, The floor igs padded with 


a thick jute silencer and the roof 


is insulated with a thick, matted 
fiber pad. 

Insulation has been liberally 
sprayed into the insides of the 
doors and quarter panels. Besides 
the factory undercoating, 33 
pounds of fluid sound deadener 
alone, a thick fiber-glass pad is 
held firmly to the underhood with 
snap-in fasteners. 

That easy-operating hood is ac- 
tually two hoods, an outer panel 


welded to a full inner panel with 
a special new sound-resisting plas- 
tic between, 


The engine is exceptionally quiet 


because of an unusual engine- 
mounting system using lots of rub- 


ber, so arranged that the engine 


vibrates out of phase with the body, 


using the weight of the engine as 


a vibration dampener. When the 


body tends to vibrate upward, the 


engine pushes it downward. 


* * * 


Weight Distribution 


a of the exceptionally fine 
ride comes from the distribution 


of weight which had to be engineer- 


ed for the car and which is another 
reason why it is not practical to 


scale a big car down to make a 
compact, 


Besides the torsion-bar spring- 
ing in front, forward location of 
engine, the rear suspension ig en- 
gineered with an off-center leaf 
suspension system, whereby the 
long 55-inch springs are divided 
with 20 inches in front of the axle 
and 35 inches behind the axle. 
This design resists body dip and 
sway. 

One of the most important fea- 
tures of the Lancer is the ease with 


which it can be serviced and the 


resulting economy. Every part of 
the car’s running gear provides 


easy accessibility. 


Another economy feature, besides 
use of regular fuel which saves 50 
cents every time the 13-gallon tank 
is filled, is the small radiator, hold- 
ing only 13 quarts. It takes a small- 
er amount of antifreeze. The en- 
gine’s crankcase takes four quarts 
except when a filter is changed 
and then it takes five. 

On the first hundred miles or so 
the gasoline economy was not all 
we had expected and the car was 
heavy on its feet—not sluggish, it 
felt like it was dragging a heavy 








weight. This was due to overall 
tightness of construction. 
« * * 


Car Frees Up 


T ABCUT 300 miles, the car 

freed up and was off like a bird 
at a touch of the throttle. The six- 
cylinder engine, which had been 
bogging down at slow speeds on 
steep hills, suddenly took on lug- 
ging qualities that were astound- 
ng. 

At 500 miles, it was free through- 
out and splendid to handle in traffic 
or in the hills. The gasoline mileage 
went past 20 and into the general 
neighborhood of 25 miles per gal- 
lon against less than 18 for the 
breakin miles, 

The long manifold and outrig- 
ger four-barrel carburetor gave 
the impression at first that the 
engine was chronically cold but 
that again was due to breakin 
period which was made at speeds 
up to 50 miles per hour mostly. 
While breaking it in, the engine 

heat indicator stayed a little toward 
the cold side—indicating that the 
engine would be an excellent per- 
former under summer skies or on 
icy roads. 

The Lancer attracted a lot of at- 
tention whenever it was parked, in- 
dicating the high imterest everyone 
now has in the compacts. 

Like all cars, the Lancer needs 
to be tried out by the prospect, The 
wise buyer will load it down with 
his family and try his familiar 
roads for size and bounce. When he 
does, he’s going to be in for a most 
pleasant surprise. 


Car Tested: 
DODGE LANCER 


1961 Model: Standard Model 
170, two-door sedan. 

Engine: Inclined 6; bore, 3.40; 
stroke, 3.125; displacement, 170 
cubic inches; 101 horsepower at 
4400 revolutions per minute; 
torque, 155 foot pounds at 2,400; 
compression ratio, 8.2 to 1 (uses 
regular gas). 

Transmission: 
manual. 

Major Specifications: 


Three-speed 
Wheel- 


base, 106.5 inches; front tread, 


56 inches; rear tread, 55.5 inches; 
overall car length, 188.8 inches; 
height loaded, 53.3 inches; width, 
72.3 inches; turning circle curb 
to curb, 37.8 feet; headroom, seat 
occupied, front, 37.9 inches; rear, 
37.4 inches; trunk capacity, 24.9 
cubic feet; legroom, front, 42.8 
inches; rear, 39.8 inches. 

Capacities: Gas tank, 13 gal- 
lons; crankcase, four quarts, five 
when filter is installed, 

Carburetor: Four-barrel op- 
tional accessory, ordinarily deal- 
er-installed. Installed by factory 
for test. 

Tires: 6.50 by 13. Spare tire 
under floor of trunk. 








How They're Pushing Sales... 






mission and also a higher-powered 
engine. 

This proved to be one of the eas- 
iest manual transmissions to oper- 
ate that could be imagined. A trial 
will convince the most critica] that 





competitive products. s 
If jobber can't supply, 
<l 


order direct. 
The LAS-STIK Mfg. Co. 


HAMILTON, OHIO 





Dealer Ad Ideas 


Lancer's Engine— 
“Ram's horn" manifolding for the Lancer 





LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 





Type 12 Shown on VW 
Dealer Cost, $14.85 
Send for Details on Your Make 


CAMELL co. 


HUbbard 9-9651 
63 Se. State S?., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 
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three speeds forward and reverse, 
all synchronized, short stroke, can 
be delightful. 

Hats off to the engineer who 
thought of positioning the trans- 
missions close to the front seat 
and making a curved handle. This 
design puts the transmission out 
of the way and yet gives the 
driver easy shifting. 

There were no rattles in the first 
place and none developed later but 
then we didn’t expect any from the 
body after we’d looked under it. It’s 
a unit-welded outfit with a stub 
frame in front and one of the best 
jobs of factory undercoating you 
ever saw, 

Besides soundproofing, under- 
coating is a good thing for its in- 
sulating qualities from heat or cold 
of the road. A look underneath to 
see the undercoating will disclose a 
big driveshaft for the size of the 
car, heavy universal joints of high 
quality, long leaf springs and an- 
gled shock absorbers. 

The wide, flat muffler is plated 
against rust and looks like it would 
last for a long, long time. 

” * * 


Patterson Supported 


PP SSTING the Lancer shows why 
Dodge General Manager M. C. 
Patterson said that a quality com- 









overhead-valve six puts the carburetor out 
in the cool air stream. This four-barrel car- 
buretor is an option that can be installed 
by the dealer. Spark plugs are recessed in 
block, see lower left in photo and cov- 
ered with a rubber grommet—weather and 
splash proof. 


Theatrical Touch 
RANK C. VIDEON (Plymouth- 
DeSoto-Valiant), Newton 
Square, Pa., capitalized on the sum- 
mer theater in his area by loaning 
a Plymouth and a Valiant to two 

& an wi = 





Test Car— 


This Dodge Lancer, test driven by Automotive News, proved to be a “road eater’ 
and a gasoline miser. It is the standard model, two-door sedan. The car had a six- 








‘|ad, and offered 


local theater groups—Playhouse in 
the Park, Fairmount, Pa. and Val- 
ley Forge Musical Fair, Paoli, Pa. 


* * * 


U. C. Reliability Stressed 


Aimar GARAGE, Albany, N. Y., 
attracted business in its used- 
car department with a newspaper 
ad which featured a 25-point used- 
car check list. 

The ad pointed out that every 
used car offered by Albany Garage 
gets a 25-Star Orange Tag which 
insures that the car has been thor- 
oughly reconditioned and checked 
for the best and safest operation 
possible. 

In addition to the 25-point check, 
each used car has an Albany Ga- 
rage warranty in writing, the ad 
said. 

* * * 


‘Going Out for Business’ 

“a‘OING Out for Business,” said 
the caption in a six-column ad 

announcing a giant sale by Bender 


= Ford, Syracuse. 


The dealership listed the prices 
and descriptions of 20 cars in the 
“$1,000 reward if 
we cannot deliver these cars, if in 


MASTER 


DEFIANCE: OHIO le 








stock, at these prices.” 


pact couldn’t be made just by scal-| cylinder engine and manual transmission. 





Another extra service fi om Associates 


Credit Life Insurance is a good sales clincher... try it! 


The family man who finances a car is bound to worry about his obligation. The quickest the monthly payments. No salesman’s kit should be without them. Associates financing 
way to dispel his doubt and move on with the sale is with Credit Life insurance—a part of the service includes floor planning, and physical damage insurance as well as Credit Life. 
complete Associates financing service. These policies pay off the balance of the indebted- We’ve been in the business for 42 years and the fast, efficient service we give fully 
ness in full if the insured purchaser dies. They’re low in cost and can be included in reflects this experience. Call your local Associates representative today. 


South Bend, Indiana. Associates Discount Corp. Associates 


Asso Cc ates I nvestm e nt Co m pany Discount (Canada) Limited. Emmco Insurance Company 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 








Average ’61 Model 


Smaller Than ’60 Car 


== average 1961 United States 
car is 2.8 inches shorter, one- 
tenth of an inch lower and eight- 
tenths of an inch narrower than 
the average 1960 car. 

This comparison is based on 
the measurements of all full-sized 
cars, all the compacts introduced 
last year, plug Thunderbird and 
Corvette. Excluded are the four 
— autos introduced this 


Most cars have models with dif- 
ferent heights, lengths and widths. 
In these cases, the dimensions of 
all the models were totalled and 
divided by the number of models, 
giving the average dimension for 
the entire line. 

Beginning with the length com- 
parisons, the average 1961 car is 
204.8 inches long, compared with 
207.1 inches for the typical 1960 car. 

Much of the industry’s length re- 
duction wag accomplished by Ford 
Motor Co. which lopped 14.8 inches 
off the Lincoln (from 227.2 to 212.4), 
4.6 inches off the Mercury and 3.7 
inches off the Ford. 

Other 1961 cars with shorter 

(Continued on Page 35, Col, 1) 


3 New 61 Power Plants Called Just the Start... 





Swing On to Aluminum Engine 


By Joseph M. Callahan 
Engineering Editor 

Ngan “aluminu m-engine 

era” has arrived in the 
U. S. auto industry with a 
bang. During the 1961 model year, 
an estimated million cars with 
aluminum engines will be built in 
this country. 

This includes about 300,000 Cor- 
vairs, which bowed last year with 
an aluminum air-cooled engine, 
plus hundreds of thousands of cars 
using three new aluminum engines 
that are water-cooled. 

New aluminum-engine cars are 
just the forerunner, Next year 
there will be one to three more 
aluminum engines introduced, 
and before long there will be 
more aluminum engines produced 

in this country than gray-iron 
engines. The large Buicks are the 
most likely cars to have alumi- 
num engines in 1962. 

The three aluminum engines in- 
troduced this fall are: 

1. American Motors’ six-cylinder 


in-line engine which has a displace-| _ 


ment of 195.6 cubic inches and de- 
velops 127 horsepower at 4,200 revo- 
lutions per minute or 138 horse- 
power with dual-throat carburetor. 
This engine hag a die-cast block 
and a conventional iron head and 
is expected to be in two-thirds or 
more of all ’61 Ramblers, Its com- 
pression ratio is 8.7 to 1. 

2. General Motors’ new V-8 which 
has a displacement of 215 cubic 
inches and develops 155 horsepower 
at 4,800 RPM. Both the block and 
the heads are semipermanent mold 
castings, meaning that both steel 
and sand cores are used. This en- 
gine will power all the Specials and 
F-85s and a small percentage of 





the Tempests, which largely will 
feature an iron four-cylinder en- 
gine, The compression ratio is 8.75 
to 1 in the F-85 and 88 to 1 in 
the Special and Tempest. 

3. Chrysler’s six-cylinder in-line 
engine, which has a displacement 
of 225 cubic inches, developing 145 
horsepower at 4,000 RPM also fea- 
tures a die-cast aluminum block 
and a sand-cast iron head. This en- 
gine, which wasn’t formally an- 
nounced but deliberately “leaked 
out” a few weeks ago, will power 
about 10 percent of Chrysler’s six- 
cylinder cars. Its compression ratio 
is 8.5 to 1. 


* * 


2 Approaches Taken 


— three engines represent 
two entirely different ap- 
* 


* * 


/j 


Special'’s Engine— 

A front view of the all-aluminum engine 
used in the Buick Special. It has 215 cubic 
inches of displacement and 155 horse- 
power, although it weighs only 318 pounds. 





Buick Offers Unique Drive Line 


changeability because of the | years and possibly also a contrib- 


yeetts the acknowledged fact 
that a keystone of General Mo- 
tors success has been interchange- 
ability of parts between car divi- 
sions, Buick has stubbornly resisted 
any such conformity in its drive- 
line arrangement by continuing for 
many years as the only U. S. car 
with the torque tube drive. 

This year Buick finally aban- 
doned the torque tube and adopt- 
ed the more conventional open 
drive line. However, it can’t be 
accused of doing this to get inter- 

* 


uniqueness of the new Buick ar- 
rangement. 

Essentially the torque tube is a 
conventional drive line arrange- 
ment, except that the propeller 
shaft is covered by a steel housing 
that runs from the transmission 
extension to the differential. 

Besides protecting the shaft, the 
torque tube transmits driving forces 
from the rear wheels to the chassis. 
It hag been an important contrib- 
utor to Buick’s soft ride over the 

* + o 


FRONT FLOOR PAN 


How Buick Reduces Hump— 





The floor pan tunnel on the ‘61 Buick was reduced by dropping the torque tube 
and by adopting a double Cardan constant velocity universal joint. The top picture 
shows the tunnel reduction. The lower picture shows the double joint and the sliding 
spline which permits the shaft to shorten or lengthen itself. 





utor to the axle trouble that has 
plagued Buick. 

A definite drawback is that the 
torque tube results in a higher tun- 
nel because the prop shaft must be 
higher in the car to provide ade- 
quate ground clearance. 

+ * * 


oe the 1961 car, the driving 
forces are transmitted from the 
rear wheels to the chassis via a pair 
of lower control links which are 
connected to the frame at their 
front end and to the axle housing 
at the rear end. 

Behind the dropping of the 
torque tube as well as the ’61 car’s 
new prop shaft, frame, front and 
rear suspension, body mounts and 
axles is a major effort to re- 
duce the tunnel hump. The hump 
reduction is quite substantial. 


Dropping the torque tube not only 
reduced the hump, but it also im- 
proved the car’s handling qualities, 
especially on rough roads. However, 
the firmer suspension resulted in a 
slightly harder ride. 

Some of the hump reduction is 
accomplished by an entirely new 
two-piece propeller shaft. Although 
it’s connected conventionally at the 
front to the transmission and at the 
rear to the axle, this shaft makes 
a considerable bend under the floor 
by means of a double Cardan con- 
stant velocity universal joint. 

+ t a 


2 Universal Joints 
yo= joint consists of two con- 

ventional universal joints placed 
back-to-back and aligned with one 
(Continued on Page 19, Col, 3) 








proaches to the problem of produc- 
ing an aluminum engine. GM took 
one route and AMC and Chrysler 
Corp. took another. 

In addition to producing a V-8 
engine which has both aluminum 
heads and block made by semi- 
permanent mold casting, the GM 
approach appears to have more 
thoroughly taken advantage of 
the lightweight feature of alu- 
minum, which is its principal 
virtue. 

GM has exploited the lightweight 
characteristic by developing a com- 
pletely new engine which gave de- 
signers greater latitude to design 
specifically for aluminum, and by 
installing the aluminum engine in 
entirely new cars which permitted 
the chassis and body engineers to 
lighten the car’s entire structure. 

In contrast, AMC and Chrysler 
aluminum engines are fairly faith- 
ful reproductions of their existing 
engines. Certainly, a great deal of 
engineering and designing also 
went into these engines, but as 
often as not this work was done to 
adapt the engine to a new casting 


process rather than a new metal. 
Furthermore, these engines are 


being installed in the new models of 

existing cars which also will be 

powered by cast-iron engines. This 

also prevents full exploitation of 

the aluminum’s lightness because 

the suspension and bodies of these 
"st on sues S, Col. 1) 





Rockette Engine— 


The all-aluminum Rockette engine is 
basically the same as the Buick Special's 
engine except that it has different heads, 
pistons, valve springs, air cleaner and 
valve gear. 


Aluminum Engine Is Big Factor... 


Boon for Perfect Circle 


RRIVAL of the aluminum en-| compared to the Brinell hardness 


gine era in the automobile in- 
dustry has been a real boon to the 
Castings Division of Perfect Circle 
Corp. in Hagerstown, Ind., which 
is practically the sole supplier of 
the iron cylinder liners or sleeves 
used in the aluminum engines in- 
troduced this year by General Mo- 
tors, Chrysler and American Mo- 
tors. 

Perfect Circle, billed for many 
years as the largest producer of 
piston rings in the world, now 
adds the title of “largest produc- 
er of cylinder liners in the 
world.” 

Iron cylinder liners are required 
on the three new water-cooled alu- 
minum engines introduced this fall 
because the aluminum alloy cur- 
rently used in these new blocks 
cannot withstand the wear to which 
the pistons are subjected. 

An interesting point is that these 
liners can withstand more wear 
than the cylinder bores of the pres- 
ent cast iron engine blocks _ be- 
cause the liners have a Brinell 
hardness of between 230 and 260, 
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body members. 


does. 


@ General Motors already is using differentially coated galvanized 
steel for some parts of its unitized bodies. It’s also reported that 
Chrysler Corp. will move somewhat in this direction for ’62 cars. 
Ford started off with galvanized steel for critical Falcon under- 


@ A top General Motors official, when asked why Tempest was a lit- 
tle behind most cars in its availability this year, said that a num- 
ber of important changes were made in the car late in the program 
because of the relative slowness of Corvair sales. In the earlier con- 
cept, Tempest was going to resemble Corvair much more than it 


@ Alan Loofbourrow, director of engineering for Chrysler Corp., sus- 
pects that the only final solution to the problem of harshness in a 
car’s ride is the use of a friction-less suspension—something that’s 
impossible to produce at present. 

@ The chief engineer of a division without a compact car says he is 
quite content to watch his competitors tool up and produce two 

lines of cars for substantially the same market, He said that, eco- 

nomically, this is really not feasible and that eventually there will 
have to be either a consolidation of the two cars or a considerable 
degree of interchangeability between them. 





of 170 to 200 of gray iron engines. 
oe * * 


Quickly Made Decision 


_— decision by the auto makers 
to introduce their aluminum en- 
gines this fall was rather quickly 
made and, consequently, Perfect 
Circle has been operating at forced 
draft to get its facilities ready in 
time and to get its production to a 
peak. 

This near-crash program, which 


Engineering New Products 


Page 25 





is now pretty much an accom- 
plished fact, involved a $1.5 mil- 
lion expansion in facilities, the 
acquisition of considerable new 
equipment and the training of 
many people. 

Perfect Circle was the logical and 
practically only place the auto 
makers looked for its cylinder lin- 
ers because of this company’s ex- 
perience for the past several years 
in the production of cylinder liners 

(Continued on Page 19, Col, 1) 
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Major Maker of Sleeves... 





Aluminum 


Engines 


Help Perfect Circle 


(Continued from Page 18) 


for industrial engines, GM Diesel 
engines, tractor engines and re- 
bored engines, 

Many non-automobile engine 
makers use either wet or dry cyl- 
inder liners in their engines be- 
cause they provide better cooling 
or easy replacement. 

+ * * 

Aimostr accidentally Perfect Cir- 

cle got into the business of 
making cylinder liners several 
years ago when it was looking for 
a better way to produce piston 
rings. While experimenting with a 
centrifugal casting system, the en- 
gineers found they were getting a 
better finish on the outside of their 
castings than on the inside. 

This led to the development of 
a casting process which Perfect 
Circle calls Whirlcast in which 
molten iron is poured into perma- 
nent molds and spun at high 
speeds to create machinable cast- 
ings of uniform dimensions and 
hardness. 

This process is especially suitable 
for producing liners for the Ram- 
bler and Chrysler die cast engines 
because it produces a “spiny” sur- 
face (with little surface protru- 
sions) which permit a very good 
mechanical fock of the iron liner 
to the aluminum block, This solid 
lock is made possible because of 
the high pressures (around 8,000 
pounds per square inch) used in 
die casting these blocks, 

By contrast, since the GM alu- 
minum block, now available in the 
Oldsmobile F-85, Buick Special and 
Pontiac Tempest, is produced by 
permanent mold casting which em- 
ploys much lower pressures, a dif- 


ferent method of locking the liner 
to the block must be used. 
* cm * 


GM Uses Grooved Liners 


M CHOSE to use a “rough turn- 

ed” finish on the outside of the 
liners. This consists of a goodly 
number of grooves which tightly 
lock the liner to the head when the 
block is cast and chilled. GM sus- 
tains a cost penalty in this instance 
because the grooves must be ma- 
chined. The GM liners cost about 
80 cents apiece. 

For a time it was feared that 
die casting the blocks areund 
these liners would not be satis- 
factory because some hair line 
cracks did develop in the liners, 
possibly from the high pressures 


As a result, the Doehler-Jarvis 
Division of National Lead Co., 
which produces all the Rambler six- 
cylinder blocks, has set up an elab- 
orate method of testing these lin- 
ers for cracks after casting. 

Both Doehler-Jarvis and Perfect 
Circle say that this crisis has long 
since passed, but AMC is insisting 
for the present that the testing be 
continued. 

eg ok ok 

HE inside of all the liners used 

in the GM, AMC and Chrysler 
aluminum engines are honed and 
refinished after the block is cast. 
In addition, the GM liners are also 
machined on the outside. 

Incidentally, the liners for the 
die cast blocks are heated before 
placement in the die casting ma- 
chines, otherwise the chilling 
process would begin too rapidly 
and a poor lock and other prob- 
lems would occur, Heating also 
relieves stresses in the liner. 

In the early development stages 


of the cast iron liner program, 
when Perfect Circle was being 
pressed for delivery by the auto 
makers, there was some trouble 
with pin holes in the linerg but this 
eventually was eliminated. 


Perfect Circle recently acquired 
some new modern casting equip- 
ment that permits the casting of 
long iron tubes which are then cut 
into six individual liners, 

Although the iron cylinders used 
in the Corvair’s air-cooled alumi- 
num engine somewhat resemble the 
liners in the water-cooled alumi- 
num engines, they are not produced 
by Perfect Circle. 

+ *~ * 


 igerare asked how large the iron 
liner market would eventually 
become, a Perfect Circle official 
said, “We firmly believe that all 
the auto makers will eventually 
have aluminum engines and prob- 
ably use iron liners, The actual size 
of the market will be determined by 
how well the public takes to the 
aluminum engines and other tech- 
nical factors.” 


The reference to the technical 


igs 


Casting Cylinder Sleeves— 





An operator removes a cylinder liner casting from a “spinner” which centrifugally 
casts four-foot castings which are then cropped into four cylinder liners for aluminum 
engines at the Perfect Circle plant in Hagerstown, Ind. 


factors concerns the programs now 
underway at every auto firm, aimed 
at completely eliminating the iron 





liners by the use of high silicone 
aluminum alloys that will have the 
wearability of iron. 


Buick Offers Unique Drive Line 


(Continued from Page 18) 
another by means of a support ball- 
socket. 

By means of the geometrical ar- 
rangement of the center ball, the 
angle formed between the two sec- 
tions of the prop shaft is divided 
evenly between the two sections of 
the universal joint. 

The center of the propeller 
skaft assembly is supported from 
the chassis by means of a rubber 
mount containing a sealed-for- 
life ball bearing. 

With this type of two-piece shaft 
there arises the problem of the 
shaft lengthening and shortening 
itself by the movement of the rear 
suspension. This was solved by in- 
stalling a sliding spline just ahead 
of the C-V joint and within the 
center bearing support. 

* * ok 


NCIDENTALLY, other auto mak- 
ers are working on similar drive 


shafts which actually have four 
universal joints as a way to reduce 
the hump, Some engineers say a 
further reduction is also possible 
with this arrangement. Although 
it’s rather expensive, almost any 
hump-reduction device is costly. 


When Buick gave up its torque 
tube it also abandoned a good 
method of achieving quietness, 
but Buick engineers feel they’ve 
gotten just as much quietness by 
reducing the number of body 
mounts from 14 to eight (on all 
bodies except the wagons and 
convertibles which have more). 


The car’s, front suspension fea- 
tures rubber bushings on the con- 
trol arms to permit more fore and 
aft movement, thereby reducing 
harshness. Another bonus of the 
open prop shaft is that the engine 
mounts don’t have to support the 
torque tube. 


Cruciform Frame 


Bua reports that for 1961 it 
has adopted the cruciform 
frame which resembles a conven- 
tional frame whose sidemembers 
are brought together at the middle 
to form a central box section. 


By eliminating the side rails, 
it was possible to reduce the car’s 
weight by 70 pounds and to re- 
duce the entrance dimensions of 
the rear sill step-over. 

Forest McFarland, assistant chief 
engineer, said that although Buick 
has a lot of fondness for the torque 
tube, the objectives in engineering 
the 1961 car was to make further 
gains in roadability and handling, 
to achieve a quieter ride, to make 
as reliable a car as possible and to 
provide the customer with easier 
entry, more headroom, better cen- 
ter seating and better trunk space. 


Every detail of every DATSUN is as American as apple pie 


SELL DATSUN... 
and you SELL AMERICAN! 


The FairLady—full 4-passenger Sports Convertible—only *1996 p.o.e. 


Even the Datsun nuts and bolts are unmistakably American type—in fact, 

there’s an American look to all the Datsun specifications. That’s a red hot tip-off 
to you that it’s good business to get a Datsun dealership, because you can 
‘sell American” confidently and successfully when you sell the Datsun 


line—at hundreds of dollars less than domestic and imported 
*“compacts.”” Your Datsun customers get a full measure of 


American roominess, riding comfort, operating conveniences, 
structural safety —American power, pick-up and x 
performance—with a special Datsun “‘plus’’ in 
gas-saving of up to 38 m.p.g. And remember 
this—the financially-strong Nissan Motor 
Company, Ltd. is here in the United States 
to stay—backed with a world-wide warranty 


of satisfaction. 


Good Dealer Locations Open! 
Wire or write now for the profit-paying prop- 
osition. Datsun dealer areas are fully protected. 
Full line comprises FairLady Sports Convertible, 
Pickup Truck, Bluebird Sedan, 4-door Station Wagon. 
There are 4 major parts depots throughout the U. S. 


Half-ton Datsun Pickup Truck 
Datsun 4-Door Bluebird Sedan 
Datsun 4-Door Station Wagon 
FairLady Sports Convertible for4.. 


For further details, write Dealer Franchise Dep’t. of any of the following: 
WEST: Nissan Motor Corporation U.S.A., 137 E. Alondra Bivd., Los Angeles (Gardena), Cal. CENTRAL & EAST: 
Nissan Motor Corporation U.S.A., 120 Broadway, New York 5, N.Y. MAB-SOUTM: Southern Datsun Dist. Co., 
1501 Clay St., Houston, Tex. HAWAM: Ven Hemm-Yeung Co., Ltd., P.O. Box 2630, Meneluly 3. 

NISSAN MOTOR COMPANY, LTD. ¢ TOKYO, JAPAN © SINCE 1926 



















$1646 p.oc.e. 
. $1616 p.o.e. 
. $1916 p.o.e. 
$1996 p.o.e. 





A PROFIT MAKER! A MONEY SAVER! You can retail this 
Datsun half-ton with a fine profit at a retail price far lower than the 
dealer wholesale cost of any domestic-built truck of same capacity 


and equipment. 
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SIXTY-ONEDERFUL CHEVROLE 


Here’s the car that gives Chevrolet 
dealers across the country a running 
jump on the rest of the field—the 
sensationally sensible ’61 Chevrolet. 
From its parkable new out size to its 
remarkably roomy new in size, this 
new Chevy introduces to its price class 
a whole new measure of usable new- 
ness and practical elegance on wheels. 
To start with, it’s trimmed a bit on the 
outside for extra clearance in parking 
and maneuvering. But inside are 
spacious new dimensions in sales 
appeal—such as larger door openings, 
higher easy-chair seats, more head, 
leg and foot room in most models and 
a cave-sized new trunk. Combining so 
many useful new virtues with tradi- 
tional Chevrolet thrift and depend- 
ability, this new Chevy promises 
the Chevrolet dealer’s showroom a 
continued run in 196] as the most 
heavily traveled thoroughfare in the 
auto business. 





There’s never been a trunk like it before! 
The floor’s recessed more than half a foot 
—to form a deep well for holding things 
that used to be left home. Packing’s 
easier, too—the loading height is as much 
as 10% inches lower. 
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INTRODUCING THE ’61 CHEVY 


BISCAYNE 6 


the lowest priced full-sized Chevy with 
big-car comfort at small-car prices! 


Here’s full-scale style and space and one 
of the world’s best rides in a car that’s 
low priced and economical to drive. 
Chevy’s new ’61 Biscaynes—6 or V8— 
give a full measure of Chevrolet quality, 
roominess and proved performance— 
yet they’re priced down with many cars 
that give a lot less! 





IMPALA 4-DOOR SPORT SEDAN—one of five 
Impaias that introduce a new measure of elegance from 
the most elegant Chevies of all. Notice what beautiful 
sense the new roof line makes—the front door entrance 
is nearly 2 inches higher. 
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NOMAD 9-PASSENGER STATION WAGON. 
There’s a wide choice of six Chevrolet wagons, each 
with a cave-sized cargo opening nearly 5 feet across and 
a new concealed compartment for stowing valuables. 


BEL AIR 2-DOOR SEDAN, like all ’61 Chevrolets, 
features all that usable newness in Body by Fisher— 
more front seat leg room and, thanks to a shaved-down 
driveshaft tunnel, more foot room in the rear. 





Biscayne 4-Door Sedan 











~sHOW ON WORTH! 
NEW 61 CHEVY CORVAIR «=... 


¥ 

A whole new crew of polished and 
perfected Corvairs opens up a whole 
new sales potential for “61. It’s a 
complete line of complete thrift cars, 
rounding out the strongest one-two 
punch in Chevrolet car retailing his- 
tory. To sum up Corvair for 61: More 
room for people and luggage. Smarter, 
smoother styling. A spunkier version 
of the famous Corvair rear engine. 
And to top it off, another Corvair 
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6 “first’’ with four wonderful new small 

wonders—four station wagons unlike 

The newest car in America: the CORVAIR 700 LAKE- BS . ; ; 
any ever built before in the land. It’s 


WOOD STATION WAGON, Like all Corvairs, it’s 


powered by a dependable air-cooled rear engine. 


with these and other star performers 
that Chevrolet dealers are ringing up 
the curtain on the greatest show on 
worth. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 





This sporty CORVAIR 700 CLUB COUPE offers 
almost 12% more luggage space up front plus a longer 
range fuel tank. 





For 1961 Corvair put the spare tire in the 
rear in coupes and sedans—where it 
doesn’t take up an inch of luggage space. 
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Here’s the handsome CORV AIR 700 4-DOOR SEDAN. 
Provisions for heating ducts are built right into its 
Body by Fisher for more equal distribution of heat 
front and rear. 





This shows for sure who remembers that 
middle-seat passengers have feet, too. It’s 
Corvair’s practically flat floor. 






Now in production—the GREENBRIER 4 
SPORTS WAGON, with up to twice as 
much room for people and things as regu- t 
lar station wagons (shown with optional. 
at-extra-cost third seat in position). 
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AUTOMOTIVE WASHINGTON 


D. C. Tightens Rules 
On Auto Sales, Credit 


By William Ullman 
Washington Bureau Chief 
GNORING most protests of dealer and insurance-and- 
finance company witnesses, the three commissioners who 


run Washington last week approved tough new regulations 
Oo--———_ 


to control the sale and financ- 


ing of automobiles in the na- 
tion’s capital. The rules go into ef- 
fect Nov. 1. 

It is expected 
that other towns 
and cities will be 
watching closely 
the effect of the 
new regulations 
on District of Col- 
umbia retailing 
practices. 

The rules re- 
quire new and 
used-car dealers 
and auto finance 

William Ullman agencies to be 
licensed and bonded. Salesmen as 
well must carry licenses. 

Auto sales contracts must be fair 
and understandable. The regula- 
tions outlaw “balloon” time pay- 
ments, requiring that all monthly 
payments be in substantially equal 
amounts. 

The D. C. commissioners also re- 
fused to allow credit, health and 
accident insurance to be written 
into car contracts, despite howls 
from insurance and finance com- 
panies here. 

The insurance was ruled out on 
the grounds that charges cannot 
be controlled and might be used 
to inflate finance charges. Also out- 
lawed were “pickup” notes. 

Several new regulations are 
concerned with cleaning up auto 
advertising. One provides that 
any ad must carry the cash price 
of a car in dollars and cents. 


Heeding the “fine print” com- 
plaints of many car buyers, another 
rule requires that any condition at- 
tached to a sale must appear in 
type at least half as large as the 
type used to advertise the sale price. 


Action wag postponed, however, 
on a proposed rule to eliminate the 
“$1 down” type of advertising. Deal- 
ers had complained that such a rule 
would be of little value in Wash- 
ington unless it could be applied 
to suburban retailers in nearby 
Maryland and Virginia. 

The D. C. commissioners agreed, 
and they will wait for talks with 
local newspaper and radio-TV ad- 
vertising departments to see if 
these media will promise to ban 
similar ad copy from adjoining 


states. 
* * + 


Call the Police 
USINESSMEN shouldn’t shoot 
back at crooked competitors 
when they can call a cop instead, 
according to the chairman of the 
Federal Trade Commission. 


FTC Chairman Earl W. Kintner 
told 500 purchasing agents meeting 
here that when a businessman is 
subjected to unfair competition, he 
should inform FTC, rather than 
retaliate in kind. 

“A conspiracy of silence is al- 
ways a boon to the unscrupulous,” 
he warned. “The true path of 
honor is to invoke the processes 
of the law.” 

He added that an informer’s iden- 
tity is never revealed. 

The resignation of FTC Commis- 
sioner Edward T. Tait, one of the 
three Republicans on the Commis- 
sion, may, by the way, make it 
possible for Chairman Kintner to 
be renominated and confirmed—no 
matter who wing the election on 
Nov. 8. 

If Senator Kennedy wins, how- 
ever, Kintner probably would con- 
tinue only as a member, not as a 


chairman. 
* 7 


Rails Win Rate Hike 


HE nation’s railroads were given 

the nod last week to put into 
effect a “general increase” in their 
line-haul and certain other rates. 
The increase is the fourth of its 
kind in five years and, according to 
rail spokesmen, means a 1.7-percent 
rise in freight rates on all commodi- 


ties, including cars and trucks. 

The “nod” came, as usual, from 

the Interstate Commerce Commis- 
sion, which agreed with a plea by 
the rail carriers that their “increas- 
ed expenses caused by higher wages 
and prices of materials” necessi- 
tated the hike. 

Justifying its favorable finding 
for the increases, which the rail- 
roads estimated will bring them 
an additional $140 million or more 
in annual revenues, the nine-man 
commission said it was “con- 
vinced” that the increases ap- 
proached a “minimum” of the 


extra dough required by rail car- 
riers, 


The decision, handed down after 
two days of arguments in which 
shipping interests assailed the 
raises ag unreasonable and unlaw- 
ful, was regarded by observers as 
“very sympathetic” to the railroads. 


* * * 


Automation Discussed 


~~ pros and cons of automation 

got a thorough, if inconclusive, 
going-over in a booklet issued last 
week by the House-Senate Eco- 
nomic Committee. 

Discussed, but far from solved, 
was the problem of what to do with 
clerks, factory workers, and others 
replaced by self-regulating ma- 
chines. 

Statements to the committee by 
business leaders tended toward 
the view that automation poses 
no real problem to the worker, 
who eventually can be switched 
to the jobs which automation it- 
self will create—maintenance, en- 
gineering and programming. 

Labor, on the other hand, repre- 
sented by AFL-CIO President 
George Meany, claimed that this 
“shocking trend” in employment 
caused by automation “must be 
halted or it will undermine our en- 


VW Truck, Wagon Sales 
Reach 2,989 in Month 


ENGLEWOOD CLIFFS, N. J.— 
Registrations of Volkswagen 
trucks and station wagons total- 
led 2,989 in August, according to 
C. H, Hahn, general manager of 
Volkswagen of America. 

This compared with 2,705 in 
July and 2,744 in the year-ago 
month, Peak month this year was 
May, when the total was 3,012. 
Through August,. Volkswagen 
commercial registrations number- 
ed 21,681 this year, compared with 
19,866 in 1959. 


tire society and throttle the advance 
of technology itself.” 


* * * 


Upturn Seen in 1961 

Rae economy is due for an up- 
turn in mid-1961, the experts 

predict in the face of a third-quar- 

ter slump in America’s industrial 

output. 

Some, including a group of in- 
dustry economists which met in 
nearby Hot Springs, Va., warned 
of a “mild and probably brief” re- 
cession in the first half of 1961, 


There’s more 
to these tires than 
meets the naked eye 


which, they claimed, would not 
cut total production by more 
than 2 percent and would end 
by the middle of next year, 

Others—both government and 
private economists—foresaw a con- 
tinued period of prosperity with no 
real gains or losses from the pres- 
ent near-record level. All agreed, 
however, that heavier federal 
spending could provide the push 
needed for an early recovery. 

+ * a 


Another Blast at Autos 


IRANSIT interests have fired an- 
other volley at the private auto- 
mobile, perhaps the nastiest to date. 
The attack came in a speech of 
Edgardo Contini, chief engineer of 
Victor Gruen Associates, an archi- 
tect-planning outfit, delivered be- 
fore the American Transit Assn. 
Calling the automobile an “in- 
satiable monster, propagating at 
an even faster rate than man,” 
which demands more “the more 
he is appeased,” Contini declared 
that “ultimately, public transpor- 

tation must be considered as a 
form of public utility.” 

The trouble with a lot of so-called 
planning for greater efficiency is 
that our freedom of choice suffers 
as a result. 
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Selling on the Stand... 
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Salesman’s-Eye View of Show 


(Continued from Page 14) 


the car that you personally try to 
sell—a real tool in selling the car? 

A.—Of course, I usually try to 
find out if a customer is debating 
between Buick and something 
else. I point out what we have to 
offer, opposed to whatever he 
might be considering. 

Q.—This is the general overall 
package that your presenting. Is 
these some specific thing about the 
car that appeals to you? 

A.—Well, I think the transmis- 
sion itself has helped us sell a 
lot of Buicks over the competi- 
tion. A lot of people like that 
smooth get-up-and-go. Then, of 
course, we talk about air-cooled 
brake drums, which in itself is 
very impressing, 

Q.—How do you handle price 
shoppers? 

A.—I try to overcome price by 
selling product, You don’t buy 
steak at hamburger prices. You 
buy a car for less money and 


you’re buying less 


Ive never seen. It’s the 


automobile, thing 
Q.—What do you do about the! first auto show I’ve ever been to 


A—Well, I might talk about 
service. 


guy who can get it cheaper up the| or ever worked at. 
street? 


Q—How long have you been sell- 


ing cars? 


A—Two 


years. 
ae Q—And this is your first show? 
Q.—Using your expression, he is A—Right. 


also buying steak. 


A.—Well, assuming we’re talk- 
ing about the same car, I might 
talk about service. We have this 
free pickup and delivery, which 
we’ve had for 40-some-odd years. 
This is a convenience and actual- 
ly what it amounts to is our serv- 
ice department is only as far 
away as the phone. If he wants 
his car taken care of, we go out 
to his place, pick up his car and 
return it. 

eee 
Interview with FraNK PHILIPs, 


Bill Brown Sales, Inc. (Ford), Liv- 
onia, Mich.: 


Q—First I'd be interested in your 


A—I think it’s fabulous, Some- 


Q—What do you think of it as 


a place to sell? 


A—People are showing a lot of 
enthusiasm, I think they have 
sold a lot of cars. So far, I haven’t 
sold any here, but I do have quite 
a few people who are in the 
market for one. 


Q—How do you intend to work 


your prospect list? 


definitely going to trade this year, 
prospect, 


he’s a pretty good 


23 


end lifted a little more. 
Q—What’s the reaction on price 


Q—Do you find any greater in-| at the show? 


terest in the Falcon this year than 
last year? 


A—Not as much. 
Q—How do you account for this? 
A—Well, first of all, I think 
there are a lot of Falcons on the 


Q—What’s helping sell Falcons? 
A—Well, we’re in Livonia and 


mileage, cheaper 
Q—What sort of interest in the 


bigger Falcon engine this year? 


A—I haven’t had any inquiry at 

all on the bigger engine. 

Q—What feature of the ’6ls— 
car—do 


either Falcon or the big 


A—I have the names and I | you use sometime to close a sale? 


have set up appointments at their 


galvanized rocker 
places of business or at their own | e] molding mostly, along with the 
aluminized 


home. 


A—The pan- 


muffler, Everyoi 


ne 
Q—How do you go about deciding| wants to get away from rust. 


if a man is worth following up? 


Q—What sort of reaction have 


A—I feel if a fellow wants to | you had to styling of the standard 


general overall impression of the} give me his name and tell me 
show. 


what kind of a car he wants and 
what he is driving and he is 


61s? 


A—Everyone seems to like it a 
lot better. They like the front- 








A supersensitive fluoroscope—like a doctor uses —now helps us look 


deep inside the structure of a tire and examine its construction in detail. 
It’s another “first” for U.S. Royal — where 234 different controls safe- 


guard quality and assure 
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U.S.ROYAL 


+ Company's trademark for its lower, wider shape tire. 
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uniformity. 





TS United States Rubber 


Rockefetler Center, New York 20, N.Y. 





“TIRES 


A—Everyone seems to be copy- 
ing what’s on the window and 
to know if that includes 
extra equipment. When I tell 
them “no,” they’re not too sur- 
prised. 


Q—How do you handle the price 
shopper in the dealership? 


Q—How do you go about selling 
service? 


people I sell call me, I make 
an appointment for them when 
they come in. I make sure their 


Q—Do you intend to stay in the 
automobile business? 

A—I hope so, I sure do. 

Q—How about a show here next 
year—would you like to work the 
show every year? 

A—Yes, I would—Ird like to 
come here for a couple days. 

Q—How are you paid on a deal 
like this? 

A—They’re giving us $40 per 


Q—The dealer? 

A—Yes, then they are reim- 
bursed by Ford Motor. 

7 & e 

Interview with Wuirry NguMANN, 
Kotcher Cadillac-Oldsmobile Co., 
Detroit (discussing Oldsmobile): 

Q—TId like to get your general 
reaction to the show. 

A—Well, people are 
looking. I think they are interest- 
ed in all the automobiles. It’s 
something different for them, A 


V-8. They seem to like that, It’s 
got a little more zip that a lot 
of people are looking for, along 


Ee 


course, the F-85 is a new 
and we can’t really tell just what 
it’s going to give and what it’s 
not. 

Q—Would you say the F-85 is 
drawing more interest than the 
other Oldsmobiles? 


the engine is aluminum? 
A—None at all. A few know a 


Q—What do they think of the 
price sticker? 

A—That has been a little bit of 
a detraction, But, my gosh, when 
you get that type of an automo- 
bile, when you get a deluxe, all 
dressed up with radio, heater, au- 
tomatic transmission, whitewall 
tires and everything, itll go up 
there to $2,800, $2,900. 

Q—tThe factory announced prices 
without federal excise taxes and so 
on. Does this hurt the salesman? 

A—Yes, it does. It did very 
much so. They had it figured out 

(Continued on Page 24, Col. 3) 
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STAINIESS STEEL 


is Harmony in Design 


Beautiful, lustrous stainless steel is widely used to 
both complement and harmonize with other materials. 
Stainless not only adds to over-all design, but also 
enhances the appearance of fabrics, plastics, and 
paint. Yet, it does not compete for attention. 

Point out to your prospects that stainless is func- 
tional as well as decorative. Show them how stainless 
body moldings protect body surfaces from dents and 
/ scratches—help prevent paint from chipping off 

doors and fenders. 

Know the use of stainless on your product. Then 
cash in the sales advantages that only stainless 
steel can provide. 


This STEELMARK of the American Steel 
Industry tells you a product is made of 
Stainless Steel. Look for it on the product 
you buy. Place it on the product you sell. 


REPUBLIC STEEL 


1) GENERAL OFFICES e CLEVELAND 1, OHIO 


al 











Selling on the Stand... 
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Salesman’s-Eye View 
Of National Show 


(Continued from Page 23) 


someplace 
ever, that $2,300 figure which you 
have on one of our standard F-85s 
out here right now is $2,384—that 
includes excise tax, delivery and 
handling. 


Q—But the prices that the con- 
sumer newspapers print at first 


didn’t include that. 

A—No they didn’t, so that nat- 
urally hurt the public because 
they had visions of a smailer car 
with something more to it than 
just a compact. 


Q—What would you say is one 
of the things that people like about 


the bigger series of Oldsmobiles? 

A—Well, the Oldsmobile name 
has got a lot to do with it and 
you’ve got your repeat buyers 
every year or every two years. 
They know what they’ve received 
in the past with Oldsmobile and 
they just come right back to it 
again and even the styling isn’t 
going to make them change their 
mind because they know the qual- 
ity is there, they know the trans- 
mission is good, the power steer- 
ing, power brakes are excellent, 
the overall, Dollar for dollar, 
Olds is your best automobile buy 
today. If I didn’t feel this way, 
I wouldn’t be with Oldsmobile. 


Q—Do you think the show is a 


place to sell cars? 

A—I don’t think that there are 
too many who want to buy cars. 
You’re distracted, you can’t really 
sit down with a person. However, 
it gives them the chance to look 
at the units and they can shop 
around without having anybody 
bother them. When they do come 
into the showroom after a show 
like this, they’re a little bit more 
ready to purchase within a very 
short time than they would if we 
didn’t have this type of a show. 

Q—Are you drawing up a pros- 
pect list while you’re here? 

A—No I’m not, The folks I talk 
to are very serious about auto- 
mobiles, but they’ve been from 
out of town. I’ve asked them if 
I could sell them automobiles here 
or take them out to the dealer- 
ship after, or make an appoint- 
ment, They said no, they had 
their own dealers that they were 
going to, and they thanked me 
graciously for my time and cour- 
tesy and so on, which is expected. 
But as far as building a prospect 
list from here, I haven’t anything 
in the fire that even looks good, 
to be real honest with you. 

Q—How are you paid for working 
the show? 

A—Well, my dealer, Mr. 
Kotcher, paid me $10 for working 
in the show. 

Q—Do you find that it is at all 


possible to qualify a show visitor? 


A—No, I don’t believe so. When 
a person talks business, he doesn’t 
like to discuss things out in the 
open. When you get someone who 
is really interested, it seems to 
attract the other people, They see 
this guy and they wonder is he 
going to buy or isn’t he; he looks 
like he’s going to buy, I don’t 
know what it is, it must be the 
look in their face or something. 
It seems they just attract them 
like a magnet, and somebody else 
will come over and actually the 
fellow doesn’t like to discuss his 
finances or anything with a multi- 
tude of people around. 

Q—How do you handle price 


shoppers when you’re in the show- 


room? 

A—I try to give them an over- 
allowance, if possible, on their 
automobile. I try to keep the price 
value up, then let them know that 
they’re not just buying this thing 
for a little bit of money, I like 
to have them pay full list, let 
them realize that they’re paying 
full list. In reality, you’re not 
getting it, however. It makes 
them feel a little bit more that 
they’re into the luxury-type auto- 
mobile, and it should be main- 
tained that way, in my estima- 
tion. 

Q—Would you let a price shop- 
per walk when he insists he has a 
better deal from someone else? 

A—Yes, if we can’t make the 


around $2,300. How- | 


deal, Because the next man will 
come in and be appreciative of 
this automobile and will pay, and 
he will realize that he’s getting 
quality for it and this shopper, I 
don’t need him. I’ve got a clien- 
tele built up and I can afford to 
let this guy walk. 
eee 

Interview with Bill Drabkowski, 
Stanford Auto, Inc. (Dodge), Dear- 
born: 
Q—Have you made any sales off 
the floor today? 

A—No, I haven’t. Just pros- 


Q—How do you work your pros- 
pect list? 

A—Start out with the man’s 
name, what kind of car he’s driv- 
ing, ask him to come down for 
demonstration and fix him up 
with a good price. 

Q—How long have you been sell- 
ing cars? 

A—Just started three weeks 


ago. 
Q—What did you do before? 
A—Accounting work. 

Q—How do you like selling cars? 
A—I like selling cars, wonder- 


Q—Have many deals in three 
weeks? 

A—I sold a couple cars so far. 

Q—Do you give everybody a dem- 
onstration ride? 

A—I try to give everybody a 
demonstration, that’s the only 
way they know the car. 

Q—Do you have your own dem- 
onstrator? Lancer? 

A—No, I have a Dodge Dart, 
better car, 

Q—Is there one feature about the 
car that helps you most to sell it? 

A—I always show them the al- 
ternator, That's a wonderful 
thing. 

Q—Can this make the difference? 

A—I think so. I show them the 
other features, like, we have total 
contact brakes, shock absorbers, 
torsion-bar suspension, gives a 
very good ride, 

Q—Have you, in your experience, 
had any of the price shoppers who 
could get it cheaper up the street? 

A—Yes. 

Q—How do you handle them? 

A—Usually tell him he’s not 
getting more, Ask him what 
would he buy his car for? They'll 
usually tell you. They'll look at 
how much you're giving for their 
car. That's -the, main thing — 


tradein. ’Cause if you don’t give 
@ man enough tradein, he figures 
he can go somewhere else, get a 
better tradein. 


Q—Do you attempt to meet the 


other guy’s price? 
A—I do. 


Q—Will you let him walk out on 


a deal? 
A—No, I try not to let him out. 
I try usually to get telephone 
number and name and phone him 
the next day, and find out if they 
did buy or not, or if I can help 
them. 


Q—How do you get paid for your 


time here? 
A—We’re paid through Chrys- 
ler. 


Q—How much are you getting for 


today? 
A—We get about $2.50 an hour. 


Q—Do you earn as much selling 


cars? 

A—I wish I could, Then I really 
would enjoy selling cars, Of 
course, it depends on how you’re 
selling cars. You sell one car a 
week and then you sell 10 cars 
a week, That takes experience. 

e.|6U6€.° 


e 
Interview with John Farrah, 
Jerry McCarthy Chevrolet Co., De- 


troit: 

Q—First thing I’d like to know, 
John, is your general overall im- 
pression of the show. 

A—I think it’s the biggest thing 
ever. People are very receptive. 
They’re asking questions I’ve 
never heard before, Especially the 
Corvan line, Greenbrier Roadside 
and the entire line, They’re ask- 
ing questions and showing a tre- 
mendous amount of interest. 
They’re not taken aback by the 
— especially in the Corvan 

e. 

Q—What do you think of the 
show as a place to sell? Literally, 
can you sell vehicles? 

A—I don’t know how to answer 
that. Selling is time-consuming 
and you’re not able to devote as 
much time to answering the var- 

ious questions. I do my best to 
answer and also to get as many 
names as I can and contact these 
people later on. These people are 
definitely interested, They defin- 
itely want to be contacted. I feel 
sure that if these people are fol- 
lowed up intelligently as soon as 
possible they can be potential 
buyers. 

Q—Are you getting any compari- 
son between Greenbrier and the 


Volkswagen ? 


A—Not too much, It’s hardly 
mentioned at all, they are so 
overwhelmed by our new line. 

Q—W hat’s one of the features 


you use in selling? 


A—More height, headroom in 
the Chevrolet. 
Q—Do you have anything here 


that a prospect says, “Gee Whiz,” 
when you mention it? 


A—Yes, our four-door Monza, 
(Continued on Page 43, Col, 1) 
* * * 








Hitting the Top at National Auto Show— 


A veteran of 12 auto shows, Bill Mitchell, called the National Automobile Show in 
Detroit “one of the greatest” he'd ever worked. Mitchell, assistant sales manager for 
Thompson-Todd Motor Co. (Chrysler-Plymouth), Detroit, told Robert M. Lienert, associate 
editor of Automotive News in a tape-recorded interview in midst of Valiant display, 
that a show is “one of the best places in the world to pick up your prospects."" Hardship 
of spending long hours on the stand is eased by charming models such as Verna 
Layne. The dealership showroom was never like this}—Automotive News photo by 


Benyas-Kaufman. 
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pound (VZ-5677 White), the new material 
is applied by hand and is similar to 
duPont'’s orange compound, 202 Lacquer 
Rubbing Compound (VZ-2006 Orange). The 





Miniaturized Ball Bushings 
Designed for Instruments 


Miniaturized linear ball bushings that 
are said to enable major reductions in 
both size and weight of critical instru- 
ments and accessories have been announc- 
ed by Thomson Industries, Inc., Manhasset, 
N. Y. 

These bushings, designated INST- 
258 and INST-396, are for use on shaft 
diameters of 0.1246 and 0.1871 inches. 
Overall dimensions are: Outer diameter— 
0.3125 inches; Length—O.5 inches and 
0.375 inches and 0.562 inches, respective- 
ly. They weigh 0.15 and 0.30 ounces. De- 
spite small size, each bearing contains 
three ball circuits with each circuit con- 
taining 16 balls in the smaller and 17 


balls in the larger bushing. 
ee ee 


White Rubbing Compound 
Added to duPont Line 


A white rubbing compound especially 
suited for rubbing and polishing lacquer 
finishes in pastel and off-white colors is 
being introduced by duPont, Wilmington, 
Del. 

Designated 101 Lacquer Rubbing Com- 


white compound is said to eliminate the 
possibility of visible residue left in the 
crevices after application on light-colored 
finishes. 





Packaging Machine Designed 


By Sealaround Corp. 


Sealaround Corp., 2024 S. Wabash Ave., 
Chicago 16, Ill., has introduced its pack- 
aging machine designed to give users a 
shortcut to improving production and re- 
ducing packaging costs. 

The unit boasts a “production line” 
principle, permitting a single operator to 
make a bag, fill it, seal it on three or 
four sides and deliver it ready for distri- 
bution (or quantity re-packaging}—in just 
seconds, it is said. 


Technical PERSONNEL CHANGES 





Universal Oil Products Co. has 
appointed four scientists to new 
posts in two of the company’s 
major areas of research. They are: 

Dr. Herman S. Bloch, associate 
director of process research; James 
Hoekstra and Dr. Ernest L. Pollit- 
zer, process research coordinators, 
and Dr, William L, Cox, products 
research coordinator. 

* Oo + 


Monson Retires at AMC; 


48-Year Auto Veteran 


KENOSHA, Wis.—After 40 years 
of service, Earl L. Monson, assist- 
ant chief engineer at American 
Motors’ Kenosha Division, has re- 
tired. 

Monson joined the company at 
Milwaukee in 1920 as an experi- 
mental mechanic. In 1925 he became 
an experimental engineer. He came 





Two Extremes— 


The smallest and largest in gas turbine 
development for vehicular uses are shown 
by Sam Williams, president, Williams Re- 
search Corp., Walled Lake, Mich. Williams 
is holding the 50-pound, 75-horsepower 
gas turbine his firm developed and is 
now installing in an Army Jeep, while 
looking at the 620-pound, 400-600-horse- 
power gas turbine which was developed 
jointly by Williams and Waukesha Motor 
Co., Waukesha, Wis. James Delong, Wavu- 
kesha president, said that additional tests 
are being made in Wavkesha's plant and 
the big engine will be added to that firm's 
line of heavy-duty diesel and gas engines. 





to the Kenosha plant as quality en- 
gineer in 1936 and during World 
War II served as a special test en- 
gineer in the firm’s aircraft engine 
program. 

In 1945 Monson was named chief 
development engineer and in 1955 
was promoted to his present posi- 
tion. Monson entered the auto in- 
dustry in 1912.as a mechanic at the 
Buick branch in Milwaukee. He is 
the father of Donald H. Monson, 
Kenosha works manager of Ameri- 
can Motors. 


Mitchell Is Promoted 


By Allis-Chalmers 


MILWAUKEE. — Appointment of 
Will Mitchell jr. as acting director, 
research division, A1l1lis-Chalmers 
Mfg. Co., has been announced by 
R. S. Stevenson, president. Mitchell 
previously was associate director of 
the research division. He succeeds 
the late Dr. H. K. Ihrig. 

* * 


Marshall Chosen 


PHILADELPHIA. — Thomas A. 
Marshall jr., 49, has been elected 
executive secretary of the Ameri- 
can Society for Testing Materials. 

* * - 


Detroit SAE Elects 


Roensch Chairman 

DETROIT, — Max M, Roensch 
has been elected chairman of the 
Detroit section of the Society of 
Automotive Engineers for the 
1960-61 season. Roensch, who has 
been active in SAE affairs for 
over 20 years, was vice-chairman 
in 1959-60. He succeeds B, W. 
Bogan. Roensch is assistant chief 
engineer in charge of Chevrolet 
experimental operations. 

Other elected officers of the 
Detroit section for the coming 
year are B, W. Bogan, Chrysler 
Corp., immediate past chairman; 
Cc. W. Ohly, Thompson Ramo 
Woolridge, vice-chairman; H, C. 
MacDonald, Ford Motor Co., sec- 
retary; George Delaney, treas- 
urer, and G. J, Huebner, Chrys- 
ler Corp., delegate to the national 
nominating committee. 

a + + 


Permanent Filter Fills 


Top Research Posts 


LOS ANGELES. — Appointment 
of Herbert H. Howard as director 
(Continued on Page 36, Col, 2) 


Engineering and Production 
New Products 









Chicago Wheel Offers 
Metal Cutting Disc 


A aluminous oxide resin bonded abra- 
sive disc designed for metal cutting has 
been introduced by Chicago Wheel & 
Mfg. Co., 1101 W. Monroe St., Chicago 7, 
lll. The discs are available in 7 and 9¥%,- 
inch diameters in a choice of five grains. 

The “RD” metal cutting discs feature 
a unique pressurized 100-unit package 
with complete 360-degree protection by 
metal straps. An outer pliofilm bag keeps 
the disc package dust-free and prevents 
contamination by moisture in the air. 





Fenway Nibbler Slices 
Through Steel Plate 


The Fenway portable hand nibbler, pro- 
duced by Fenway Machine Co., 3107 N. 
Broad St., Philadelphia, Pa., is said to cut 
through %-inch steel plate, hot or cold 
rolled steel, and up to 5/16-inch alumi- 
num. 

Model EHN features a cutting speed of 
35 inches per minute. Minimum cutting 
radius is eight inches. All rotating parts 
operate on antifriction bearings. Powered 
by a 2% horsepower universal type motor, 
for either A.C. or D.C., it operates on 115 
volts, 60 cycle. Unit weighs 20 pounds, 
and measures 13% laches overall. 









Graflex Camera Featured 
In 3-D Inspection System 

To ferret out defects and ensure preci- 
sion and uniformity in parts manvufactur- 


ing, a 35mm Stereo Graphic camera has 
been affixed to a Cycloptic Steroscopic 


Microscope, manufactured by American 
Optical Co. 

Photographing a component is a three- 
step process: (1) The microscope is ad- 
justed to bring the unit into sharp focus; 
(2) The camera, mounted directly to the 
microscope, is then swung into position 
over the eye pieces. Specially-designed 
compensating prisms in the adapter make 
the camera parfocal for use with the micro- 
scope's optical system. (3) The cable re- 
lease is used to snap the shutter. Graflex, 


Inc., Rochester, N. Y. 
* * + 


Three Dial Thermometers 
Announced by Autolite 


Three dial indicating thermometers for 
industrial applications have been devel- 
oped by Electric Autolite Co., Toledo 1, O. 

Among the features for all thermometers 
are said ta be crowned acrylic lens for 
maximum light on dial; raised graduations 
to reduce parallax error; adjustable brack- 
et allowing for mounting variations of 150 








degrees on horizontal axis; case rotates 
90 degrees in either direction on vertical 
axis; adjustable pointer, and sliding union 
connection nut that allows 3 to 15 inches 
immersion. (This connection nut can be 


removed if not required in application.) 
+ * * 





Weatherhead Introduces 
Hose Assembly Machine 


A machine to make up reusable-end 
hose assemblies has been introduced by 


Weatherhead Co., 
Bivd., Fort Wayne, 


assembly. 

The Weatherhead T-1500 is equipped 
with a 115-volt, 60-cycle, alternating-cur- 
rent motor, rated at Y horsepower. The 
front chuck grips the work securely in both 
right and left directions without hammer- 
ing the chuck closed or open, it is said. 
The machine also is equipped witth a uni- 
versal centering rear chuck, a telescoping 
arm for driving a wrench in the assembly 
operation and an extra-long outlet cord. 
Sealed lubricated bearings and gear case 
require no special servicing or main- 
fenance under normal conditions, it is 
claimed. 


Capsule Reports .. . 





128 W. Washington 
Ind. Known as the 
model T-1500, it is designed for use with 
any style and size of hose end up to 
3-inch hex, to provide fast, easy hose 







Taylor Liquid Spring Shoks 
Feature Time Delayed Return 


Two patented Taylor Liquid Spring 
Shoks with time delayed return using 
liquid compressibility have been announc- 
ed by Taylor Devices, Inc., 188 Main St., 
North Tonawanda, N. Y. 


These units are said to provide spring 
compression and 100 percent critical 
dampening to absorb all shock and impact 
with delayed piston return from milli- 
seconds to days. Model TD416.8, with 80- 
pound preload and 800-pound end load, 
and modei 1D10642, with 200-pound pre- 
load and 2,000-pound end load, are two 
of the Taylor Shoks with time delay which 
are built in sizes up to 1,000,000 inch 
pounds of energy absorption with up to 
six-inch stroke. Energy absorption is ad- 
justable up to 98 percent of impact. 





Engineering Briefs 


FLINT. — James E. Goodman, 
General Motors vice-president and 
chairman of the board of regents of 
General Motors Institute, an- 
nounces an expansion of the In- 
stitute building facilities. 

The expansion will add 27,300 
square feet as a second floor to one 
of the existing buildings. Dr. Har- 
old P. Rodes, General Motors Insti- 
tute president, said the major pur- 
pose of the additional space will be 
to provide laboratory facilities for 
a new curriculum in electrical en- 
gineering. 

+ + * 


Walker, Bettinger Sign 


20-Year Coatings Pact 


RACINE, Wis.—Walker Mfg. Co. 
and Bettinger Corp. announce that 
a 20-year license agreement has 
been signed giving Walker the ex- 
clusive rights to Bettinger’s ceramic 
coatings and processes for all auto- 
motive parts. 

The agreement includes continued 
service and research development 
on the part of Bettinger in the field 
of ceramic coatings for automotive 
parts for the benefit of Walker. 
Bettinger’s present facility will con- 
tinue, independent of the agree- 
ment with Walker, to do automotive 
ceramic coating and other indus- 
trial ceramic coating work. 

a + * 
Electronic Scanner 


‘Brains’ Chrysler Bodies 


TWINSBURG, O.—An electronic 
scanning pulse travelling from one 
machine to another at the rate of 
120 millionths of a second is mas- 
terminding the welding operations 
at the Chrysler Corp.’s stamping 
plant here. 

It is an electronic scanner—the 
only one of its kind in the world— 
and it automatically searches, con- 


trols, regulates, times and keeps a 
record on the largest automatic 
welding assembly line in the auto- 
motive industry. It is called the 
“magic wand” and it ensures that 
all unit bodies are solid, metal-fused 
integral units. 


* * * 


Line of Nylon Added 


By Bunting Brass 


TOLEDO.—Bunting Brass & 
Bronze Co. has added Nylon—a 
mechanical plastic in rods, tubes, 
tubular bars, plates and pressure 
tubing—to its line of cast bronze, 
sintered metals and aluminum in 

(Continued on Page 35, Col, 1) 





Trophy for Saab— 


Art Peck, vice-president, Columbia 
Broadcasting System, presents the Index 
Performance Trophy for the 4th annual 
Lime Rock (Conn.) Little Le Mans Endurance 
Race to Robert J. Sinclair, center, and 
James B. Daly, Saab Motors, Inc. Saab 
cars swept the field in the race, winning 
first through fifth in class, as well as top 
Index award. 
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"ho 1961 line ofall Ford Motor Company passenger cae will bring t the 
-. American market the finest: automobiles ever produced by this i 


Every Ford, Falcon, Thunderbird, Megeury, Comet and Lincoln 
xe Continental has been styled, designed, engineered and manufactured 
us with three primary goals in mind: (1) Finest Quality; (2) Greatest Dura- 

° bility; (3) Most Reliable Operation. 


So confident are we of the success of our efforts to achieve these goals 
that the written warranty on all 1961 Ford Motor Company cars is being 
e extended to 12,000 miles or one full year, whichever comes first. 





ed 


inet re No other American automobile carries a warranty like this. The previous 
ne | Ford. warranty, traditional in the industry, was for 4,000 miles or three 
wert months. 





Th We urge every prospective purchaser of a 1961 car to visit his Ford 
er sl 7 Motor Company Dealer and learn all about the Dealer’s new 12,000-mile 
or ppetulkyers warranty. 
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ehh ARRIVAL DATES: 
A SEPTEMBER 29: The new Ford line. Sixteen all-new, full-size models with the classic ; in 
Wd Ford look, ranging from the value-leader Fairlanes to six new trend-setting Galaxies. su 


OCTOBER 6: The 1961 Falcons and Comets. America’s most successful compact car com- 
bination from America’s largest producer of compact cars. 


OCTOBER 6: The new Mercury line, with completely new styling and wider range of models. 
NOVEMBER 10: Thunderbird, unmistakably new for 1961, yet unmistakably Thunderbird. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 211 OF A SERIES 


On September 30, 1960, Ford Motor Company 
made automotive history when 

Henry Ford II announced the first extended 
new-car warranty in the industry. As was 
predicted, others have followed our example - 
proving once more that Ford Motor Company — 
provides the leadership that means more and 
better things first for our dealers 


and their customers. 


Another reason why it’s great to be a dealer 
in the Ford Family of Fine Cars. 





Typical of reaction to Ford Motor Company’s = 
announcement was this editorial appearing 


in The Detroit News, Wednesday, October 5. 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Faicon e Thunderbird e Comet « Mercury « Lincoln e 
Lincoln Continental « English Ford Line « Taunus « 

Ford Trucks « Farm and Industrial-Tractors and Equipment ¢ 
Industrial Engines « Aeronutronic—Products for the Space Age « 
American Road Insurance Company « Ford Motor Credit Company 


Cow 


MOTOR COMPANY 





The American Road Dearborn, Michigan 
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— Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


March 


’ 59 "80 ’ 59 "60 
dan. Feb. 


April 


"59 
duly 


"58 =(°60 
June 


"569 °60 
May 


"60 "68 
Oct. 


"58 °60 
Aug. 


Prices of '60s added and '52s dropped in December, 1959. Prices of ’59s added and '51s dropped in December, 1958. 
Figures alongside bars represent dollars. 















Prices marked with an asterisk Brookwood (8) 4-dr., $1,125* (ps); 
indicate a unit equipped with an am a bh wee gem ‘> 
automatic transmission or over- 2-dr., : e i 
drive, and (ps) indicates power 'S7_One-fifty (8) 2-dr., $625; One-fifty 
steering. ole 2, Geto 

. é e 56 Bel Air’ (8) aout coupe, $700*; 2-dr., 
$560; Two-ten (8) station wagon, 
ALBANY $600; One-fifty (6) 4-dr., $405*, 


54 One- -fifty 4-dr., $295°. 
a Saratoga 4-dr., 
ps). 
DeSOTO—’'59 Fireflite 4-dr., $1,590* (ps). 
'57 Fireflite 4-dr., $800* (ps). 
DODGE—’'60 Matador (8) 4-dr. 
$1,970* (ps). 

’57 Coronet (6) 4-dr., $545*. 
FORD—’60 Galaxie (8) Starliner, $1,915* 
(ps); Falcon (6) 2-dr., $1,475. 

"59 Galaxie (8) 4-dr., $1,575*, $1,500*; 
2-dr., $1,215* (ps); Country Sedan (8) 
4-dr., $1,350*; Ranch Wagon (6) 2-dr., 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Oct, 17, The car barbers gave prices 
another brush cut at our auction, Consid- 
ering the strikes and bad business condi- 
tions in this area, the auction was better 
than expected. As usual clean retail late 
models lied the parade. Sold 107 cars from 
145 consignments. 

BUICK—’59 LeSabre 4-dr., $1,550* (ps). 
"68 Special 4-dr., $925* (ps). 
'55 Special 2-dr., $190*. 

’54 Special 4-dr., $150*. 
CHEVROLET—’60 Kingswood (8) 

$2,150°. 

"59 Impala (8) 4-dr., $1,650* (ps), $1,- 
460° (ps); sport coupe, $1,580°; Park- 
wood (8) 4-dr., $1,575*; Bel Air (8) 
4-dr., $1,400%, 2 at $1,325*; 2-dr., 
$1,300*; Bel Air (6) 4-dr., $1,200. 

'568 Impala (6) conv., $1,465*; Brook- 
wood (8) 4-dr., $1,350*; Bel Air (8) 
station wagon, $1,080* (ps). 

’57 Bel Air (6) 2-dr., $950°%, $875°; Bel 
Air (8) 2-dr., $725; Two-ten (6) 2-dr., 


$1,040* 


hardtop, 


4-dr., 


$750; station wagon, $740. 
"56 Two-ten (6) station wagon, $750; 
4-dr., $460; Two-ten (8) 2-dr., 2 at 


$700°. 
’55 Bel Air (8) 4-dr., $415*; Bel Air (6) 
2-dr., $390*; One-fifty (6) 4-dr., $325; 
2-dr., $260. 
'64 Two-ten 4-dr., $210. 
’63 Bel Air 2-dr., $120°, $110°*. 
CHRYSLER — ’57 Saratoga 4-dr., 


(ps). 
’53 Windsor 4-dr., $110*. 
———— Firesweep 2-dr. hardtop, $1,- 
. 


$750*° 

























JOHNSON AUTO 


'57 Firesweep 2-dr., $775*; Firedome AUCTIONS 
56 Firedome 2dc, hardtop, $480 
iome 2-dr, hardtop, », —Fr 
’55 Firedome 2-dr., $330°; 4-dr., $290* Huntsville, Ala iday 
(ps). 
DODGE—'54 Coronet (6) 4-dr., $170*. 100% Insured—Ne Registration Fee 


EDSEL—’58 Pacer 4-dr., $690* (ps). 
FORD—’61 Fairlane 500 (6) 4-dr., $2,200, 
‘59 Galaxie (8) conv., $1,600* (ps); 
Custom 300 (6) 4-dr., $1,200*; 2-dr., 
$950; Custom 300 (8) 4-dr., $1,050°; 
Fairlane (6) 4-dr., $980. 
‘58 Thunderbird (8) 2-dr, hardtop, §2,- 





COLORADO 





Colorado Auto Auction 


Lys (ps); Fairlane 500 (8) 2-dr., 

1,000*. 

'S7 ‘Fairlane 500 (8) Skyliner, $1,030*| “285 So. Santa Fe, Littleton, Colorado 
(pe); ae PN ele te Se- ; 
an (8) 4-dr., ’ , . 

’56 Country Sedan (8) 4-dr., $660*; SALE EVERY TUESDAY 


Fairlane (8) 2-dr. Victoria, $620*; 2- 
dr., $525*; Custom (6) 2-dr., $450; 
Custom (8) 2-dr., $400; 2-dr, Victoria, 
$360*; Ranch Wagon (6) 2-dr., $400. 
‘55 Fairlane (8) 2-dr., $450; Custom 
(8) 2-dr., $425. 
’54 Country Sedan (8) 4-dr., $300; Crest 
$225*; Custom (6) 4-dr., 


LINCOLN—'56 Capri 4-dr., $450*. 
MERCURY—’59 Monterey 4-dr., 


(ps). 
58 Standard 2-dr., $725*. 


11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





$1,425* 
CONNECTICUT 





’S7 Montclair 2-dr, hardtop, $700*; Mon- 

LDSMOBILE "60. (88) 4-dr.. "$2,330" 
aa ee (88) 4dr, $2,330") NEW ENGLAND'S OLDEST 
°69 (88) conv., $1,780* (ps). AND BEST 


'S7 (98) 2-dr, Holiday, $730* (ps); (88) 


2-dr., $640*. Dealers Auto Exchange in our 4th year 
2 (8) *., os 7. as of continuous operation. 
7 ) 2-dr., ; 4-dr., ° sad 
PLYMOUTH—'6i Savoy (8) 4-dr., $2,165*,| 58#© every Wednesday 1068 At, 
’B9 Savoy (6) 4-dr., $800. SOUTHERN AUTO SALES, INC. 
'58 Belvedere (8) conv., $1,000* (ps); Warehouse Point, Conn. 


Suburban (6) 2-dr., $690; Savoy (8) 





4-dr., $640°*. 
‘57 Savoy (8) 4-dr., $410*; Plaza (8) 

2-dr., $385. FLORIDA 
"56 Belvedere (8) 4-dr., $440°*. 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


'5S Savoy (6) 4-dr., $300; Belvedere (6) 
4-dr., $250; Plaza (8) 4-dr., $150. 
'54 Plaza 2-dr., $160. 


PONTIAC—’'60 Bonneville Safari 4-dr., $2,- 
450° (ps). 
‘57 Chieftain 4-dr., $750*. 
‘66 Star Chief 4-dr., $450* (ps). 
655 Chieftain 4-dr., $200*; 2-dr., $200*. 
RAMBLER—’'56 Custom 4-dr., $360. 
STUDEBAKER—’59 Lark (6) 2-dr., $800. 


Crossroads 


. « . where they meet... 





DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct, 18. 
BUICK—'58 Century 2-dr. Riviera, $1,100° 

(ps). 
’656 Special 2-dr., $420* (ps). 
'55 Special conv., $400*. 





buyers and sellers . . . new and 






used car dealers. They meet at 







CADILLAC—'58 (60) Special 4-dr. hard- ° 

top, $2,300° (ps). the dealer auctions of the na- 
CHEVROLET—'60 Impala (8) sport coupe, 

$2,165*; sport sedan, §2,040* (ps);|] tion... and on the pages of 





Corvair (6) 4-dr., $1,325. 

‘659 Nomad (8) 4-dr., $1,770* (ps); Im- 
pala (8) conv., $1,530"; Brookwood 
(6) 4-dr., $1,125°*. 

'S8 Impala (8) conv., $1,300° 


Automotive News. 






(ps) ; 


$1,250*; Custom 300 (8) 2-dr., $990; 
Custom 300 (6) 4-dr., $915. 

"58 Fairlane (8) 4-dr., $815*; 
500 (6) 2-dr. Victoria, $800*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $720* 
(ps); Fairlane (8) 2-dr., $635; Custom 


Fairlane 


300 (8) 4-dr., $595*. 
"56 Fairlane (8) 4-dr., $640*; Fairlane 
(6) 4-dr., $445*; Custom (8) 4-dr., 
$340*. 


’°55 Ranch Wagon (8) 2-dr., $425* (ps). 


LINCOLN—'58 Premiere 2-dr. hardtop, 
$1,750* (ps); Capri 4-dr. hardtop, 
$1,415* (ps). 

MERCURY—’57 Montclair 2-dr. hardtop, 
$665* (ps). 

OLDSMOBILE—’59 (88) Super 4-dr., $1,- 
950° (ps). 

"58 (98) 4-dr. Holiday, $1,515* (ps). 
"57 (88) 4-dr. Holiday, $860* (ps); (98) 


4-dr., $780* (ps). 
"56 (88) 4-dr., $550*. 


FLORIDA 


WEST PALM BEACH — Florida’s 
Png fi auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


MARYLAND 


BEL AIR—Bel Air ame aaa Ti- 
tles, checks guaranteed 


_ Sitti) AUTO AUCTION 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday af Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ “DUAL RING" 2 lines running simultane- 
ously, 
® Conveniently located in the heart of the 
automobile world 
@ Ten acres of completely fenced parking 
area, 
© Always a fine selection of sharp cars. 
© Friendly relations prevail at all times, 
© Congenial auctioneers, 
® Fair management, 
MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McColium, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 








STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C. Simpson, Pres — Sam Goodman, Mgr. 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 













(Copyright, 1960, by Automotive News) 





’52 2-dr., $145*. 
PLYMOUTH—’'58 Suburban (8) Custom 4- 
dr., $900*, 
’57 Plaza (6) 4- dr., $340. 
PONTIAC— 60 Bonneville 4-dr. Vista, $2,- 
950* (ps). 
658 Chieftain 4-dr., $1,080* (ps). 
RAMBLER—’57 Super (6) Cross Country, 


$450. 
STUDEBAKER—’60 Lark (6) 4-dr., $1,- 
100. 


MISCELLANEOUS—’61 Willys Jeep Dis- 
patcher, $1,100. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are 
for sale of Oct. 18. 
BUICK—’58 Century 4-dr. 


(ps). 
’57 Century Estate Wagon, $1,145* (ps); 


Riviera, $1,315* 


NEW JERSEY 








Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 
INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 


vo ete 


er. b 


ry vee 


OVER P 


AUCTION 
1 LANES 


) where the Y a) 
y where ) Ta: 


N-A-D-E 
STN AR 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


TROY—Troy Auto Auction, Inc., Box 


460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 


LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.) 





4-dr. Riviera, $815* (ps); Super 4-dr, 


Riviera, $910* (ps). 

56 Century 4-dr. Riviera, $670* (ps), 
$650°* (ps). 

’55 Special 2-dr. Riviera, $515*, $350* 
(ps); Century 4-dr, Riviera, 2 at $495* 
(ps); 2-dr. Riviera, $475*; Super 2-dr, 
Riviera, $400* (ps). 

’54 Century 4-dr., $350* (ps); RM 2-dr. 
Riviera, $340* (ps). 

"53 Special 4-dr., $235*; Super 2-dr. 
Riviera, $150*; RM 2-dr, Riviera, 
$135* (ps); 4-dr., $135* (ps). 

CADILLAC—’59 de Ville 2-dr. hardtop, 
$3,035* (ps), $3,785* (ps), $3,200° 
(ps); (62) 2-dr. hardtop, $3,750* (ps), 


$3,540* (ps); 
’58 (60) Special 4-dr. 


(ps); 


'57 (62) conv., 
"56 (62) 
$1,185* 


Ville, 


4-dr., 2 at $3,400* (ps). 
hardtop, $2,795* 

(6) Coupe de Ville, ad 455* (ps). 

$1,685* (ps 

Sedan de Ville, $1, 275* (ps), 
(ps), $1,145* (ps); Coupe de 

$1,145* (ps); (60) Special 4-dr., 


$1,100* (ps). 


"55 (62) 


4-dr., 


$1,030* 


hardtop, $1,130* (ps); 


2-dr, 
(ps); Coupe de Ville, 


$1,035* 
(ps). 


"54 (60) Special 4-dr., $625* (ps), $530* 
(ps); (62) 2-dr. hardtop, $600* (ps). 


’52 (62) 4-dr., $225*. 

’51 (62) Coupe de Ville, $435* (ps); 
conv., $260*, $185* (ps); (60) Special 
4-dr., $135*. 


LET—’60 Impala (8) sport sedan, 


$2,300* (ps); sport coupe, $2,110* 
(ps); Corvair 700 (6) 4-dr., $1,685*. 
’59 Corvette (8) conv., $2,525; Impala 


(8) sport coupe, $2,000* (ps), $1,935, 


$1,900*, 


(ps) ; 


Brookwood (8) 
Parkwood (6) 4-dr., 
(8) 2-dr., $1,500*; 
$1,295. 
’58 Corvette (8) conv., $2,000 (ps); 
(8) sport coupe, 


pala 


Brookwood (8) 
$1,295* 
210* (ps); 


$1,885; sport sedan, $1,850* 
$1,750* (ps), $1,550*; 
4-dr., $1,700* (ps); 
$1,650; Bel Air 
Biscayne (6) 2-dr., 


4-dr., 


Im- 
$1,525* (ps); 
4-dr., $1,340* (ps), 
Bel Air (8) 4-dr., $1,- 


(ps) ; 
$1,035; 


Biscayne (8) 2-dr., 


Delray (8) 2-dr., $1,000. 
’57 Two-ten (8) station wagon, $1,150* 


(ps), 


wagon, $1,110* (ps); 
090; 4-dr., 
’56 Two-ten (8) 
wagon, $585"; 


4-dr., 


’55 Bel Air (8) 4-dr., 


$600*; 


Two-ten (8) 2-dr., 


$460°* ; 


One-fifty (6) 2-dr., 


Air (8) station 
sport coupe, $1,- 


4-dr., $600*; station 
2-dr., $415; Bel Air (8) 


$625, $620*; 2-dr., 
$535*; 
4-dr., 
$485; 
$275. 


$1,050; Bel 
$950*. 


$585°*. 


Bel Air (6) conv., $575*, 
$565, $405*; 
Two-ten (6) 4-dr., $540°, 
$375; 4-dr., 


’54 One-fifty station wagon, $350; 4-dr., 
(Continued on Page 30, Col, 1) 






















NEW YORK 





NEW YORK STATE'S OLDEST 
KNOWN 


NATIONALLY 


TIM ANSPACH INC. 


Ev: 


Dealer Aute Auction 
Albany 5, N. Y. 
Menday — I! O'Clock 

80 car sale average 


All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





PENNSYLVANIA 








Dealers who want 


Auction Action 


come to the 


Manheim Auto 


MORE 


Auction 


CARS @ MORE BUYERS 
MORE ACTION 


MANHEIM AUTO 
AUCTION, INC. 


Route 72 - 





Manheim, Pa. - MOhawk 5-2401 
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(when your new Buick comes with a genuine Buick Radio!) 


Just listen to music glide through a genuine Buick Radio for a moment. Listen to how full and flawless, clear and 

lifelike it sounds. 

You see, this is the transistor-powered radio that not only fits the styling of a Buick’s dashboard, but fits the 

acoustical needs of the car. Something no other car radio does, because no other car radio is designed and engi- 
i neered especially for Buicks. 
And it doesn’t matter what’s going on outside. Traffic, wind or road noises won’t come between you and the music. 
The sensitivity and noise rejection are so good, the In-Person Sound of a genuine Buick Radio goes wherever you 
go. It’s even got Straight-Line Tuning. All stations on the dial are evenly spaced apart, so you can easily separate 
one from another. 
To make sure you get the real thing in your new Buick (or other General Motors built car), just be sure to tell your 
dealer you want a genuine General Motors built radio. We don’t want you to be disappointed. 

Look for B-U-/-C-K on the push buttons 


BUICK RADIOS ARE MADE BY LCO DIO. division of Genera! Motors, Kokomo, indiana for the genuine Buick-approved radio. 


) JEPENDABILITY ® EVIABILITY 


NO. 1 IN DELCO RADIO’S CONSUMER ADVERTISING CAMPAIGN FOR 1961 . 
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"50 Crest (8) conv., $310. 


IMPERIAL—'59 Imperial 4-dr. hardtop, 
i200" P)-. acatop, $1,008" ¢ Model Breakdown 
* mperial 2-dr, hardtop, $1, ps). 

LINCOLN—'54 Capri 4-dr., $255* (ps). Of Auction Averages 
'S3 Capri 2-dr. hardtop, $275* (ps). Oe Sept Aen 
'52 2-dr., $250. Model 1960 1960" 1960 

MERCURY—'60 Monterey 4-dr., $1,905* 





$2,073 $2,239 $2,314 

















' 
(ps). 
t (Continued from Page 28) 'S7 Voyager 4-dr., $1,230* (ps); Mon- 1,614 1,689 1,788 
- *. - 

| $330; Bel Air 4-dr., $310°, Fairlane (8) 4-dr, Victoria, $1,405*; aa 1118 «1,171 ~=—s1,242 
. 'S3 Two-ten 2-dr., $295, $275*; 4-dr., Custom 300 (8) 2-dr., $1,335°;' Cus-| +56 “Monicleir sede’ hardtop, $585* (ps); 761 822 841 
f} $250, 2 at $185*; One-fifty 2-dr., $235. tom 300 (6) 2-dr., $1,000. S-ér, hardtop, 8418° (ee); Modaliat 
Hi . 1 2-dr. ; conv. 215°; 58 Thu a dr. top, $415* (ps); edalist 495 544 567 

52 Deluxe , $235; »- & ; inderbird (8) 2-dr, hardtop, $2, 2-dr $500*; Custom 2-dr, hardtop 

ee os ge Tg ae gh a gna ass 

tH ‘, juxe 4-dr., ° . Pps), ° ’ untry Sedan ’ . 

i '50 Deluxe 4-dr., $115. (8) 4-dr., $1,175°; Fairlane (8) 4-dr.,| "5 Custom station wagon, $565" (ps) on pod — 
ae '41 Deluxe 4-dr., $375 $840* (ps); Custom 300 (6) 2-dr oe, aes neeney See. hasssen, 184 203 198 
| CHRYSLER—’57 Saratoga 2-dr. hardtop, $825* (ps). Cl tg aelare naan: eer de hecaten: 

i | $1,030* (ps); Windsor 4-dr, hardtop,| ‘57 Thunderbird (8) conv., $1,985° (ps), | “"Soyue ey, conv, $200"; 2dr. harstop| Average $ 856 $ 917 $ 954 
W $960* (ps); 2-dr, hardtop, $775* (ps).| —$1,900*, $1,445*; Fairlane 500 (8)| fr, $160: station wagon, $170%; 
'S5 Windsor 2-dr. ‘hardtop, $400* (ps). 2-dr, Victoria, '$1,030° (ps), $985°| or nsMOBILE 60 (88) Super 4-dr. Holl- 
i '54 NY 4-dr., $210* (ps). is (Ds), $935°; 4-dr., $885* (ps); 2-dr., day, $2,925* (ps); 2-dr Scenic, $2,- ‘ (ps); Suburban (6) 4-dr., $1,350. 
: COMET—'60 ‘Comet 2-dr.,$1,900°. $850*; 4-dr, Victoria, $655" (ps); 8255 (ps), $2,600" (psi; (88) 2-dr.| "98 Belvedere (8) 4-dr, hardtop, $935*; 
| DeSOTO rer conv., $ me $585 Alki Country Squire (8) Scenic, $2,650* (ps). __Bavoy (8) 4-dr. hardtop, $725*. : 
DODGE-'60 Matador (8) 2-dr, hardtop (ps); Country ‘Bedan'(8) Sar, gorse | "92, (88) 2dr. Bente, $2,300" (pe), $2-| ""Lseoes ‘nar Nardtop, $800" (pe); Aer, 
gy Ll "| (Bs); Custom 300 (8) a-dr.,” $775°| 100) (pe: Aods, Houdey, $0,9007 (Pe: | $375" (ps), $600"; Plaza (6) 2dr. 

'S7 Custom Royal (8) 2-dr. hardtop, (ps), $715*; Fairlane (8) 4-dr, Vie-| , ar, Bh *93.050° (ne): $305. 

| tos (pe): tar, $i tp; Coronet| tn, Tua cp Mie] at ce sot. 00" {Pe} | gd iy co ade. marten, $899" (on 
(8) 2-dr, rdtop, ° . junderbi (8) conv., $1,395* (ps); $885* ( y. ke : ° Savoy (8) 2-dr, hardtop, $410*; 2-dr., 

1 ‘ ° ps); 4-dr., $725* (ps). 5 
a Baiom rete sar yay] Semnez Patan) ar Mee Ame: | ob) Sper Strata, tbe ney: | Habe Bovredsre (hdr hareton 
4 (8) 2-dr, hardtop, $510°'(ps); Coronet| lane (8) 4-dr., $560 (ps), $510* (ps);| Sar weday, $685" (ps), | © "5, Belvedere (8) 2-dr, hardtop, $380°; 
EDSEL—'08 ‘Corsair 'Z-d5 hardtop, $090° Ranch ‘Wagon’ (8) 2:dr., $486; Custom | '°5,(88) Super 4dr. Holiday, $596* (ps): | 5) "Betvedere Suburban, $265, $260 

(ps). ; (8) 2-dr.. $410; 4-dr., $385*. (98) 2-dr. Holiday, $675° (ps); (88)! 453 Cranbrook 4-dr., $240. 
, FORD—'60 Thunderbird (8) conv., $3,-| ‘55 Fairlane (8) 2-dr, Victoria, $505°, 2-dr. Holiday, $435° (ps); 4-dr., $410° | ponyac—'60 Bonneville conv., $2,560* 

475* (ps); Falcon (6) 2-dr., $1,750*, $355°; 2-dr., $385*, $350*; Custom (8)| 5,022) super a-dr., $400*: (88) 2-dr (ps). aon 

oe 4 _— $1,400; Fairlane (6) rh “ = eee oer} Ranch Holiday $235° ” ’ . 59 Catalina 4-dr, Vista, $1,925* (ps); 

. -dr., $1,310. agon (8) 2-dr., , $285*. ; . ‘e , . 4-dr., $1,635*. 

‘59 Country Sedan (8) 4-dr., $1,725*| ‘54 Country Sedan (6) 4-dr., $370; Coun-| "4, {08) Super 4-dr., $200; (98) 4-dr.) 158° Bonneville 2-dr, Catalina, $1,735* 
i (ps); Galaxie (8) 2-dr, Victoria, $1,- try Squire (8) 4-dr., $300*; Crest (8) pe). (ps); Chieftain 2-dr, Catalina, $925, 
iH} 710* (ps); 4-dr. Victoria, $1,625* (ps); 4-dr., $250; Custom’ (8) 4-dr., $235*, | PACKARD—'53 Clipper 2-dr., $335*. ‘SS Star Chief 2-dr. Catalina, $485*; 
Fairlane 500 (8) 2-dr., $1,460* (ps); $230*; Main (8) 2-dr., $200. ’40 Super 4-dr., $425. 4-dr., $390*, $380* (ps); Chieftain 
2-dr, Victoria, $1,445° (ps), $1,300*| ‘53 Crest (8) 2-dr. Victoria, $355, $220°; | PLYMOUTH—'59 Fury (8) 4-dr. hardtop, Safari 4-dr., $475* (ps), §400; 2-dr.. 

(ps); Ranch Wagon (8) 2-dr., $1,450; Custom (8) 4-dr., $285°. $1,385* (ps); 2-dr, hardtop, $1,090° $365. 
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A- 
A REAL ADDITION AND MONEY MAKER FOR CAR DEALERS AND DISTRIBUTORS 


Compact cars are rolling—customers everywhere 
are looking for economical transportation. 





Why LAHER Electrics are an outstanding success 


leaders in auto parts 

i ufactured by a company who have been ; 

, : nent ee over 50 YEARS and spent 5 YEARS in ee ee tine 

= rar Elects i Cass and Trucks. 2. LAHER for years has manufactured Sats ee 

; mat Sh om Electric Cars and Trucks for hundreds . a 0 Ee ae 

Fi Electric Vehicles in operation, in airplane plants (100 in ing. ee ae ae 

ge ll over America and Foreign Countries. 4. LA g are bevel 

an ott i tri Cars or Trucks. They must first have the most powe . nae ee aaa 

an Ls ae of the continuous energy “Fuel Cell”— they must be tee one —_ 

rat neo 8 stricted in speed, and have a limited range — (unless qos a coe 

aes of Charging Generator Set their range can be unlimited ) — elim ng hay - 

we ceoane shift etc. 5. For Economic aaee ss Oar in a MLECTRIC 0 SEARS — 

i UAL— Estimated life o 

operation Se aaa YEARS, Estimated cost of operation 10 oo — . =. 

ae neat ments only — Water in batteries and lubrication. Weight ‘(2 : er etal 

ie a tas 8 mpacts — cost of operation about 10% of compacts. 7. a ah oe 
ies ane a oe meen who drive less * 25 a + aa ae Oe Ee tie 

can be used for many DUAL purposes — opping — 


1. They are eng 


* ) LAHER SPRING & 
ELECTRIC CAR CORFE 
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’54 Chieftain 2-dr, Catalina, $175*. 
’53 Chieftain Safari, $265*; 4-dr., $165*; 
2-dr. Catalina, $150*. 
’51 Chieftain 2-dr., $130*. 
RAMBLER—’60 American (6) station wag- 
on, $1,605. 
’56 Custom Cross Country, $650. 
’55. Custom 2-dr, hardtop, $295* (ps). 
‘51 Custom 2-dr. hardtop, $185. 
STUDEBAKER—’59 Lark (6) 4-dr., $1,- 
165; 2-dr., $1,085. 
’56 Flight Hawk (6) 2-dr., $540*. 
’54 Commander (8) 2-dr. hardtop, $330. 


MISCELLANEOUS—’60 Chevrolet (8) El 


Camino, $1,950*; (6) Fleetside %-ton 
pickup, $1,290; Ford (6) Falcon Ran- 
chero, $1,570. 

’59 Chevrolet (8) El Camino, $1,515; 
(6) El Camino, $1,200; (6) %-ton 
pickup, $1,400; (6) Fleetside %-ton 
pickup, $1,070; GMC (8) Carryall, 
$1,450°*. 

"58 Ford (8) F-100 %-ton pickup, $1,- 
025, $935; (6) F-100 %-ton pickup, 
$750; Dodge (8) %-ton pickup, $950. 

"57 GMC (8) %-ton pickup, $875*; 
Ford (6) Ranchero, $780; (8) %-ton 
Pickup, $750°; (6) ‘%-ton pickup, 
$625. 

’56 Ford (6) F-100 %-ton pickup, $460; 
Dodge (8) Flatbed 1-ton, $335. 

’55 Ford (8) F-100 %-ton pickup, $610, 
$600, $575; (8) %-ton pickup, $470; 
Chevrolet (6) %-ton pickup, $550; (8) 
%-ton pickup, $485. 

"54 Ford (6) %-ton pickup, $390. 

"53 GMC 1-ton panel, $235; Studebaker 
(6) %-ton pickup, $125. 

"51 Studebaker (6) %-ton pickup, $130. 

*50 Chevrolet %-ton panel, $125. 

’49 Ford (8) F-3 %-ton stake, $200. 


FLINT 


Flint Auto Auction. Sale every Wednes- 


day. Prices are for sale of Oct. 19, Prices 
took a slight jump over previous week. Sold 
4193 cars from 322 consignments. 


BUICK—’60 Invicta conv., $2,585* (ps); 


LeSabre 4-dr., $2,450* (ps); 2-dr. 
hardtop, $2,430* (ps), $2,410* (ps), 
$2,370*. 

*59 Electra (225) 4-dr. hardtop, $2,000* 
(ps); Electra 4-dr. hardtop, $1,970* 
(ps), $1,905* (ps), $1,870* (ps); In- 
victa Estate Wagon 4-dr., $1,975* (ps); 
conv., $1,190* (ps); 4-dr., $1,900* 
(ps); 2-dr. hardtop, $1,850* (ps); Le- 
Sabre Estate Wagon 4-dr., $1,970* 
(ps), $1,905* (ps). 

"58 Super 2-dr. Riviera, $1,175* (ps); 
Century 4-dr., $1,110* (ps); Special 
4-dr., $1,050*, 

’*57 Century Estate Wagon 4-dr., $1,070* 
(ps); 4-dr. Riviera, $845* (ps); 4-dr., 
$825* (ps); Special 4-dr., $795*; 2-dr., 
$705*; 2-dr. Riviera, $655*; Super 4- 
dr. Riviera, $710* (ps). 

’56 Special 4-dr. Riviera, $615*, $610*; 
2-dr. Riviera, $555*, $525*, $485* 
(ps); Super 4-dr., $500* (ps). 

"55 Special 4-dr. Riviera, $420* (ps); 
2-dr., $385*, $295°. 


CADILLAC—’60 de Ville 4-dr, hardtop, $2,- 


200°. 
'57 (62) Coupe de Ville, $1,800* (ps); 
Sedan de Ville, $1,350* (ps). 


CHEVROLET—’60 Impala (8) 2-dr., $2,- 


200° (ps); 4-dr. hardtop, $2,100* (ps); 
sport coupe, $2,080*; conv., $2,005; 
Impala (6) sport sedan, $1,825; Bel 
Air (6) 2-dr., $1,675; 4-dr., $1,560* 
(ps). 

"59 Corvette (8) conv., $2,375; Kings- 
wood (8) 4-dr., $1,805*; Parkwood (8) 
4-dr., $1,715*; Impala (8) 4-dr., $1,- 
710° (ps); 2-dr., $1,680*; Impala (6) 
4-dr., $1,565; Bel Air (8) 4-dr. hard- 
top, $1,550*; Bel Air (6) 4-dr., $1,- 
310*; Brookwood (8) 4-dr., $1,490; 
Biscayne (6) 2-dr., $1,085, $1,085*. 

"58 Bel Air (8) 2-dr. hardtop, $1,040*; 
Biscayne (6) 2-dr., $945. 

’57 Bel Air (8) 2-dr. hardtop, $965*; 4- 
dr., $910*, $725*; Two-ten (6) Delray, 
2-dr., $740*; One-fifty (8) 2-dr., 


‘56 Bel Air (8) 2-dr., $705* (ps); 4-dr., 
$685*, $680*; Two-ten (8) 4-dr., $700*, 
$610*, $525*, $480*, $410*, $295* (ps); 
station wagon 4-dr., $505*, $255*; 
Two-ten (6) 2-dr., $505. 

*55 Bel Air (6) 4-dr., $430*; Two-ten (8) 
4-dr., $360; Two-ten (6) 2-dr., $240*, 
$195, $180*. 


CHRYSLER—’57 Saratoga 4-dr., $1,005* 


(ps). 
"55 Windsor 4-dr., $300* (ps). 


COMET—’60 Comet 4-dr., $1,760*. 
DODGE — ‘61 Lancer (6) 4-dr., $2,060* 


(ps). 
’57 Royal (8) 2-dr. hardtop, $605*. 


EDSEL—’59 Ranger 2-dr. hardtop, $1,095*. 
FORD—’60 Galaxie (8) conv., $1,919, $1,- 


875*; Fairlane 500 (8) 2-dr., $1,830*; 
Falcon (6) 2-dr., $1,585*, $1,225; Cus- 
tom 300 (6) 2-dr., $1,335. 

’59 Thunderbird (8) conv., $2,510* (ps); 
Galaxie (8) 4-dr., $1,475* (ps); Coun- 
try Sedan (8) 4-dr., $1,310; Custom 
300 (8) 4-dr., $1,185*, $1,135*; 2-dr., 
$1,015; Custom 300 (6) 4-dr., $1,404, 
$1,015". 

"58 Fairlane 500 (8) conv., $930 (ps); 
2-dr., $625*; Country Sedan (8) 4-dr., 
$925*; Custom 300 (6) 2-dr., $795*, 
$700, $615. 

‘57 Fairlane 500 (8) 2-dr., $805, $750*; 
2-dr, Victoria, $685*, $470* (ps); 4- 
dr., $690* (ps); Custom 300 (8) 2-dr., 
$575; 4-dr., $575. 

56 Country Sedan (8) 4-dr., $600; Cus- 
tom (8) 4-dr., $500, $465*; Ranch 
Wagon (6) 2-dr., $430; Fairlane (8) 
4-dr., $225. 

'54 Custom (8) 2-dr., $145*. 

32 coupe, $400. 


LINCOLN—’54 Cosmopolitan sport coupe, 


$235* (ps). 


MERCURY—’60 Monterey 2-dr., $1,605. 


59 Park Lane 2-dr., $1,650; Montclair 
conv., $1,495* (ps). 

'57 Monterey 2-dr. hardtop, $700*; 2-dr., 
$555*; Montclair 4-dr., $635* (ps). 

’56 Montclair 4-dr., $350°*. 

'55 Montclair 4-dr., $215. 


OLDSMOBILE-—'60 (88) Super 4-dr. Holi- 


day, $2,580* (ps); (88) conv., $2,350* 
(ps); 4-dr, Holiday, $2,345* (ps), $2,- 
020°. 

'58 (88) 2-dr. Holiday, $875*. 

'S7 (98) 4-dr. Holiday, $1,130* (ps); 
(88) Super 4-dr., $1,010* (ps); (88) 
4-dr. Holiday, $780°*. 

'56 (88) 4-dr., $545*; (88) Super 4-dr., 
$440° 


PACKARD—’57 Clipper 4-dr., $460* (ps). 
PLYMOUTH—’'59 Suburban (8) 4-dr., $1,- 


310* (ps); Belvedere (8) 4-dr., $1,- 
155* (ps); Savoy (8) 4-dr., $940*. 
‘58 Belvedere (8) 4-dr., $700*. 
'S7 Plaza (8) 4-dr., $415*; Savoy (6) 
2-dr., $375, $285. 
"56 Savoy (6) 4-dr., $350*. 
(Continued on Page 31, Col. 1) 











(Continued from Page 30) 


PONTIAC—’60 Ventura 4-dr. Vista, $2,- 
400* (ps); 4-dr., $2,030*. 

59 Bonneville 4-dr., $2,150* (ps); 
alina 2-dr., $1, 830* (ps), $1,600; 4-dr., 
$1,100*. 

‘57 Star Chief 4-dr., $850*; 
4-dr., $750*, $740*; 2-dr., $730, 

’56 Chieftain 2-dr., $540*; 4-dr. Catalina, 
$500; Star Chief 4-dr., $500*. 

RAMBLER—’59 Super (6) 4-dr., $1,200. 

"57 Super (6) 4-dr., $640*. 

STUDEBAKER—’58 Commander (8) sta- 
tion wagon 4-dr., $775*. 

VALIANT—’60 V200 4-dr., $1,425. 

MISCELLANEOUS — ’'59 Chevrolet %-ton 
pickup, $1,055. 

’58 Ford (6) %-ton pickup, $705, $660*. 

'57 Ford %-ton pickup, $515. 

’55 Chevrolet %-ton pickup, $375. 


DETROIT 


Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Oct, 19. 


BUICK—’'59 LeSabre 4-dr. hardtop, $2,000* 


Chieftain 























(ps). 
‘58 Special Estate Wagon 4-dr., $1,290* 


(ps); 2-dr., $1,150*. 

’57 Special 4-dr. Riviera, $890* (ps); 
2-dr. Riviera, $800*; Century 4-dr. 
Riviera, $850* (ps); Super 2-dr. Riv- 
iera, $840* (ps). 

°55 RM 2-dr., $300* (ps). 

CADILLAC—’60 (62) 2-dr. hardtop, $3,- 
925°. 


‘57 (62) 4-dr. hardtop, $1,400* (ps). 
’60 Corvair (8) 4-dr., $1,- 





390°. 

59 Impala (8) sport coupe, $1,750* (ps), 
$1,690* (ps), $1,625; conv., $1,530* 
(ps); Parkwood (8) 4-dr., $1,530* 
(ps); Bel Air (8) 4-dr., $1,525* (ps), 
$1,510*, $1,370* (ps); 2-dr., $1,435, 
$1,330*; Bel Air (6) 4- ar., $1,255; Bis- 
cayne (6) 2-dr., $1,175. 

‘58 Bel Air (8) sport coupe, 
Delray (6) 2-dr., $900. 


$1,270*; 


‘57 Bel Air (6) 4-dr., $925*; Bel Air 
(8) 4-dr., $825; Nomad (8) 2-dr., 
$900* (ps). 

56 Bel Air (8) station wagon 4-dr., 
$870* (ps); sport coupe, $525*; One- 
fifty (6) 2-dr., $375. 

‘55 Bel Air (8) conv., $450*; Bel Air 
(6) 4-dr., $295; Two-ten (8) 2-dr., 
$350*, $285. 

CHRYSLER—’57 Windsor 4-dr. hardtop, 
$710* (ps). 
DeSOTO—’59 Firedome 4-dr., $1,400* (ps). 

’58 Fireflite conv., $985* (ps). 

57 Firedome 2-dr. hardtop, $1,000*, 


$615* (ps). 

DODGE—’60 Dart (8) Phoenix 2-dr. hard- 
top, $2,000*, $1,900; Pioneer (8) sta- 
tion wagon 4-dr., $1,910*. 

59 Coronet (8) 4-dr., $1,440* (ps). 

’57 Coronet (8) 2-dr. hardtop, $570*; 
conv., $485*. 

'56 Coronet (8) 4-dr., $465*. 
EDSEL—’59 Ranger 2-dr., $1,100*. 
FORD—’60 Galaxie (8) Starliner, $2,970* 

(ps); 4-dr. Victoria, $1,950* (ps); 4- 
r., $1,705* (ps), $1,530* (ps); Coun- 
try Sedan (8) 4-dr., $1,780*; Falcon 
(8) 2-dr., $1,500; 4-dr., $1,490; Custom 
300 (6) 2-dr., $1,500, $1,470. 

59 Country Sedan (8) 4-dr., $1,650*; 
Galaxie (8) 2-dr. Victoria, $1,515*; 
4-dr., $1,500*; Fairlane (8) 4-dr., $1,- 
180*; Fairlane (6) 2-dr., $1,150; Cus- 
tom '300 (6) 2-dr., $950*. 

‘58 Country Sedan (8) 4-dr., $1,150*; 
Fairlane 500 (8) conv., $875*; 4-dr., 
$775*; Custom 300 (8) 2-dr., $845; 
4-dr., $710. 

’57 Fairlane 500 (8) 4-dr. Victoria, $790*; 
2-dr. Victoria, $720*, $680* (ps), 
$640*; Custom 300 (8) 4-dr., $575*; 
2-dr., $575; Custom 300 (6) 2-dr., 
$500; Ranch Wagon (8) 2-dr., $545*. 

’56 Custom (8) 2-dr., $350, $315*, $200*. 
LINCOLN — ’'56 Premiere 2-dr. hardtop, 

$685* (ps); 4-dr., $625* (ps). 

MERCURY—’59 Park Lane 4-dr. hardtop, 
$1,800* (ps); Monterey 4-dr., $1,510*. 

'57 Monterey 2-dr. hardtop, $755*; 4-dr. 
hardtop, $675*, 2-dr., $565*; Turnpike 
Cruiser 2-dr., $685* (ps); Montclair 
4-dr., $660*. 

OLDSMOBILE—’60 (88) 4-dr. Holiday, $2,- 
280* (ps); 4-dr., $2,160*, 

‘59 (88) 2-dr., $2,060*. 

‘57 (98) 4-dr. Holiday, $825* (ps). 
PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 

$1,850* (ps). 

’59 Suburban (8) Custom 2-dr., $1,300* 
(ps). 

’58 Suburban (6) Deluxe 2-dr., $755*. 

’57 Suburban (8) Custom 4-dr., $695*; 
2-dr., $410*; Belvedere (6) 2-dr. hard- 
top, $625*; Belvedere (8) 4-dr., $600*; 
2-dr., $525*; Savoy (8) 4-dr., $405*. 

55 Belvedere (8) 4-dr., $275*. 
PONTIAC—’59 Bonneville conv., $1,800* 

(ps); Catalina 4-dr., $1,675* (ps). 

’57 Chieftain Safari, $990* (ps); 4-dr. 
Catalina, $735*. 

’56 Star Chief 4-dr. hardtop, $400*; 2- 
dr. hardtop, $375*. 

RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,450*%; American (8) 2-dr., 


$835. 
’58 Custom (6) 4-dr., 
2-dr., $705. 
’56 Custom (8) 4-dr., $185. 
STUDEBAKER—’56 Hawk (8) 2-dr. hard- 
top, $475*. 


CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday, Prices are for sale of 
Oct. 20. Sold 276 cars from 574 consign- 
ments. 


$780*; Custom (8) 


BUICK—'59 Electra 4-dr. Riviera, $1,920* 
(ps); Invicta 4-dr, Riviera, $1,705° 
(ps). 

58 Super 4-dr, Riviera, $1,280* (ps). 

"57 Super conv., $1,900* (ps); 4-dr. 
Riviera, $830*; Special 4-dr, Riviera, 
$835* (ps). 

’56 Special 4-dr., $600°; 4-dr, Riviera, 
$480*, $430°; Super 4-dr, Riviera, 
$445*; Century 2-dr, Riviera, $340* 
(ps). 

‘55 Super 2-dr. Riviera, $290* (ps), 
$200* (ps). 

OCADILLAO—’60 de Ville 2-dr. hardtop, 
$4,300* (ps); (62) conv., $4,250* (ps). 


’59 de Ville 2-dr, hardtop, $3,320* (ps), 
$3,165* (ps); (62) 2-dr, nardtop, $2,- 
975* (ps). 

’568 (62) Coupe de Ville, $2,360* (ps); 
4-dr., $2,200* (ps); 2-dr. hardtop, 
$2,105* (ps). 


AUTOMOTIVE NEWS, OCTOBER 31, 1960 


Used-Car Auction Prices 


560* (ps); 
(ps). 


$1,590* (ps). 


’58 NY 4-dr, hardtop, $1,230* (ps). $4,050* (ps). 






BODY MOUNTSof Enjay Buty] offer the highest densa of 
vibration and sound isolation of any rubber on the market. 
Result? Cars that stay tight and quiet for years. 


SL TPS 





ENGINE MOUNTS of Butyl dampen motor vibration and 
road impact. Result? Elimination of shock-damaged engines 
... decreased car “shiver” during idling...and reduced 


engine rumble. 


’57 Windsor 2-dr, hardtop, $410* (ps). 
DeSOTO—’'59 Fireflite 2-dr, 
Firedome 4-dr., 


’58 Firedome 4-dr. hardtop, $1,105* (ps); 
Firesweep 2-dr, hardtop, $1,010* (ps). 

’57 Firesweep 2-dr, hardtop, $640*. 

’55 Firedome 2- 


IMPERIAL—’60 Imperial 4-dr, 


$1,450° 


(ps); 2-dr., $1,185. 


dr, hardtop, $340* (ps). 


hardtop, 


WHAT'S NEWS IN RUBBER 


nr yl aah nee emi ee 


’58 Imperial 4-dr, hardtop, $1,725* (ps). 
hardtop, $1,-|LINCOLN—'58 Capri 4-dr., $1,500* (ps). 
‘57 Premiere 4-dr., $1,050* 
’56 Premiere 2-dr. hardtop, $680°* (ps). 
MERCURY—’' 59 Monterey 4-dr., 


‘58 Monterey 4-dr., $970*; 
’57 Monterey 4-dr. hardtop, $630*. 


RAMBLER—'60 Super (8) 4-dr., $2,225*. 
59 American (6) 2-dr., $1,125. 


4-dr., $955. 


(ps). ’55 Custom Cross Country, $440*; 


2-dr., $200. 


dr. hardtop, $1,175*; 
2-dr., $925*. $765. 
‘56 President (8) 








WEATHER STRIPPING of Butyl resists deterioration. 
Resists such enemies as: ozone; sunlight; water; and aging. 
Result? Better performance and durability. 





RADIATOR HOSE of Enjay Butyl holds off deterioration 
from heat, rust inhibitors, anti-freeze and other chemicals. 
Keeps its shape and resiliency for years. 


ENJAY BUTYL 


still leading the performance parade in over 100 uses 


From sound-deadening body 
mounts underneath...to element- 
defying weather stripping outside 

Enjay Butyl Rubber gives car 
manufacturers still more reason 
to say their new models are the 
best ever. Today, all American car 
manufacturers are using Butyl. 


Today, they are finding ever so 
many ways to use this amazingly 
versatile rubber in their products. 
Butyl can improve your product, 
too. Contact the nearest Enjay 
office. Home Office: 15 West 5i1st 
Street, New York 19, New York. 
Other Offices: Akron* Boston 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE 


OIL & REFINING COMPANY 


Charlotte + Detroit * Houston 
Los Angeles* New Orleans 
Plainfield, N. J. * Tulsa 





$1,410* | STUDEBAKER—'59 Silver Hawk 
Regal (8) 4-dr., 


4-dr., $325*. 


31 


58 B Ambassador (8) Cross Country, $1,- { 


Super 


(8) 2- 


DODGE—'60 Dart (8) Seneca 4-dr., $1,- ho ao se nad 
550. f onterey 4-dr., 6 
‘ST (62) conv., $1,425* (ps) "59 Royal (8) 4-dr., $1,210* (ps). OLDSMOBILE —'60 (98) 4-dr., $2,655* FONTANA, WIS. 
‘BS (62) Coupe de Vill Psoine ’58 Custom Royal (8) 4-dr, hardtop, (ps). Fontana Auto Auction, Sale every Thurs- 
cat-| CEVROLET—_’*6 le, (ps). $960* (ps). "59 (98) 2-dr. Scenic, $2,085* (ps); (88) | day. Prices are for sale of Oct. . Good 
a4 —60 Impala (8) cunv., $2,- ’57 Coronet (8) 2-dr. naardtop, $610* Super 2-dr. Scenic, $2,050* (ps), $2,-| auction on all models through '60s. Weather 
$1,960. me: Impala (6) sport coupe, (ps). 025*; (88) 4-dr., $1,730* (ps). cool and rainy, Sold 74 percent of 246 con- 
a eas: eee (6) 4-dr., $1,950*, ‘56 Custom Royal (8) 4-dr, hardtop, "58 (88) 4-dr, Holiday, $1,210* (ps); | signments. 
1 Air (6) 2-dr., $1,825*; 4- $610* (ps); Coronet (8) Sierra 4-dr., (88) Super 4-dr. Holiday, $1,170* (ps), | BUIOK—’58 Super 4-dr. Riviera, $1,350* 
$1,680; Bel Air (8) 2-dr., $1,650; $495*. $970* (ps). (ps). 
Biscayne (8) 2-dr., $1,725*; Biscayne FORD—’60 Fairlane (6) 4-dr., $1,580*; ‘57 (88) Super 2-dr. Holiday, $880* (ps) ; ‘57 RM 2-dr, Riviera, $870*; Super 4-dr., 
$i seo; > $1,700; cova (6) 4-dr., Faleon (6) 2-dr., $1,455. (88) 2-dr. Holiday, $690* (ps); 4-dr., $795* (ps), $760* (ps). 

‘oS Seetuae devo 59 Galaxie (8) 4-dr, Victoria, $1,675* $665*; 2-dr., $545. '56 Super 4-dr., $645* (ps), $590°, $570°; 
. rvette (8) conv. $2,090; Impala (ps), $1,430*; 4-dr., $1,100*; Fairlane ’56 (88) Super 4-dr, Holiday, $555* (ps); 2-dr. Riviera, $475*; Special 2-dr., 
oe OS $1,740* (ps), $1,635*; $1,- (6) 2-dr., $1,130; Fairlane 500 (8) (88) 4-dr., $490*; (88) 2-dr. Holiday, $430*; RM 2-dr. Riviera, $335°. 

+; sport coupe, $1,705, $i, 650* 2-dr. Victoria, $1, 100*; Custom 300 (8) $450*, $250* (ps). "55 Special 2-dr., $430°; 4-dr., $235°; 
(ps); Brookwood (6) 4-dr., $1,675* 2-dr., $1,025, $905; Custom 300 (6) '55 (88) 2-dr, Holiday, $285*. 4-dr. Riviera, $230°. 
{ps $1,285; Bel Air (6) 2-ar., $1,- 4-dr.. $960°. PLYMOUTH—'59 Fury (8) 2-dr. hardtop, | CADILLAC—(62) Coupe de Ville, $2,450* 
oa $1. ,130*; 4-dr., $1,200; Biscayne ’58 Thunderbird (8) 2-dr. hardtop, §$1,- $1,295*; Suburban (6) 2-dr., $1,000* (ps), $2,370* (ps); 4-dr, hardtop, $1,- 
as 2 -dr., $1,185. 975*- (ps); Fairlane 500 (8) Skyliner, (ps); Belvedere (6) 4-dr., $940*. 935* (ps). 
orvette (8) conv., $1,500; Bel Air $1,225"; 2-dr, Victoria, $1,000*; 4-dr. ’58 Belvedere (6) 2-dr, hardtop, $700*. | CHEVROLET—'60 Corvair 700 (6) 2-dr., 
(8) 2-dr., $950*; Bel Air (6) sport Victoria, $920*; conv., $830*, $800*;| "57 Belvedere (8) 4-dr, hardtop, $690* $1,340*. 
coun $940; Impala (8) sport coupe, Ranch Wagon (6) 4-dr., $1,000; Fair- (ps); Belvedere (6) 2-dr, hardtop, ’59 Impala (8) sport sedan, $1,625* (ps); 
a Biscayne (6) 2-dr., $935; 4-dr., lane (8) 2-dr., $900*; 4-dr. Victoria, $585°; 4-dr., $510° (ps), $480*; Savoy Biscayne (8) 2-dr., $1,290*; Biscayne 
oF 90; Delray (6) 2-dr., $765. $765*; Custom 300 (6) 4-dr., $675: (6) 2-dr., $330* ~’ 2-dr., $1,155*; Brookwood (6) 4- 
Bel Air (8) sport coupe, $1,075*; 2-dr., $640, $600. 56 Belvedere (6) 2-dr, hardtop, $440*. $1,200°. 
4-dr., $915*; 2-dr., $860; sport sedan, ’57 Country Squire (8) 4-dr., $855* (ps), | PONTIAC—’60 Bonneville sport coupe, $2,- +58 "Bel Air (8) conv., $1,110*; 4-dr., $1,- 
$800° (ps) ; Bel Air (6) sport coupe, $780* (ps); Fairlane 500 (8) 2-dr. 585* (ps); Catalina 2-dr., $2,450* 035*; Bel Air (6) 2-dr., $1, 340°; 4-dr., 

925%; Two-ten (8) 4-dr., $600*. Victoria, $700* (ps), $650*; 2-dr., (ps), $2,370. $975*; Yeoman (6) 4-dr., $905°. 

56 Corvette (8) conv., $1,390*; Bel Air $605*; 4-dr, Victoria, $350*; Country '59 Catalina sport coupe, $1,900* (ps), ’57 Two-ten (6) 2-dr., $810*, $795*; 4- 
(8) sport coupe, $700; conv., $490* Sedan (8) 4-dr., $500*; Custom (6) $1,770*; 4-dr., $1,790*; conv., $1,720* dr., $720; Two-ten (8) 4-dr., $800. 
(ps), $410*, $365*; Bel Air (6) 2-dr., 2-dr., $500. (ps). '56 Bel Air (8) 2-dr., $690*, "$660": 4- 
$290*; Two-ten (6) 2-dr., $590; 4-dr., ’56 Fairlane (8) conv., $400*; 2-dr., ‘58 Star Chief 4-dr. Catalina, $1,250* dr., $680*, $580*; Two-ten (8) 2-dr., 

eo td5. $300*; 2-dr. Victoria, $230*; Custom (ps); Chieftain 4-dr., $825*. $625"; Two-ten (6) 4-dr., *; 

55 Bel Air (8) 4-dr., $590*; Two-ten (8) 2-dr. Victoria, $300°: 2-dr., $275; ‘57 Chieftain 4-dr, Catalina, $700*. 2-dr., $535*. 

(8) station wagon, $590*. Custom (6) 2-dr., $275; Ranch Wagon ’56 Chieftain 4-dr. Catalina, $440*. CHRYSLER — ‘55 Windsor 2-dr., $525*, 
CHRYSLER—’59 Windsor 2-dr. hardtop, (8) 2-dr., $300*. ‘55 Chieftain 2-dr. Catalina, $430*. $475*. 


DODGE—’ 57 Coronet (8) 4-dr., $420*. 
(Continued on Page 32, Col. 1) 
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‘56 Belvedere (8) 2-dr. hardtop, 
Plaza (8) 2-dr., $290*. 
55 Belvedere (6) Suburban 4-dr., $305* 
(ps); Plaza (6) 4-dr., 


(Continued from Page 31) 


EDSEL—’'58 Villager 4-dr., $775* (ps). 
FORD—’60 Galaxie (8) conv., $2,085*%; 4- 
dr., $1,925* (ps); Country Sedan (8) 
4-dr., $1,635*, 
’59 Thunderbird (8) conv., _32,505° (ps) ; 
Fairlane (6) 4-dr., $1,335*; Custom 300 
(6) 4-dr., $1,050 
58 Thunderbird (8) 2-dr, hardtop, $1,- 
935* (ps); Country Sedan (8) 4-dr., 
$1,010*, $925*, $885*; Fairlane 500 (6) 
ra -, $900°; Fairlane (8) 2-dr, Vic- 


, $820°. 

‘ST Fa Fairlane 500 (8) 4-dr., $895* (ps); 
Country Sedan (6) 4-dr., §875*; Fair- 
lane (8) 4-dr., $785*; Ranch Wagon 
(8) 2-dr., $625*; Custom 300 (8) 2- 
dr., $625*; Custom (8) 2-dr., $500* 
(ps), $395*. 

‘56 Country Sedan (6) 4-dr., $640*; 
Country Sedan (8) 4-dr., $585° ; Fair- 
lane (8) 4-dr., $555*, $525*; 

(8) 4-dr., $465° (ps) ; 2-dr.,” $450". 
MERCURY — ’56 Montclair 2-dr., $560*; 

Monterey station wagon 4-dr., $550* 

(Ds) ; 2-dr., $485* (ps), $440*; 4-dr., 


OLDSMOBILE—'57 (88) Super 4-dr., $1,- 
120° (ps), $1,010° (ps); (88) 2-dr., 


"56 88) 4-dr., $580*, $525* 
PLYMOUTH—’57 Savoy (8) 4-dr., $385*. 
"56 Savoy (8) 4-dr., $325*. 
PONTIAO—~ 59 Bonneville 4-dr, hardtop, 


$2,025*. 
"56 Chieftain 4-dr., $540*, $525*; 2-dr., 
$275*. 
RAMBLER—'56 Deluxe (6) 4-dr., $385*. 


DYER, IND. 


Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Oct. 21, Sold 221 
cars from 330 consignments. 

BUICK—’57 Super 4-dr., $800* (ps); Spe- 
cial 2-dr. Riviera, ° 
56 Super 4-dr. Riviera, $610* (ps); Cen- 


tury 2-dr. Riviera, $550*; Special 4-dr. 
Riviera, $275*; 4-dr., $250*, 
’55 Special 2-dr, Riviera, $295*; 2-dr. 
Riviera, $275*; 4-dr., $250*. 
CADILLAC—'57 (62) 4-ar. hardtop, $1,- 
625* (ps). 


"56 (62) 4-dr, hardtop, $1,200* (ps), 

"55 (62) conv., $525*. 

OCHEVROLET—’ 60 Impala (8) sport sedan, 
$2.285* (ps), $2,140* (ps), $2,015 (ps); 
Bel Air (8) 2-dr., $1,685* (ps), §$1,- 
610* (ps). 

*59 Impala (8) sport coupe, $1, 880* (ps), 
$1,685*; Impala (6) sport sedan, $1,- 
T15* (ps); Bel Air (8) sport sedan, 
— (ps); 2-dr., $1,470*; 4-dr., $1,- 


68 Sabems (8) sport coupe, $1,430* (ps); 
Bel Air (8) 4-dr., $1,045* (ps); sport 
coupe, $970*, *; Biscayne (8) 4- 
dr., $915*. 

’57 Bel Air (8) eee coupe, $1,105* (ps); 
4-dr., $920*, $750*; Two-ten (8) 2-dr,, 
$625*; Two-ten (6) 2-dr., $605*; One- 
fifty (8) 4-dr., $640*, 

sport coupe, 


’56 Two-ten (8) 4-dr., $510*; 
Two-ten (6) 4-dr., $465°; 2-dr., 


$510*; 
$450; One-fifty (8) 2-dr., $425*. 

55 Bel Air (6) sport coupe, $450°; 4-dr., 
$425* (ps); 2-dr., $385*; Two-ten (8) 
sport coupe, $400*; One-fifty (8) sta- 
cae, wagon, $385*; One-fifty (6) 2-dr., 

OHRYSLER—'57 Windsor 2- dr, hardtop, 

$585*; 4-dr., $450°*. 

DOpar-—'ss Coronet (6) 2-dr. hardtop, 
'57 Coronet (8) 2-dr. hardtop, $475* (ps). 
‘56 Coronet (8) 2-dr, hardtop, $240*, 
55 Coronet (6) 2-dr., $190*. 

FORD—’60 Thunderbird (8), $2,900* (ps). 
‘69 Thunderbird (8), $2,310* (ps). 

‘58 Fairlane (8) 2-dr, Victoria, $840*; 
2-dr., $835* (ps); Custom 300 (6) 4- 
dr., $710*, $475*; 2-dr., $425*; Custom 
300 (8) 2-dr., $550. 

‘57 Fairlane (8) 2-dr, Victoria, $830* 
(ps); Country Sedan (8) 4-dr., $750*, 
$440*; Custom 300 (6) 2-dr., $435*. 

"56 Custom (6) 2-dr. 


Victoria, $370*; 
Country Sedan (8) 4-dr., $250*; Fair- 
lane (8) 2-dr., $170*; 2-dr, Victoria, 


$110*. 
‘55 Fairlane (8) 2-dr. Victoria, $375*, 
ao 


$365". 

LINCOLN—’56 Capri 2-dr. hardtop, $215*. 
MERCURY—'60 Monterey 4-dr. hardtop, 
$2,220* (ps), $2,000*, 

'57 Monterey conv., $555"; 2-dr, hardtop, 
$530°*; 4-dr., 


$485 
‘56 Monterey 2-dr., 450°; 2-dr. hardtop, 


"55 Montelaie 4-dr., $475*; Custom 2-dr. 

hardtop, $240*, $145*. 
OLDSMOBILE—’60 (88) 2-dr. Scenic, §2,- 

400* oop 

'59 (88) 4-dr. Holiday, $1,585* (ps), $1,- 
400* (ps). 

’58 (88) PO-ar., $1,225*. 

'57 (88) 4-dr. ., $875*; 2-dr, Holiday, 


$830° (ps); conv., $705*. 
‘56 (88) 4-dr, Holiday, $595* (ps) 5 2-dr. 
Holiday, $510* (ps); 2-dr., 
$475*; “4-dr., 


’5S (88) 4-dr. Holiday, 
$290*; conv., $255". 
PACKARD— 56 ‘c lipper 2-dr, hardtop, 
"55 Clipper 2-dr, hardtop, $100*, 
PLYMOUTH—’'59 Savoy (8) 4-dr., $880*. 
’58 Belvedere (8) 2-dr., $780*. 
’S7T Belvedere (8) 2-dr. hardtop, $690*; 
conv., $570*; Belvedere (6) 4-dr., 
$525*; Savoy (8) 2-dr, hardtop, $510*; 
4-dr, hardtop, $415*; Plaza (8) 4-dr., 
$440*, $400*; 2-dr., $425", $400*, 
56 Plaza (8) 2-dr., $315*, $150°; 4-dr., 
$190°*. 
RAMBLER—'55 Super Cross Country, 
MISCELLANEOUS—’58 Dodge panel, $610. 


’57 Chevrolet (6) %-ton pickup, $620, 
$600; Ford pickup, $575; Dodge panel, 
250 


56 Dodge %-ton pickup, $450, 
’55 Ford panel, $125. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Oct. 20. Activity 
good, Market holding, Sharp cars pulling 
strong money, Sold 112 cars from 254 con- 
signments. 

BUIOK—'59 LeSabre 4-dr., $1,575* (ps). 

568 RM 2-dr. Riviera, $1,375* (ps); Su- 
per 2-dr. Riviera, $1,120* (ps); Spe- 
cial 2-dr., $1,080*; Limited 4-dr. Rivi- 
era, $950* (ps). 

‘ST RM 2-dr. Riviera, $960*; Century 4- 
dr., $820* (ps); Special ‘4- dr., $740* 
(ps); 2-dr., $675* (ps). 

'56 Century 2-dr. Riviera, 


Special 4-dr. Riviera, $510*; 
dr., $510* (ps 
"55 Special 2- =, ” $180. 
CADILLAO—’58 (62) Coupe de Ville, $2,- 
365* (ps); 4-dr. hardtop, $1,700* (ps). 
"57 (62) conv., $1,735* (ps). 
56 (60) Special 4-dr., $1,195* (ps); (62) 
con $1,135* (ps); conv., $1,100* 


(ps 
"53 (62) 4-dr., $425*. 


CHEVROLET—'60 Brookwood (6) 4-dr., 
$1,950; Bel Air (8) 4-dr., $1,860* (ps), 
$1, 825* (ps), $1,760*. 

"59 Impala (8) sport sedan, $1,650* (ps), 
$1,400* (ps); sport coupe, $1,650* (ps); 
4-dr., $1, 500* (ps); Bel Air (8) sport 
sedan, $1,440* (ps); 4-dr., $1,375* 
(ps), $1,350*, $1,300*, #1 :250, $1,- 

; Bel Air (6) 4- -dr., $1,330*, $1,- 

325*, 2 at $1,330*, $1,305*, $1,300*, 

$1,300, $1,295*, $1,270*, $1,215; 2-dr., 

$1,185; Parkwood (8) 4-dr., $1,400; 

Biscayne (6) 2-dr., $1,065". 

"58 Bel Air (8) conv., $i, 260* (ps), $1,- 

200*, $1,200* (ps), $1,175* (ps), $1,- 

100* (ps); sport sedan, $1,165* (ps); 
4-dr., $1,140* (ps), %1,030* (ps), 

ree" Biscayne (6) 4-dr., $1, 050*, $1,- 

$1, 000* (ps), $975*, at ‘$925, 
$920; 2-dr., $985, $950, $860" 

"57 Bei Ae (8) 4-dr., $1,000*; Two-ten 

(8) sport coupe, $965* (ps); One-fifty 

(8) 4-dr., $700* (ps). 


Super 4- 


56 Bel Air (8) 4-dr., $665*, ; Two- 
ten (6) 4-dr., $610*, $570; dr -» $205. 
*55 Two-ten (6) 2-dr., $230; Two-ten (8) 
4-dr., $150. 
CHRYSLER—'58 NY 4-dr., $1,365* (ps), 
$1,000* (ps). 


'55 Windsor 4-dr. hardtop, $335* (ps 
DeSOTO—'58 Firedome 4-dr., $1, oor.” 

57 Fireflite 4-dr., $930*; Firesweep 2-dr. 
hardtop, $510*. 

'55 Firedome 4-dr., $410*. 

DODGE—'59 Coronet (8) 4-dr., $1,115*; 
2-dr., $1,000*. 

i Coronet (8) 2-dr, hardtop, 

"57 Coronet (8) 4-dr., $475*, 

*56 Coronet (8) 4-dr., $415*; Coronet (6) 
Suburban 2-dr., $350°; Custom Royal 
a hardtop, $340*; conv., $330* 
ps 

"55 Coronet (8) 4-dr., $260*; 2-dr., $185; 
Custom Royal (8) 2-dr. hardtop, $260*. 

FORD—’59 Thunderbird (8) 2-dr. hardtop, 
$2,500* (ps); Fairlane (8) conv., $1,+ 
610* (ps); Country Sedan (8) ‘4-dr., 
$1,450* (ps); Galaxie (8) conv., $1,- 
440* (ps); Custom 300 (8) 4-dr., $1,- 
175* (ps), $980. 

"58 Thunderbird (8) 2-dr, hardtop, $1,- 
970* (ps); Fairlane 500 (8) 2-dr. 
hardtop, $1,015* (ps); conv., $990*; 
ggg 2 (8) 4-dr. Victoria, $900*; 4- 

$880*; Custom 300 (8) 4-dr., $830, 
$800, $780; Country Sedan (8) 4-dr., 


"57 Fairlane 500 (8) 4-dr., $615* (ps); 
Custom (6) 2-dr., $385*, 

’56 Fairlane (8) conv., $390*; 4-dr., 
$350*; Custom (8). 2-dr. Victoria, 
$300*; Main (8) 4-dr., $285; Country 
Squire (8) 4-dr., $225. 

’65 Custom (8) 2-dr., $290; Ranch Wag- 
on (8) 4-dr., $225 

IMPERIAL—’58 Crown 4- dr., $1,500* (ps). 
LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $2,025* (ps). 

’57 Capri 4-dr., $1,070* (ps). 

MERCURY—’59 Montclair 4-dr., 


$1,000* 


$1,600° 






tions as com- 





oe Monterey 4-dr., 
58 Monterey 4-dr., $975*; 


$850*. 
"57 Montclair 2-dr. hardtop, $925*; 
pike Cruiser 2-dr. hardtop, $510* (ps). 


'56 Monterey 2-dr., $385*. 

55 Montclair 2-dr. hardtop, $250* (ps); 
Monterey 4-dr., $135* (ps). 
OLDSMOBILE—’59 (98) 2-dr. Scenic, 
160* (ps); (88) 4-dr., $1,640* (ps). 
’58 (88) Super 4-dr., $1,330* (ps); (88) 


4-dr., 


$975* (ps). 


"57 (88) Super 2-dr. ee 


(88) 4-dr., 


$385* 


$805* (ps 
(ps 


). 
‘55 (98) 2-dr. Holiday, 
2-dr. Holiday, $330*, 


PLYMOUTH—’59 Savoy (8) 4-dr., 
(Ds) ; Belvedere (8) 4-dr., $1, 070* (ps), 
$975* 


$920*; 
$650°*; 


'58 Suburban (8) Custom 2-dr., 

Plaza (8) 2-dr., $600*. 

’57 Belvedere (8) 2-dr, hardtop, 
$630. 


4-dr., 


$1,500* (ps). 
4-dr. hardtop, 


Turn- 


$2,- 


$975* (ps); 
56 (88) 2-dr. Holiday, $440° (ps); 4-dr., 
$465* (ps); 


(88) 


$1,090* 


085* 
700* 


(ps), 
(ps); 


Star Chief 4-dr., 


(ps) ; ’ 


PONTIAC—’59 Bonneville 4-dr. Vista, 
$1,580* 


$380; 


$2,- 
4-dr., $1,- 
$1,785* 


(ps); Catalina conv., $1,710* (ps). 
‘58 Chieftain 2-dr., 
$740*. 
’57 Chieftain 2-dr., $605* (ps). 


"56 Star Chief 4-dr. 
(ps) ; 
» $240*; 


(ps), 


$315°* ; 


$400* 


$200* (ps). 


’55 Chieftain 4-dr., 
RAMBLER—’60 Ambassador (8) station 


wagon 4-dr., 
"59 Ambassador (8) 4-dr. hardtop, 


370° 


(ps). 


4-dr. 


$1,300. 


ton pickup, $1,160. 
’56 Ford (6) %-ton pickup, $350; Courier 
(8) delivery sedan, 


$925* 


(ps) ; 


Catalina, 


4-dr., 


$650* 


Chieftain 2-dr., 


2-d 


$180. 


r. 


Catalina, 
$285* (ps), $245*. 


$1,- 


STUDEBAKER—’59 Lark (6) 2-dr., $850. 
MISCELLANEOUS—'60 Chevrolet (6) %- 


’55 Ford (8) pickup, $375; Chevrolet (6) 


%-ton panel, $125. 


FARGO, N. D. 


Tri-State Auction Company, Sale every 
Thursday. Prices are for sale of Oct, 20. 
Sold 79 cars from 135 consignments. 


BUICK—'58 (75) 4-dr. Riviera, 


(ps). 
'57 Century 4-dr, Riviera, $870* 
$835*; Special 4-dr., $775*, $715*. 
’56 Special 4-dr. Riviera, $615*. 
CADILLAC—’59 (62) 4-dr., $2,875* (ps). 
CHEVROLET—’59 Bel Air (8) 4-dr., $1,- 
375*, $1,440; Bel Air (6) 4-dr., $1,- 
370. 
’58 Biscayne (6) 4-dr., $1,050*, $845; Bel 
Air (8) 4-dr., $1, 015, $985*. 
’57 Bel Air (8) 4-dr., $895"; Two-ten (8) 
4-dr., $775, $695*. 
’56 Bel Air (8) 4-dr., $705, $690*; 
ten (8) 4-dr., $665, 
’55 Bel Air (8) 4-dr., $505, $490*; 


(Continued on Page 34, Col. 3) 


$1,255* 
(ps), 


Two- 
Two- 





New Commercial-Car Registrations, 
22 States for September, 1960-1959 





Four States — Reported 
For Septembe 
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Colorado 


Delaware 


District of Columbia 


Ilinois 


lowa 
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Montana 


North Carolina 


North Dakota 


Pennsylvania 


Rhode Island 


South Carolina 


South Dakota 


Utah 


Vermont 


West Virginia 


Wyoming 


22 States Reported to Date 
For September 


Year 
To Date 


Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car Registrations, 24 States for September, 1960-1959 
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Here are some more facts and figures on the Dauphine: Over 
500 different press operations are involved in the manufac- 
ture of a single car body. The modern, post-war Flins 
factory in Paris (called the most highly automated in the 
world) has two parallel assembly lines each 440 yards long 
—and bee-line straight. In 5 years there have been 
over a million Dauphines made and sold to discriminating 
purchasers—in 98 countries and fifty U.S. States! 

The Dauphine is the world’s best-selling four-door sedan 
in its category. Soo, (In addition to those four doors, 
40 mpg, 62 years of automotive know-how and realistic pric- 


ing policies have helped.) For information about 


available dealerships write to: Commercial Division, 


Renault, Inc.,750 Third Avenue, New York NY SP 
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COLOR-KEYED Available in colors and patterns 


to compliment interior trim. 













Made from 


conn Comeane 


Vinyl Automat 
ECONOMICAL 


Low in cost. Pre-cut to save 
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ten (8) 4-dr., $395*. 
CHRYSLER—’54 NY 4-dr., $325* (ps). 
DODGE—’59 Coronet (8) 2-dr., $1,175*. 

’57 Coronet (8) 2-dr, hardtop, $640*. 

’55 Coronet (6) 2-dr., $195. 

FORD—’ 60 Galaxie (8) conv., $1,700* (ps) ; 
Ranch Wagon (8) 4-dr., $1,665. 

"59 Galaxie (8) 4-dr., $1,685; Fairlane 
500 (8) 4-dr., $1,500* (ps), $1,400* 
(ps); Fairlane (8) 4-dr., 2 at $1,200. 

"58 Fairlane 500 (8) 4-dr., $1,075*; Fair- 
lane (8) 4-dr., $1,020*, $895*. 

’57 Fairlane 500 (8) 4-dr., $1,000; Cus- 
tom 300 (8) 4-dr., $695*; Country Se- 
dan (6) 4-dr., $550. 

’56 Fairlane (8) 4-dr., $695*, $670; Cus- 
tom (8) 2-dr., $670. 

’55 Ranch Wagon (8) 2-dr., $485; Coun- 
try Sedan (8) 4-dr., $450; Country Se- 
dan (6) 4-dr., $375*; Fairlane (8) 4- 
dr., $425*, $375*. 

MERCURY—’58 Park Lane 4-dr., $1,325* 
(ps). 
'57 Colony Park 4-dr. (9 pass.), $1,025* 
(ps); Monterey 4-dr., $750*. 
OLDSMOBILE — '58 (98) 4-dr., 
(ps); (88) 4-dr., $1,145* (ps). 
"57 (88) Super 4-dr., $895*. 
PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
195* (ps); Savoy (8) 4-dr., $1,015; 2- 


$1,250* 


dr., $990. 
"55 Plaza (6) 4-dr., $270; Suburban (8) 
2-dr., $225. 
PONTIAC—’60 Bonneville sport coupe, $2,- 
600* (ps). 


’57 Super Chief 2-dr, Catalina, $700*, 
——— Custom Cross Country, 


MISCELLANEOUS—’56 Ford F-250, $525. 
’52 Ford truck, $400, 


DETROIT 


State Fair Auto Auction, Sale every 
Tuesday, Prices are for sale of Oct, 18, 
Market strong on clean merchandise. 


BUICK—’57 Special 2-dr. Riviera, $595*. 
56 Century 4-dr, Riviera, $475*. 
’55 Special 2-dr. Riviera, $300*. 
CADILLAC—’'57 (62) 4-dr. hardtop, $1,- 


675* (ps). 

CHEVROLET—’'59 Bel Air (8) 2-dr. hard- 
top, $1,460*; Bel Air (6) 2-dr hard- 
top, $1,275*. : 

’58 Biscayne (6) 2-dr., 
Delray (6) 4-dr., $850. 
’57 Bel Air (8) 4-dr. hardtop, $880* 
(ps), $800*; Two-ten (8) 2-dr., $725. 
"56 Two-ten (8) 4-dr., $495; 2-dr., $400*; 
Two-ten (6) 2-dr., $405; 4-dr., $390. 
’55 Two-ten (8) station wagon 4-dr., 


$880", $800*; 


$440* (ps), $345*; Two-ten (6) 2-dr., 
$395; Bel Air (8) 4-dr., $375. 
CHRYSLER—’57 Saratoga 2-dr. hardtop, 
$875* (ps); Windsor 4-dr, hardtop, 
$770* (ps). 
DeSOTO—’58 Fireflite 2-dr. hardtop, $1,- 
025* (ps). 


’57 Firedome 4-dr. hardtop, $700*. 
’55 Firedome 2-dr hardtop, $300*. 
DODGE—’56 Coronet (8) Sierra 4-dr., 
$475*. 
"55 Royal (8) 2-dr, hardtop, $300* (ps); 
Coronet (8) 4-dr., $205*. 
FORD—'60 Fairlane 500 (8) 4-dr., $1,550*, 


$1,525* (ps). 
’59 Galaxie (8) 2-dr. Victoria, $1,595*; 
conv., $1,525*; Country Sedan (8) 


4-dr., $1,575*. 


’58 Fairlane 500 (8) 4-dr, Victoria, 
$900°, $845*; 2-dr, Victoria, $725; 
Country Sedan (8) 4-dr., $875. 

"57 Fairlane 500 (8) 2-dr, Victoria, 
$850; 4-dr., $775* (ps), $705* (ps); 
4-dr. Victoria, $735*, $675*; Country 
Sedan (8) 4-dr., $550*; Custom 300 


(6) 2-dr., $524*, $505, 3 at $475*. 
"56 Parklane (8) 2-dr., $560* (ps), $380*; 


Custom (8) 2-dr., $415; Main (8) 2- 
dr., $280; Ranch Wagon (6) 2-dr., 
$200 


"55 Country Sedan (8) 2-dr., $275. 
IMPERIAL—'60 Imperial 2-dr. hardtop, 
$3,800* (ps), $3,250* (ps). 
MERCURY—’58 Monterey 2-dr., $900*. 
'57 Montclair 4-dr. hardtop, $680*, $675*. 
"55 Custom 4-dr., $230*. 
OLDSMOBILE — '57 (88) 
$865* (ps), $770* 
$825* (ps). 
PLYMOUTH—’'59 Savoy (8) 2-dr., $875*. 

’58 Savoy (6) 2-dr., $450*, 

’57 Savoy (8) 2-dr. hardtop, $535*, $450; 
Belvedere (8) 2-dr. hardtop, $530*, 
$490*; Plaza (8) 4-dr., $410. 

'56 Savoy (6) 2-dr., $440*, $390, $345. 

"55 Savoy (6) 2-dr., $385; 4-dr., $330*; 
Belvedere (8) 4-dr., $200. 

PONTIAC—'59 Catalina 4-dr, $1,- 
585*. 
’56 Chieftain 4-dr. Catalina, $485* (ps). 
'55 Star Chief conv., $350. 
RAMBLER—'59 Custom (6) Cross Coun- 
try 4-dr., $1,275. 

’58 Custom (6) 

$860". 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 19. 


BUICK—'57 Special Estate Wagon 4-dr., 
$910* (ps); 2-dr., $650*; Super 4-dr. 
Riviera, $975* (ps), $850* (ps); 2-dr. 
Riviera, $400* (ps); RM 4-dr. Riviera, 
$740° (ps); Century 2-dr. Riviera, 
$400* (ps). 

‘55 Super 2-dr. Riviera, $390* (ps); Spe- 
cial conv., $285*; 2-dr., $190*, 

CADILLAC—’'59 (62) 2-dr. hardtop, §3,- 
050* (ps). 

"58 (62) Sedan de Ville, $2,310* (ps). 

"55 (62) 4-dr., $875* (ps); (75) 4-dr., 
$830* (ps). 

CHEVROLET—'60 Kingswood (8) 4-dr., 
$2,195*; Biscayne (6) 4-dr., $1,600*. 
"59 Impala (8) conv., $1,685* (ps), §$1,- 
600* (ps); 4-dr. hardtop, $1,550* (ps); 
2-dr. hardtop, $1,500*; Parkwood (6) 
4-dr., $1,635*; Parkwood (8) 4-dr., 
$1,575* (ps); Bel Air (6) 4-dr., §$1,- 
380, $1,375*, $1,375*, $1,350°, $1,- 
350° (ps), $1,315*; 2-dr., $1,180; Bel 
Air (8) 4-dr., $1,350*; Biscayne (6) 4- 

dr., $1,195, $1,065. 

‘58 Impala (8) conv., $1,060* (ps); Bis- 
cayne (8) 4-dr., $1,020*, 

'S7 Bel Air (8) conv., $950*, $900° (ps); 
4-dr., $940*°, $800* (ps); Bel Air (6) 
4-dr., $635*; Two-ten (8) station wag- 
on 4-dr., $940°; Two-ten (6) station 
wagon 4-dr., $825; One-fifty (6) 2-dr., 


2-dr, Holiday, 
(ps); (98) 4-dr., 


Vista, 


Cross Country 4-dr., 


50. 

‘56 Bel Air (6) 2-dr. hardtop, $725*; 4- 
dr., $410°; Bel Air (8) 4-dr., $650*, 
$340*; conv., $380; Two-ten (6) 2-dr., 
$460. 





’55 Bel Air (8) 4-dr., $625*, $585, $435°; 
conv., $340*; Bel Air (6) 2-dr., $430; 
conv., $290; Two-ten (6) Delray, $490; 
2-dr., $375. 

CHRYSLER—’57 NY 2-dr. hardtop, $985* 
(ps). 

DeSOTO—’58 Firesweep station wagon 4- 
dr. (9 pass.), $1,275* (ps). 

’57 Firesweep station wagon 4-dr., $650* 


(ps). 

FORD—’59 Thunderbird (8) 2-dr. hardtop, 
$2,440* (ps); Galaxie (8) 4-dr, Vic- 
toria, $1,625* (ps); Fairlane 500 (8) 2- 
dr. Victoria, $1,425* (ps); Custom 300 
(6) 4-dr., $1,160*, $1,020, 275 (taxi); 
2-dr., $970. 

’58 Custom 300 (8) 2-dr., $825*, $680*. 
’57 Fairlane (8) 2-dr., $650*; Fairlane 


500 (8) 4-dr., $505*; Custom 300 (8) 
2-dr., $550*, 

’56 Country Sedan (8) 4-dr., $500*, 
$450°, $435. 

’55 Fairlane (8) 2-dr, Victoria, $550*, 


$330*; Country Squire (8) 4-dr., $420*; 
Custom (8) 2-dr., $265*, $175*, 
MERCURY—’59 Montclair conv., $1,470* 
(ps). 
"56 Custom 4-dr., $495*. 
"55 Monterey 2-dr, hardtop, $375*, $115; 
conv., $200*, 
OLDSMOBILE—’58 (88) 4-dr. Holiday, $1,- 
175* (ps). 
’57 (88) Fiesta 4-dr., $910* (ps), 
PACKARD—’56 Clipper 4-dr., $345*. 


PLYMOUTH—’58 Suburban (8) 4-dr., $800* 


Used Imported 
Cars 


ALBANY 
Fiat—'59 1200 4-dr., $600. 
Simca—’60 4-dr., $760. 


BORDENTOWN, N. J. 
Fiat—'58 4-dr., $350. 
Hillman—’59 Minx 4-dr., $665. 
MG—’'59, $1,075. 
’58 MGA conv., $800. 
Opel—’58 2-dr., $725. 
Taunus—’58 2-dr., $360. 


CALDWELL, N. J. 

Citroen—’59 4-dr., $725. 
Ford (English)—’59 Zephyr 4-dr., 
Hillman—’55 Minx conv., $110. 
Metropolitan—’57 2-dr. hardtop, $510. 
Renault—’59 Dauphine 4-dr., $610. 

’5S 4-dr., $265. 
Simea—’59 4-dr., $600. 


CHICAGO 
MG—’59 MGA roadster, $1,150. 
Volkswagen—’'59 2-dr., $1,225, $1,100. 
’57 2-dr., $780. 


DANVILLE, VA. 
Jaguar—'55 4-dr., $480. 
Volkswagen—’'60 2-dr., $1,305. 
Volvo—'58 2-dr., $860. 


DAYTONA BEACH, FLA. 
Austin-Healey—’'59 Sprite 2-dr., $860. 
Borgward—’'60 roadster 2-dr., $1,300. 
Metropolitan—’59 2-dr., $785. 
Volkswagen—’'58 2-dr., $900. 


DETROIT 
Ford (English)—’'59 Prefect 4-dr., $710. 
Simea—’59 4-dr., $475. 
Volkswagen—'60 113 2-dr., 
FLINT 
Austin—’'56 roadster, $735. 
Renault—'58 sunroof 4-dr., $240, 
Volkswagen—'57 2-dr., $765. 
FONTANA, WIS. 
Opel—’59 Olympic, $980*. 
Volkswagen—’59 2-dr., $1,145*. 
’57 2-dr., $780. 


LOS ANGELES 


$750. 


$1,425. 


Austin-Healey—’'60 2-dr., $2,230. 
’57 roadster, $1,250. 
MG—’54 TF roadster, $625. 


Mercedes-Benz—'59 219 4-dr., $1,250. 
Metropolitan—’'60 conv., $950. 

'56 2-dr., $495. 
Porsche—'57 1600 Super 2-dr., $2,150. 
Renault—’59 Dauphine 4-dr., $700. 

’58 Dauphine 4-dr., $590. 
Rover—’'52 4-dr., $135. 
Simea—’57 Aronde 4-dr., $250. 
Volkswagen—'59 sunroof 2-dr., 

dr., $1,150. 
’55 sunroof 2-dr., $500; 2-dr., $485. 


MANHEIM, PA. 
BMW—’'58 502, $1,325. 
Fiat—’59 conv., $1,250. 

Ford (English)—’'59 Anglia, 
station wagon, $560. 
Goliath—’59 station wagon 2-dr., 

Jaguar—’'59 4-dr., $1,850. 
MG—’60 MGA conv., $1,575. 
Mercedes-Benz—'59 220 4-dr., 
"58, $2,335. 
Peugeot—'59 4-dr., $925. 
Porsche—'57 2-dr., $1,680. 
Renault—'59 Dauphine 4-dr., $740. 
Simea—’'59 4-dr., $600. 
Taunus—'59 2-dr., $775. 
Triumph—’'59 TR-3 roadster, $1,565. 
’58 roadster, $1,035, 
Vauxhall—’' 60, $995. 
'59 station wagon 4-dr., 
$660. 
"58 4-dr., $370. 
Volkswagen—’61 2-dr., $1,740. 
'60 station wagon 2-dr., $1,780; 
$1,310. 

59 sunroof, $1,120. 
'58 2-dr., $980; 
conv., $900. 

'56 2-dr., $620. 
Volvo—’59 2-dr., $1,150, $1,050. 


MASON CITY, IA. 

Borgward—'59, $975. 
Jaguar—'54, $585. 
MG—’59 roadster, $1,395. 
Metropolitan—'55, $275. 
Simea—'59 4-dr., $600. 
Volkswagen—'56 station wagon, $510. 

WAREHOUSE POINT, CONN. 
Fiat—’'58 600 station wagon, $440. 
Hillman—’'55 Husky station wagon, $175. 
MG—’58 conv., $800. 
Renault—'59 Dauphine 4-dr., $645. 
Voelkswagen—'59 2-dr., $900. 


$1,280; 2- 


$625; Escort 


$400. 


$2,210. 


$700; 4-dr., 


2-dr., 


sunroof 2-dr., $920; 


(ps); Plaza (6) 2-dr., $640*, 

'57 Suburban (8) 4-dr., $650°; Savoy 
(6) 2-dr., $520*%; Savoy (8) 2-dr., 
$325*. 

’56 Suburban (6) 2-dr., $455; Savoy (8) 
2-dr., $300, 


PONTIAC—’56 Chieftain 4-dr., $500*, 


RAMBLER—’59 Super (6) 4-dr., $1,100. 
"57 Super (6) 4-dr., $540. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Oct. 19. Prices on early models remain firm 
as later models start to level off. Clean 
sharp cars combine to bring the right 


prices. Sold 69 percent of 562 consign- 

ments. 

BUICK—’'59 LeSabre 4-dr. hardtop, §2,- 
350* (ps), $1,710* (ps), $1,550* (ps). 

'58 RM 2-dr. Riviera, $1,260* (ps). 

’57 Special Estate Wagon 4-dr., $930* 
(ps); Century 4-dr. Riviera, $850* 
(ps), $760* (ps). 

CADILLAC—’60 (62) 2-dr. hardtop, $4,- 
250* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
175* (ps). 

‘60 Impala (8) 4-dr. hardtop, $2,175* 


(ps); Bel Air (8) 4-dr., $1,750*; Cor- 
vair (6) 4-dr., $1,500*. 

59 Impala (8) 2-dr. hardtop, $1,770* 
(ps), $1,710* (ps), $1,700* (ps), @,- 
530*; 4-dr. hardtop, $1,675* (ps), $1,- 
610* (ps), $1,540*; 4-dr., $1,560* (ps); 
Bel Air (8) 4-dr.,- $1,490*; 2-dr., $1,- 
300*; Bel Air (6) 4-dr., $1,280*, $1,- 
270; 2-dr., $1,255; Biscayne (8) 4-dr., 
$1,210* (ps). 

"58 Nomad (6) 4-dr., $1,300*; Bel Air 
(8) 2-dr. hardtop, $1,270* (ps); 2-dr. 
hardtop, $1,240* (ps); Bel Air (6) 2- 
dr., $1,140*, $1,100; 2-dr. hardtop, $1,- 
100*, $1,100; Impala (8) 2-dr. hardtop, 
$1,070*; conv., $1,030*; Brookwood (6) 
4-dr., $995*; Biscayne (8) 4-dr., $930*; 
Biscayne (6) 4-dr., $900; Delray (8) 
2-dr., $690; Delray (6) 2-dr., $660. 

’57 Bel Air (8) 4-dr. hardtop, $1,090* 
(ps); 2-dr. hardtop, $960*; Two-ten 
(8) 4-dr., $825* (ps); Two-ten (6) sta- 
tion wagon 4-dr., $715*; 4-dr., $625. 

CHRYSLER—’57 NY 2-dr. hardtop, $905* 
(ps); Windsor 2-dr. hardtop, $850* 
(ps), $825* (ps). 

DeSOTO—’'58 Firesweep 2-dr. hardtop, $1,- 
040* (ps). 

’57 Fireflite 4-dr., $750* (ps); Firesweep 
4-dr., $565* (ps). 


DODGE—’61 Dart (8) Pioneer 4-dr., $1,- 
830. 
60 Matador (8) 4-dr. hardtop, $1,825* 
(ps). 
’58 Coronet (8) 4-dr., $1,075* (ps). 
’57 Coronet (8) 2-dr. hardtop, $650* 


(ps). 

’56 Coronet (8) 2-dr., $395*; 4-dr., $350*. 
EDSEL—’58 Ranger 4-dr., $700*. 
FORD—’61 Galaxie (8) 2-dr. hardtop, $2,- 

495*. 

60 Galaxie (8) starliner, $2,410* (ps); 
Country Sedan (8) 4-dr., $1,990* (ps); 
Fairlane (6) 4-dr., $1,600* (ps); Fal- 
con (6) 2-dr., $1,595*, $1,425. 

’59 Thunderbird (8) conv., $2,420*; Ga- 
laxie (8) starliner, $1,675* (ps), $1,- 
450*; conv., $1,610* (ps); Fairlane (8) 
4-dr., $1,530* (ps); Country Sedan (8) 
4-dr., $1,480*, $1,300*; Custom 300 (6) 
2-dr., $1,370*%, $1,415* (ps), $1,050; 
Ranch Wagon (8) 4-dr., $1,260. 

’58 Thunderbird (8) conv., $2,140* (ps); 
Fairlane 500 (8) conv., $1,185* (ps), 
$1,060* (ps); Fairlane (8) 4-dr. hard- 
top, $850* (ps); 2-dr., $760*. 

’57 Country Sedan (8) 4-dr., $5850*, $800° 
(ps), $800*, $765* (ps); Fairlane 500 
(8) 2-dr. Victoria, $800*, $735*, $400; 
2-dr,, $750*%; 4-dr. Victoria, $780; 4- 
dr., $300* (ps); Custom 300 (8) 4-dr., 
$700*, $475 (ps); Ranch Wagon (8) 
2-dr., $600, $410. 


IMPERIAL—’57 Imperial 2-dr. hardtop, 
$1,360* (ps). 
LINCOLN —’'57 Premiere 4-dr. hardtop, 


$2,500* (ps); Capri 2-dr. hardtop, $1,- 
085*, $1,000* (ps). 

MEROURY—’60 Montclair 4-dr. hardtop, 
$1,705* (ps); Park Lane 4-dr. hardtop, 
$1,160* (ps). 

’58 Monterey 2-dr., $880* ‘ps). 

’57 Monterey 4-dr. hardtop, $740* (ps); 
4-dr., $650* (ps); 2-dr. hardtop, $710*, 
$615; 2-dr., $650*. 

’56 Monterey 4-dr. hardtop, $625*. 


OLDSMOBILE —’60 (88) 4-dr. Holiday, 
$2,635* (ps), $2,235* (ps). 
"59 (98) 4-dr. Holiday, $1,875* (ps); 
(88) 2-dr., $1,625* (ps). 
’58 (88) 2-dr. Holiday, $1,355* (ps); 4- 
dr. Holiday, $1,350* (ps). 


’57 (88) 4-dr., $1,055* (ps), $785*; 4-dr. 
Holiday, $690* (ps); (98) 4-dr. Holi- 
day, $975* (ps); 4-dr., $900* (ps). 

’56 (98) 4-dr. Holiday, $725* (ps); 4-dr., 
$480° (ps). 

PLYMOUTH—’59 Belvedere ‘8) 2-dr. hard- 
top, $1,525* (ps); 2-dr., $1,080; Savoy 


(8) 4-dr., $935; Suburban (8) 4-dr., 
$815". 

58 Fury (8) 2-dr. hardtop, $1,110*. 

’S7 Belvedere (8) 2-dr. hardtop, $705* 
(ps). 
4-dr., $480*; Suburban (8) 4-dr., $595* 
(ps), $440*; Savoy (8) 4-cr., $530*, 
$480. 

’56 Suburban (8) 4-dr., $485*%; Savoy (6) 


2-dr., $360*. 
PONTIAC—’60 Bonneville sport coupe, $2,- 
450* (ps); Catalina 2-dr., $2,250° (ps). 
59 Catalina conv., $1,930* (ps); Safari 
4-dr., $1,900* (ps); 2-dr., $1,775* (ps), 
(ps), $1,- 


$1,720* (ps); 2-dr., $1,500* 
266*; 4-dr. Vista, $1,690* (ps); Star 
Chief 4-dr. Vista, $1,835*. 

’58 Super Chief 4-dr., $1,280* (ps); 


Chieftain 2-dr., $885*. 
RAMBLER—’'60 Custom (6) station wagon 
4-dr., $1,660; Deluxe (6) 4-dr., $1,600; 
2-dr., $890. 
STU DEBAKER—’58 
$920 
VALIANT—' 60 Valiant 4-dr., $1,610* (ps). 


MISCELLANEOUS—’'55 Chevrolet panel, 


Lark 2-dr. hardtop, 


$515; %-ton, $370. 
* * a 

— Auctions in Brief — 
CHICAGO 


Arena Auto Auction, Sale every Tuesday 
(Oct. 18). All sharp cars sold, Sold 373 
ears from 613 consignments, 


es 
DANVILLE, VA. 


Danville Auto Auction, Sale every 


Wednesday (Oct. 19), 1955, '56 and ‘57 
models are in extreme demand, 
+ * * 


MANHEIM, PA. 
Mankeim Auto Auctien, Sale every Fri- 
day (Oct. 21). Weather: Clear. Sold 75 
percent of 81@ consignments. 


Sse 
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lengths are Oldsmobile, down 4.7 
inches; Buick, down 4.5 inches; 
Pontiac, down 3.7 inches; Stude- 
baker, down 3.5 inches (largely be- 
cause of the addition of the Lark 
Cruiser); Cadillac, down 2.9 inches; 
Chevrolet, down 1.5 inches; DeSoto, 
down 1.2 inches; Chrysler, down 1.1 
inches; Dodge, down eight-tenths of 
an inch; Rambler, down four- 
tenths of an inch; Thunderbird, 
down two-tenths of an inch, and 
Comet, down one-tenth. 

By contrast, the Imperial is 
eight-tenths of an inch longer; the 
Corvette is five-tenths of an inch 
longer, and the Plymouth is one- 
tenth of an inch longer. 

* o* & 


ee a look at the car heights, 
the average 1961 car is 54.9 
inches high, compared with 55 
inches for the average 1960 car. 

The following 1961 cars are 
lower than their 1960 counter- 
parts: Lincoln, down 3.2 inches; 
Mercury, down nine-tenths of an 
inch; Buick, down six-tenths of 
an inch; Chevrolet and Rambler, 
down five-tenths of an inch, and 
Plymouth, Oldsmobile and Chrys- 
ler, down one-tenth of an inch, 

On the other hand, the Corvette 
is six-tenths of an inch higher; 
Ford is three-tenths of an inch 
higher; Corvair is two-tenths of an 
inch higher, and Cadillac is one- 
tenth of an inch higher. 

Turning to the car widths, the 
typical 1961 car is 75.9 inches wide, 
compared with a width of 76.7 
inches for the average 1960 car. 

Narrower 1961 cars are Oldsmo- 
bile, down 3.4 inches; Valiant, down 
3.4 inches; Pontiac, down 2.5 
inches; Chevrolet, down 2.4 inches; 
Buick, down two inches; Lincoln, 
down 1.7 inches; Mercury, down 
1.6 inches; Ford, down 1.6 inches; 
Thunderbird, down 1.1 inches, and 
Rambler, down four-tenths of an 
inch. 

Wider 1961 cars are Plymouth, 
up 14 inches; Imperial, up 1.2 
inches; Dodge, up seven-tenths of 
an inch; Falcon, up three-tenths 
of an inch, and Cadillac, Studebak- 
er and Corvair, all up one-tenth of 
an inch. 

cm * a 


Vent Added to Crankcase 


AX 1961 cars going to California 
are equipped with a positive 
crankcase ventilation system which, 
in most cases, is supplied by the 
AC Spark Plug Division, General 
Motors Corp. 

While some automotive engi- 
neers optimistically predicted last 
spring that this would reduce the 
smog-causing hydrocarbons emit- 
ted by automobiles by 15 to 50 
percent, AC Spark Plug makes no 
such claim and deliberately scoots 
around the fray between the 
California politicians and _ the 
auto makers. 

The GM division very pointedly 
says that the crankcase ventilation 
system is “designed to combat en- 
gine sludge formation, prolong 
motor life and save gasoline.” 

Almost as an afterthought, AC 
reports that “in addition to its 


th «= 





Crankcase Vent— 


This is one of the crankcase ventilation 
units made by AC Spark Plug and installed 
on all '61 cars sold in California. It con- 








economy and antisludge features, 
the system also consumes unburned 
hydrocarbons in the crankcase, 
which is a source of air pollution.” 

Ranging in cost from $5 to $20 to 
the car buyer, the unit consists of 
special crankcase ventilation valves, 
a piece of tubing, clamps and an 
adapter. 

AC has supplied similar units for 





Globe-Union Shifts Two 


James McCallum, manager of the 
Globe-Union battery plant in Mem- 
phis, has been named manager of 
the Geneva (Ill.) plant, which is 
nearing completion. Roy M. Ed- 
wards, zone manager for the Pa- 
cific Coats plants, has been named 
to replace McCallum in Memphis. 





trucks, taxicabs and military ve- 
hicles engaged in slow or mostly 
stop-and-go driving which is like- 
ly to build up sludge in the crank- 
case. These deposits result from 
gases that enter the crankcase from 
the piston and mix with the oil, 
forming sludges and corrosive 
acids. 

The unit returns these reusable 
crankcase vapors to the engine 
where they are consumed in the 
normal combustion process. 

This is a closed system in which 
the source of flow energy is the 
vacuum in the manifold, Since the 
flow rate in the manifold is neces- 
sarily greater than the blow-by 
gases rate, a control valve is in- 
stalled in the tubing which re- 
stricts the crankcase emission flow 
at idle (high vacuum), prevents the 
mixture from becoming too lean, 
allows sufficient flow at low mani- 
fold vacuum and avoids the reverse 
flow of blow-by gases. The latter 
phenomenon could cause a damag- 
ing backfire explosion in the crank- 
case, 


Engineering Briefs 
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the field of bearings and special 
parts. 

Bunting introduced the line as 
Bunting Cadco Nylon, a special 
formulation of Nylon produced by 
Cadillac Plastic & Chemical Co., 
Detroit. 


* * * 


Sealed Power’s Research, 
Engineering Setups Changed 

MUSKEGON, Mich. — Sealed 
Power Corp. has divided research 
and engineering operations into 
four divisions — research, product 
engineering, application engineer- 
ing and metallurgy. 

The firm also announced the ap- 
pointment of these four division 
heads: Frank Warrick, research; 
Edwin C. Beck, product engineer- 
ing; E. G. Carlson, application en- 
gineering, and D. A. Paull, metal- 
lurgy. 


* * * 


Goodyear Honors Trio 


AKRON.—tThree specialists in 
tire development at the Goodyear 
Tire & Rubber Co. have been pre- 
sented the R. P. Dinsmore Awards 
of Merit for 1960. They are Eugene 
E. McMannis, chief engineer, tire 
design research; Charles N. Meier, 
compounder, and Walter C. Croys- 
dale, technical superintendent of 
the Jackson (Mich.) plant. 

+ oa ag 


Pollution Data Distributed 


NEW YORK.—An annotated 
bibliography, listing 50 technical 
papers and other publications aris- 
ing from research on air pollution 
sponsored by the American Petro- 
leum Institute, has been distributed 
to federal, state and municipal of- 
ficials, librarians of colleges and 
universities, and experts working 
on the solution of the problem, ac- 
cording to the API. 

* * * 


Gray Iron Group to Meet 
CINCINNATI.—The 32nd annual 
meeting of the Gray Iron Founders’ 
Society will be held Oct. 12-14 at 
the Netherland Hilton Hotel. 
* ca om 


New Fuel Curb Expected 


To Ease Sore Eyes in L. A. 


LOS ANGELES. — Eye-irritation 
from auto exhaust is expected to 
be reduced by a change in the 
makeup of all motor fuel sold now 
in Los Angeles County under a 
new law. 

Air Pollution Control District 
Rule 63 now forbids the sale of 
motor fuel in the county if it con- 
tains more than a certain percent- 
age of a gasoline-blending stock 


called olefins. 
+ * oh 


Chevrolet Installing 


Huge Dyna Console 


WARREN, Mich.—Installation of 
what is believed to be the largest 
dynamometer console in the auto- 
motive industry is planned for the 
Chevrolet Engineering Laboratory. 

More than 30 feet long, the con- 
sole will control four new induc- 


sists of a carburetor adaptor plate, top,| tion-type dynamometers and be 
tubing and clamps and a ventilation valve| housed in a two-story addition to 
to control the flow of vapors from the| the laboratory facilities. The new 


crankcase. 


structure, which will also contain 





three sound-conditioned rooms for 
use in special tests, is expected to 
be ready by December. 

* * * 


Michigan Company Acquired 
By Miniature Bearings 

KEENE, N. H.—Miniature Preci- 
sion Bearings, Inc., has announced 
the acquisition of Carter Engineer- 
ing Co., Ferrysburg, Mich., manu- 
facturer of rod-ends, spherical 
bearings and ball linkage devices. 

MPB President Horace D, Gil- 
bert, said the Michigan firm’s 
products are used by the automo- 
tive, farm-equipment, construction 
and aircraft industries. 
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in trunk areas) the new Acorn Type Self-threading Nuts 
not only eliminate the cost of threading, but the smooth 
contour automatically covers up studs which may other- 
wise damage articles or scratch hands. Sizes for 44" 5g” 
and 3” dia. studs and rod. Get details and free samples. 


Big Savings in Parts and Assembly Costs 


Low-cost PALNUT  Self-threading 


Nuts eliminate 


threading of parts because they form their own clean, 
deep threads while tightening on unthreaded studs, rods, 
wire and plastics. They assemble fast with standard 
power tools, even on off-angle studs and in confined 
spaces. Spring-tempered steel prevailing torque holds 
tight, whether seated or unseated. May be used and 
re-used on the same stud. Widely used on ever-increasing 


automotive applications. 


THE PALNUT COMPANY 


DIVISION OF UNITED-CARR FASTENER CORPORATION 
47 Glen Read, Mountainside, N. J. 
District Office: 730 W. Eight Mile Rd., Detroit 20, Mich. 





rt 





Nor 


LOCK NUTS 





and 





© Write for Free Samples and Bulletin 585 


Ea ae tah 


on unthreaded stud 















FASTENERS 








SS ee 








ae 


eee ee ae Be 


~~ 








36 





AUTOMOTIVE NEWS, OCTOBER 31, 1960 


Million °61 Cars to Have Them... 


Makers Push Swing 
To Aluminum Engine 


(Continued from Page 18) 


cars cannot be lightened as much 
as would be desired. 


F COURSE, ama ‘the aluminum 

engine becomes more fully es- 
tablished in the industry and in the 
eyes of consumers, there will be 
much more lightening of these cars 
to integrate them better with their 
aluminum engines. 

Because GM developed a com- 
pletely new aluminum engite, 
this corporation is being credited 
with the development of a power 
plant which has the best power- 
to-weight ratio in the industry. 
Weighing 318 pounds, this engine 
is 150 pounds lighter than it 
would be if made of iron. 

By contrast, the AMC and Chrys- 
ler engines are 80 to 100 pounds 
lighter than their iron counterparts. 

GM, by lightening up the front 


_ ends of the Special and F-85, is 


much more firmly committed to the 
aluminum engine than is AMC or 
Chrysler. 

A Chrysler official said that if the 
aluminum conversion worked for 
the 225-cubic-inch engine, alumi- 
num would be used subsequently 
for the rather similar 170-cubic- 
inch engine which powers the 
Valiant, probably next year. If the 
aluminum engine doesn’t work out 
perfectly, Chrysler would have no 
trouble putting iron engines in 100 
percent of its six-cylinder autos, in- 
stead of 90 percent. 

Significantly, AMC’s machining 
line for its new aluminum engine 
was deliberately, and at some cost, 
made for machining cast iron, also. 
The aluminum rate is 120 engines 
an hour, compared with 70 iron en- 
gines per hour. . 


Intelligent ‘Hedges’ 

IHESE measures do not indicate 

any faint-heartedness about the 

future of the aluminum engine, but 
are merely intelligent “hedges” 
that multibillion-dollar corporations 
have to make, 

While GM has taken the bold 
approach in many respects in de- 
signing this engine, AMC and 
Chrysler Corp. have taken the 
bold step in the production of 
their engines by selecting the 
modern die-casting process, 
which is generally used for small- 
er, high-volume pieces. 

Die casting is a process whereby 
enormous pressures (8,000 pounds 
per square inch in Rambler’s case) 
are used to inject molten metal in- 
stantly into a die which must be 
made of tough steel because of the 
pressures involved. 


The big advantage in die-casting 


Ready Made Auto Headlinings 


pomapies ye u want matched. 
Hundreds foctes ry ont = colors. 


COLOR c.O0.D. 
ANY CAR or STATION WAGON 
$15.00 rae 
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5440 Monte Vista sh "Las Angeles 42, Calif. 


CANADAI!! 


Yes, it’s true . . . hundreds of 
dealers in Canada are talking 
about the ‘‘Terrific Results’’ our 
self-management sales training 
program is producing . . . 25 
dealers in Toronto alone. 


Write for FREE information 


C. R. BAILEY 


Promotions 


891 King Street E. 
Hamilton, Ontario, Canada 


Dealers in many states too!! 


7 of the tep GM dealers in 
Michigan 





an aluminum block is that more 
castings can be made per hour with 
just a couple of men, resulting in 
fast, economical] production, How- 
ever, die casting requires a very 
large initial investment, and some- 
times produces problems of porosity 
and uniformity. 

A top GM manufacturing official 
said GM didn’t shy away from die 
casting because of the investment 
involved, but was dubious about the 
solution of the other problems. GM 
has been shy of die casting since 
it had trouble with some porous 
transmission cases a few years ago. 

+. * + 


Crys, AMC and Chrysler 
are convinced that these prob- 
lems are behind them, although 
Chrysler engineering executives say 
their company is going slow on alu- 
minum-engine production because 
of manufacturing problems, 

g the casting process 
chosen by AMC, Ralph Isbrandt, 
AMC engineering director, said 
“we investigated permanent mold 
casting, sand casting and die 
casting, and we found that none 
of the other methods had the 
economic feasibility that die cast- 

had. 


ing 

“Then we had to decide whether 
to die-cast the blocks ourselves or 
to bring in a supplier. It was de- 
cided that we would follow the 1958 
idea of Romney (president of AMC) 
of bringing in suppliers whenever 
they could do the job and had the 
know-how. An analysis of die cast- 
ing indicated that Doehler-Jarvis 
(a division of National Lead Co.) 


wag the outstanding die caster in| ed 


the country.” 

Doehler-Jarvis has been acquiring 
equipment and knowledge about the 
die-casting of aluminum engine 
blocks ever since 1951 when a joint 
development program was started 
for Kaiser-Frazer and later aban- 
doned. Fred Bauer, Doehler-Jarvis’s 
research chief, and Isbrandt, then 
a K-F engineer, worked together in 
this program. In a sense, AMC's 
aluminum engine is a descendent 





Die-Cast Block— 


Two views of the die-cast aluminum-engine block produced for American Motors 
by Doehler-Jarvis. At right is the top view, showing the six cast-in gray iron liners. 


The bottom of the block is shown at left. 


* * * 


of this K-F program, although it| permit changes more easily in the 


differs in numerous respects and 
has two more cylinders, 

An important difference between 
the aluminum-engine approaches of 
GM and the other companies is 
that GM’s semipermanent mold 
process is done at a cost penalty, 
while the cost to AMC and Chrys- 
ler of prod ucing their die-cast 
blocks is very close to the costs of 
sand-cast iron blocks. 


Initial Die-Cast. Serap High 


presses, the scrappage from 
die casting will be higher, but 
this is expected to taper off, At 
present 8 percent of the block cast- 
ings produced have minor defects 
at Doehler-Jarvis, but all but half 
of one percent of these are repair- 


Semipermanent mold casting 
can produce about six aluminum 
blocks an hour, compared with 
Doehler-Jarvis’s current die-cast 
rate of 20 to 22 an hour at pres- 
ent and an anticipated future 
rate of 35 units an hour. Only 
two or three men are required for 
the die-casting operation, 
Another advantage of semi-per- 
manent mold casting is that it’s 
more flexible, meaning that it will 


Technical PERSONNEL CHANGES 





(Continued from Page 25) 
of research and development andand Barret Rogers, National Fluid 


Paris H. Stafford as chief engineer 
of Permanent Filter Corp. is an- 
nounced. 

Howard has been with Permanent 
Filter since its formation in 1952. 
Stafford has been associated for the 
past eight years with the Autonet- 
ics Division of North American 
Aviation. * * * 


Cadillac Ups Brawner 


To Plant Engineer 


Henry B. Brawner has been 
named Cadillac plant engineer, re- 
placing George R. Elges who was 
recently named assistant works 
manager, 

A graduate of 
General Motors 
Institute, Braw- 
ner began his ca- 
reer at Cadillac 
in 1946 in the 
plant layout de- 
partment. After 
serving that de- 
partment in a 
supervisory ca- 

i. pacity, he was 
H. B. Brawner promoted to the 
position of assistant plant engi- 
neer in 1951. He held that post until 
his recent appointment. 
* * 


New Fluid Power Society 


Names Mackin President 


Frank L. Mackin, General Mo- 
tors Institute, has been elected 
president of the Fluid Power So- 
ciety, a new organization serving 
the hydraulic and pneumatic-power 
transmission “elds. Other officers 


are: 

Walter Ernst, Commonwealth 
Engineering Co., vice-president; 
Allan E. Morris, Hydraulics & 
treasurer, 





Pneumatics magazine, 


Power Assn., executive vice-presi- 
dent and secretary. 


Steel Comeback 
Before’61 Seen 
By Armco Chief 


KANSAS CITY.—A pickup in in- 
dustry and in steel before the end 
of the year was predicted here by 
Ralph L. Gray, chairman of Armco 
Steel Corp., in a speech before the 
American Society of Civil Engi- 
neers. 

Gray said that industry and steel 
was currently in a slump and that 
this situation has induced some to 
take a most pessimistic view of cur- 
rent conditions. He said he didn’t 
think there was much wrong with 
the economy that a little work 
wouldn’t cure and said that the 
public had become more discrim- 
inating in its purchases. 

He said customers seem to be 
taking a breather, while business 
and industry generally are taking 
a hitch in their belts. 


Gray said, as matters now stand, 
the steel industry will operate at 
70 percent capacity and produce 105 
million tons this year if a modest 
increase in the rate of production 
appears in the fourth quarter. He 
said the economy soon is going to 
require more steel than is now be- 
ing produced. 

He said the steel industry’s No. 1 
problem is foreign competition, 
pointing out that foreign labor 
prices are one-fifth that of the 


design of the engine. 

The AMC and Chrysler engine 
blocks not only are the largest die 
castings in the world, they are 
probably the most complex. For ex- 
ample, the Rambler Classic engine 
block requires the use of 172 cores, 
seven slides and nine loose pieces. 

Yet, these die-cast blocks are pro- 
duced very quickly, Only 0.3 of a 
second are needed to pour the 65 
pounds of molten metal into the 
die. Thirty seconds are required for 
“chilling” the casting and a minute 
and some seconds are needed for 
servicing the die between castings. 
This includes the insertion of the 
iron cylinder liners in the mold. 

* * 


TIMATELY, GM wants to die- 

cast its aluminum engines, ac- 
cording to a GM engineer in the 
program, although as yet no one 
can die-cast an engine head. This 
represents one of the toughest and 
most challenging problems in the 
auto industry today. 

Europeans and U. S. experi- 
mental engineers have produced 
aluminum engines for decades, 
but the major problem here has 
been to produce aluminum en- 
gines in large volumes which will 
be competitive with the very 
economical gray-iron engines 
made here. The consensus of en- 
gineers seems to be that die cast- 
ing can best meet this challenge. 

A small but interesting difference 
between these engines is that GM is 
making absolutely no recommenda- 
tion about what type of antifreezes 
or rust inhibitors to use in its alu- 
minum engine, while AMC and 
Chrysler are placing small decals 
on the radiators of their aluminum- 
engine cars, recommending that the 
owners use antifreeze that is suit- 
able for aluminum. 

It’s possible that GM, by design- 
ing a completely new engine, was 
better able to eliminate the points 
in the cooling system where iron 
and aluminum are adjacent to each 
other and where galvanic action 
could set in. An important fact 
also, is that GM has an all-alumi- 


num engine, rather than aluminum 
and iron engine. 

Each of the companies did a huge 
amount of research on possible 
corrosion problems with all types 
of water in the U. S. As a result, 
they’re very confident that no cor- 
rosion problems will develop in 
these engines. 

* * * 


Aluminum Alloys Differ 


ate cooling capacities (without 
heater) are 11.5 quarts for the 
GM engine, 10 quarts for the Ram- 
bler engine and 13 quarts for the 
Chrysler engine. 

Aluminum alloys used in these 
engines differ somewhat. GM 
uses 7 percent silicone and 0.25 
percent copper. Chrysler uses 8 
percent silicone and 3 percent 
copper. AMC uses 12.5 percent sil- 
icone and no copper. 

Despite an intensive investiga- 
tion, none of the auto makers or 
their aluminum suppliers were able 
to come up with an alloy with 
enough silicone to permit use for 
cylinder walls. 

As a result, all of these engines 
use centrifugally cast iron cylinder 
liners or sleeves made by Perfect 
Circle Corp. 

For a time it appeared that GM 
had come across a high-silicone 
aluminum alloy that would elimi- 
nate the sleeves, but it was sub- 
sequently discovered that even this 
alloy was subject to scuffing dur- 
ing engine starting. 

A solution to this situation is 
2agerly sought because the iron lin- 
eis slow down the rate of heat dis- 
sipation from the engines which 
raises the octane requirement for 
them. One of the most touted bene- 
fits of aluminum engines was that 
it would permit octane reduction. 

a * ok 


1 problem igs somewhat in- 
creased because the three auto 
makers also chose dry liners, rath- 
er than the wet liners which come 
in direct contact with the coolant. 
Wet liners, used in the Lancia V-6 
and the BMW V-8 aluminum en- 
gines, are more expensive and more 
prone to manufacturing and serv- 
icing problems, however. 

While the same basic GM en- 
gine is used for the F-85, Special 
and Tempest, the engine is con- 
siderably modified in the F-85. 
Oldsmobile engineers are proud 
of their engine engineering and 
they’ve incorporated some of 
their favorite features in the 
Rockette engine. 

This power plant has its own 
cylinder heads, valve gear, pistons 

and valve springs. Also in the Olds 
modification, each combustion 
chamber is surrounded by a six- 
bolt arrangement, rather than the 
five-bolt setup in the Special and 
Tempest engines. These cars use 
the identical engine. 

The AMC aluminum block is cast 
in Toledo by Doehler-Jarvis and 
shipped to Kenosha, where the 
block is machined and the engine 
assembled. The heads and block of 
the GM engine are cast by GM’s 
Central Foundry Division in De- 
fiance, O., and shipped to Buick in 
Flint for machining and assembly. 

Buick sends the “short block” to 
Oldsmobile, consisting of the block 

and part of the engine components. 
Chrysler casts its aluminum block 
at its foundry in ‘Kokomo, Ind. 





Die-Casting AMC's Aluminum 


Engine— 


United States. Second steel prob-| One of the four 2,000-ton die-casting machines used by Doehler-Jarvis in Toledo 
lem, he said ig domestic competi-| to cast the aluminum-engine blocks offered in the 1961 Rambler Classic Sixes. Eventually 
these machines will cast about 35 blocks an hour. 


tion from other materials. 
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From Detroit’s Cobo Hall .. . , 


Auto Show Sidelights 


OBO HALL was “off limits” to 

imported cars, so one East Side 
Detroit dealer set up shop outside 
the building. 

During the show Monaco Mo- 
tors, Inc., displayed a Citroen 
station wagon in a corner of a 
parking lot across from the en- 
trance to Cobo Hall. Thousands 
of show visitors passed this spot 
daily. 

Tucked under the luggage rack 
atop the roof of the wagon was 
literature about the vehicle. 

* ” * 
— souvenir pictures of visit- 
ors drew thousands to the Buick 
and Chevrolet displays. 

Four five-girl teams of photog- 
raphers were busy all day long 
snapping visitors seated at the 
wheel of a Buick convertible. The 
pictures were taken, developed 
and mounted in folders in less 
than two minutes. 

The procedure was the same on 
the Chevrolet set, except that the 
girl photographers were attired in 
brief clown costumes rather than 
evening gowns. 

* * * 
Miss AMERICA, Michigan’s 
Nancy Anne Fleming, handed 
out 22,000 autographed photos dur- 
ing a three-day “reign” in the Olds- 
mobile display. The photo showed 
Miss Fleming standing beside a 
white Olds. 
* * * 
ERE were a number of crowd 
stoppers in the impressive Auto 
Wonderland display, the “show- 
within-a-show” which told in ex- 
hibit form how a car is born. 

A styling studio, in which 
craftsmen were at work on the 
drawing boards and a full-size 
clay model of a composite ’61 
compact car; a miniature ani- 
mated assembly line, and a tire- 
producing machine drew the big- 
gest crowds. 

There also were large groups 
around a giant 9-by-12-foot televi- 
sion screen showing traffic on the 
John C. Lodge Expressway, which 
passes under Cobo Hall. 

The projection system, developed 
by General Electric, demonstrated 
the role of closed-circuit television 
in remote control of freeway traf- 
fic. The exhibit was sponsored by 
the Michigan Highway Department, 
Michigan Bell Telephone Co, and 
GE. 

The large-screen projector was 
used publicly for only the second 
time at the show, It passed its first 
public test at the Democratic na- 
tional convention in Los Angeles 
last July. 

cg Cd a 

5 NEW YORK publicity man 
A summed up the difference be- 
tween the Detroit show and the ’56 
New York exhibit thusly: 

“In New York they would come 
in for an hour or so and then 
leave. In Detroit they’re staying 


* * * 









Show Beauty— 


Hostess at the Studebaker Lark exhibit 
at the National Automobile Show at De- 
troit's Cobo Hall was Tommye Lou Glaze, 
Miss Indiana. Miss Glaze was awarded two 
scholarships while placing fourth in the 


recent Miss America finals. A mezzo- 
soprano, she will audition with the Metro- 
politan Opera, New York. 


\ blue button worn by thousands of 


for four, five and six hours at 
a time.” 

Newspapermen from al] sections 
of the country were on hand for 
the show. They agreed it was the 
finest auto display they had ever 
seen. 

* + * 

POPULAR feature of the 

show’s souvenir program, pub- 
lished by AuToMoTivE News, was the 
roster of United States car names— 
1,690 in all, The name “Benham” 
brought back memories to one show 
visitor, Walter Benham, 72, of De- 
troit, 

Benham’s brother George start- 
ed the Benham auto plant in 1913 
on Mt. Elliott near a street now 
called Benham, Only 30 cars were 
built before funds were exhaust- 
ed. The car had a Continental six- 
cylinder engine, Brown & Lipe 
four-speed transmission and dual 
Timken axles. 

“I outraced everything with my 
Benham except the Doble Steamer,” 
Benham told Automotive News. 


The roster incorrectly lists 1917 
as the first ‘sale year for the Ben- 
ham, 

* * oe 
os only make exhibiting previ- 
ous models together with its ’61 
edition was Thunderbird. This 
method is considered daring at any 
auto show, and Detroit’s National 
was no exception. About equally 
mixed were the “They’ve ruined it” 
outcries and the “Wow!” chorus. 
* * * 


Ror Buick General Manager 
Edward D, Rollert and Pontiac 
General Manager Semon E, Knud- 
sen entertained Detroit area dealers 
on preview night. 

Later Rollert, Knudsen and 
James M. Roche, General Motors 
distribution vice-president, dropped 
in at a press supper dance given 
by Anthony G. DeLorenzo, GM pub- 
lic relations vice-president, 

* * + 
| grsge ome of the Chicago Auto- 
mobile Show, the nation’s larg- 
est dealer-sponsored exposition, 
were impressed by both the AMA 
show and Cobo Hall. 

“The attendance so far has 
been fantastic,” said Max Evans, 
president of the Chicago Automo- 
bile Trade Assn., who viewed the 
exhibits on the show’s fourth day. 


“We hope we can learn something 
from the staging of this great event 
to take back to Chicago with us,” 
he added. 

Evans was among 20 CATA offi- 
cials who flew to Detroit for the 
show. Others were Don Mullery, 
chairman of the CATA show com- 
mittee, and Edward L. Cleary, 
CATA executive vice-president and 
show manager. 

The 53rd Chicago show will be 
held Feb. 18-26 in McCormick 
Place, the Windy City’s new lake- 
front exposition center, Previous 
shows have been staged in the Chi- 
cago Amphitheater on the city’s 
South Side. 




















* * 


“—* A Chrysler Corp. Booster” 
said the large round white-and- 


visitors. 

The buttons, originally intended 
only for Chrysler workers and fam- 
ilies who attended as guests of the 
company, were handed out at en- 
trances by employes. 

“We're giving them to anyone 
who wants to wear one,” said one 
of the men handing them out. 

*” eo ar 
TWO-TIME visitor to the show 
was a man whose name has 
been prominent in automotive news 
this year—William C, Newberg, de- 
posed president of 
Chrysler Corp. 
Newberg and his 
wife visited the 
extravaganza on 
preview night and 
again in mid- 

week, 

Chatting with 
Automotive News 
between the 
Plymouth and b 
Dodge exhibits, 
the ex-executive W. ©. Newberg 
said he still had not firmed up any 
future plans for himself. He ex- 





pressed the hope that whatever em- 
ployment he takes would keep him 
in the Detroit area. 

+ * 

HE Chevrolet display was par- 

ticularly attractive to the small 
fry. 

There were clowns distributing 
balloons, pretty girls taking pic- 
tures, a free miniature Corvette 
daily for the lucky ticketholder, 
@ magician, and rides in an aerial 
boom installed on a Chevrolet 


, P g i ff es 
Quantity 
truck. 
Many of the displays had foun- 


3 PRODUCTION 


the only pool which contained live ) 
fish. It was part of the Greenbrier 
Park display which featured the Yo. Sainte 
new Corvair Greenbrier sports sta- md ae pes C4” 
new Corval GREY IRON GASTINGS 
* ® 


Cars, Fashions Displayed 
In San Leandro, Calif. 

SAN LEANDRO, Calif—Most ’61 
models were on display last week 
in the fourth annual show spon- 
sored by the San Leandro Automo- 
bile Dealers’ Assn. 

Fashion shows were held each 
day of the three-day show at the : 
Bay Fair Shopping Center. The Fi 


committee in charge included Erich ; 
THE WHELAND COMPANY 


Wolf (Buick) Ed Chovanes (Ford), 
FOUNDRY DIVISION 


Ole isla 
LARGEST AND MOS1 
PRODUCTION FOUNDR 


and P. L. Mennenga, Dailey Chev- 
rolet. 


Udylite Appoints Buttrey 
Factory Chief, Ups Cassel 

D. L. Buttrey has been appointed 
factory manager of the Udylite Di- 
vision, Udylite Corp. He had been 
vice-president and general man- 
ager of manufacturing at R. C. 
Mahon Co., Detroit. 

Robert Cassel has been named 
assistant factory manager. He join- 
ed Udylite in 1940 and had been 
manufacturing superintendent since 
1956. 
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KNOCK YOURSELF 
OUT FOR 


PEANUTS? 






There’s a 
new, hot market 
waiting to be 
sold the Checker, 
and Checker dealers 
are discovering 
each sale means 
bigger than usual 
— profit. Investigate 
hecker’s purpose-built 
passenger sedans and 
station wagons. They 
save money for your 
customer—mean more money 
for you. Call or write 
Checker Motors today to 
hear more about the 
new Checker cars and 
about the people in your 
area who are waiting 
now to buy a Checker 
from you. Complete 
‘‘In Business”’ starter 
package includes 
a trigger-ready 
merchandising 
campaign that will 
bring in the 
best prospects 
right away. 






































Specifications subject to 
change without notice. 





:TAXI-PROVEN;: 





© 1960 Checker Motors Corp. 


CHECKER MOTORS CORP. 


KALAMAZOO, MICHIGAN 























applicator, a complete touchup kit 

in one unit, is ideal for covering 

small areas. The aerosol spray paint 

is useful in covering large areas, 

and one can covers an area the 

size of a door panel, the firm added. 
* * * 


VOLT METER—A volt meter designed for 
use with alternators has been announced 
by Burton-Rogers Co., 42 Carelton St., 
Cambridge 42, Mass. The pocket-size Hoyt 
Alternator Volt Meter, No. 614-DR, is said 
to provide readings from zero to 18 volts 
in both alternating and direct current. The 
unit tests alternator output both before 
and after rectification, it is said. The unit 
is furnished with two three-foot rubber 
leads and metal bail to hang the meter 
away from the ger body. 


SNOW PLOW—Douglas Motors Corp., 
1234 N. 62nd St., Milwaukee, Wis., has 
marketed a line of heavy-duty snow plows 
designed especially for Ford four-wheel- 
drive vehicles. The plows are said to fea- 
ture dval-trip springs, dashboard controls, 
reversible cutting blade, hydraulic system 
and adjustable disc shoes. Blade, quadrant 
and A frame can be removed or replaced 
in less than two minutes, according to the 
manufacturer. 





HEATER—A space-saving hot water 
heater, designed to conserve leg room in 
small and compact cars, has been intro- 
duced by Arvin Industries, Inc., Columbus, 
Ind. Available in both six and 12-volt 
models with fittings, the 803C and 804C 
heater is seven inches square and has a 
12,000 British Thermal Unit heat capacity. 
it has a 6 by 5% by 2-inch copper radi- 
ator core that allows air to pass through 
the heater with minimum restriction, it is 
said. Cold air is pulled through the core 
and hot air is pushed straight on through 
the heat control door at the bottom, elimi- 
nating air-slowing back pressures, it is 
claimed. 
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© TIRE CHANGER—Power bead breaking 
and power mounting and demounting can 
be done with the Bishman 880-61 electric- 
air power tire changer, according to Bish- 
man Mfg. Co., Route 2, Osseo, Minn. A 
feature of this model is said to include 
a built-on air power double bead breaker 
that operates with a regular air chuck. 
Either bead can be broken alone or both 
simultaneously and the bottom bead is 
held up in the well making it easier to 
demount both beads. A mount-demount 
tool, which is electric power driven, auto- 
matically clears the rim and wheel weights. 
A three jaw self-centering chuck engages 
the rim, instead of the center hole in the 
wheel, and will handle any wheel and 
rim from 12 through 174 inches without 
any adapters or, accessories, it is said. 


TENSION GAUGE—United States Gauge 
Division, American Machine and Metals, 
Inc., Sellersville, Pa., has announced a 
spring tension gauge, used for measuring 
the “breakaway” force needed to move 
an object held by a spring member, in- 
ertia or friction. Wide use is seen for the 
gauge in the automotive field, in checking 
the tension of the springs of distributor 
breaker arm, generator and starter-brush 
holders, as examples, according to U. S. 
Gauge. The gauge features a graduated 
dial and knife-edged pointer which permit 
accurate readings over the entire scale, 
it is said. It is a “push-pull” instrument 
with the zero reading at the top of the 
dial. Compression readings move pointer 
counter-clockwise; tension moves pointer 
clockwise. Guaranteed accuracy for either 
side of scale is gold de be two percent. 


°61 Chrysler Touchup Paint 


Offered in Two Dispensers 
Touchup paints for all 1961 Chrys- 

ler Corp. cars are available in two 

types of dispensers, according to 





SPIN-ON FILTER—A color-coded, spin-on 
oil filter is included in a line of avtomo- 
tive filters produced by Judd-lederer Mfg. 
Co., 7681 Beechmont Ave., Cincinnati, O. 
The all-stee! containers are said to be en- 
gineered and designed to meet or exceed 
factory specifications, and carry a gvar- 









































the MoPar Division, Chrysler Mo- 
tors Corp., P. O. Box 1718, Detroit 
31, Mich. 

The firm said the brush-in-cap 


antee against rupture or failure in normal 
use. Each filter is said to be individually 
tesied at 80 pounds pressure before ship- 
ment. 





HAND DRYER—An electric warm air 
hand dryer, known as Jiffy-Dry, has been 
announced by Washex Corp., 2657 Main 
St., Santa Monica, Calif. Advantages 
claimed for the unit are high efficiency, 
quick drying, small size, low cost, uses 
standard 110 volt current. Jiffy-Dry comes 
in two types: An in-the-wall unit with face 
flush with the wall; and on-the-wall unit 
which fastens to the wall surface project- 
ing only four inches. The face of the unit 


is 4 by 10 inches. 
* * * 





AUTO ALARM—The Police Auto Alarm 
attaches inside the hood of an automo- 
bile and sets off a horn when a person 
tries to tamper with any part of the car. 
Switch sets the alarm for the period the 
driver is away from the car. Alarm auto- 
matically stops 15 seconds after tamper- 
ing is halted. The unit is said to fit either 
six or 12-volt systems. Gregory Sales Co., 
316 Marion Bidg., Cleveland 13, O. 





* * + 





TOE GAUGE—Hunter Engineering Co., 
Hunter & Ladue Rd., St. Lovis 24, Mo., has 
developed the Roll-A-Tote gauge for check- 
ing toe settings on cars and trucks with- 
out setting up the complete alignment 
procedure. Available in both car and truck 
models, the gauge can be used on the 
average floor of any service department, 
it is said. 





GOVERNOR—Design changes expected 
to result in extended applications, utility 
and effectiveness of Stewart-Warner ‘‘Na- 
tional” engine speed governors—notably, 
elimination of variance in power, have 
been announced by the Instrument Divi- 
sion, Stewart-Warner Corp., 1826 Diversey 
Pkwy, Chicago 14, Ill. The design produces 
no ‘slam-shut’ action—it limits, only, but 
does not shut off the engine, it is claimed. 
As a result of spring action, butterfly vaive 
design changes, and a change in leverage 
action, it is now possible to ‘ride’ at maxi- 
mum or governed speed without having 
to stay just under governed speed, it is 
soid. The new governor does not affect 
engine power or speed below governed 
speed. 

eee 


Jet Stream Air Deflector 


Awarded U. S. Patent 


The Jet Stream Air Deflector for 
station wegons and pickups which | 
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NEW PRODUCTS 


is said to keep out smog, exhaust 
and dirt with the windows open or 
closed and to keep the glass clear 
and safe of rain, snow and mud 
has been awarded U. S. Patent No. 
2933344, 

The deflector is produced by Su- 
perior Industries, North Hollywood, 
Calif. 





AIR COMPRESSOR—A line of 100-pound 
air compressors in the 25-100 horsepower 
range has been introduced by Clark Bros. 
Co., Olean, N. Y. Designated the C-Line, 
these two-stage, air-cooled units are said 
to be designed for compactness and dur- 
ability. Complete air cooling eliminates 
the need for cooling water duty as well 
as the extra weight and expense of water 
jacketing. Built in 25, 50, 75 and 100 
brake horsepower sizes, Clark C-Line Com- 
pressors are available as a basic compres- 
sor, base mounted compressor less motor, 
or complete base mounted package in- 


cluding electric motor drive. 
b.... 





GAP TOOL—A compact, pocket-size gap 
setting tool with eight steel wire gauges 
has been introduced by Champion Spark 
Plug Co., Toledo, O. The tool, labeled the 
CT 413, is said to be the first in which 
all working parts are enclosed in a case. 
It is made of plastic, and features a built- 
in electrode bending fixture, taper gauge 
and thin, double-cut file, all of which re- 
tract into the case for ease of carrying. 
The steel wire gauges are calibrated at 
015, .020, .028, .030, .032, .035 and 
.040-inch to cover the complete range of 
spark plug gap settings recommended for 
automotive engines. When retracted, the 
complete tool measures 34% inches long, 
1% inches wide and % inches deep. Total 


weight, 2Y2 ounces. 
ee ts 
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BATTERY CABLE—Corrosion guard bat- 
tery cables have been announced by Whit- 
aker Cable Corp., North Kansas City, Mo. 
The guard is an exclusive Duravin insulat- 
ing sleeve, which protects the weld be- 
tween terminal and cable, it is said. The 
sleeve is fused to the Duravin insulation 
covering the cable itself. Whitaker uses 
an exclusive arc-welding process to join 
cable and terminal, instead of soldering 
or crimping the terminal to the cable. This 
“flash-welding"™ process joins each strand 
of the cable to the terminal, giving greater 
resistance to intergranular corrosion, it is 
claimed. 


DOOR LOCKS—Houser Engineering & 
Mfg., Inc., Bluffton, Ind., has announced 
safety door locks for the inside of cars. 
According to the manufacturer, it takes 
five minutes to replace inside door handles 
with these chrome-finished units that snap 
on. No mechanical changes are necessary, 
it is said. 





SAFETY DOOR HANDLES—A safety door 
handle that is said to lock with the igni- 
tion key has been announced by Detroit 
Master Products Co., 16490 Woodward 
Ave., Detroit 3, Mich. When set in safety 
position, they are said to spin freely, mak- 
ing it impossible for car doors to be 
opened regardiess of how children toy 
with them. When children are not in car, 
however, they may be disengaged to func- 


tion like ordinary inside handles. 
a x + 








CAR CARRIER—The Loadmor Mobile Car- 
rier is said to feature a low loading angle 
and one-man operation. A hydraulic con- 
trol valve permits cable control to less 
than 1/100 of an inch, forward or reverse. 
Should hose break, drum winch automatic- 
ally locks load in hold position, it is said. 
Hydraulically operated gate locks in four 
positions to meet various loading and 
transporting requirements. Platforms are 
available in 16, 18 and 20-foot lengths. 


Loadmor Co., P. O. Box 125, Sioux City, la. 
* a + 
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UTILITY TRAILER—A compact utility trail- 
er with a 1000-pound load capacity, has 
been introduced by Mastercraft Trailers, 
Inc., Middletown, Conn. With the new 
Mastercraft Taskmaster and its “Loada- 
matic” ramp, small vehicles and equipment 
on wheels or rollers can be trailed smooth- 
ly; loaded and unloaded easily and quick- 
ly, it is claimed. The ramp tilts to the 
ground and has a non-skid surface. Self- 
propelled tocis and carts can be driven 
or guided on and off the trailer. As cargo 
is moved forward on the ramp and loading 
is completed, the ramp automatically 
swings into position for trailering. A lock 
holds it securely in place while the trailer 
is being towed, it is said. Ramp length 
is eight feet; width, four feet. Overall 
length from coupler to tail light is 11 
feet eight inches; hub-to-hub width, five 
feet four inches. Total weight is 520 
pounds. 




















This 


NO ah aA a Re I et oa BA et 


a See n 


BOB PETTINGELL 
KOB, Albuquerque 


FRANK GAITHER 
WSSB, Atlanta 


VAN BEUREN W. DeVRIES 
WGR, Buffalo 


CHARLES GATES 
WGN, Chicago 


GEORGE UTLEY 
WFAA, Dallas-Ft. Worth 


CHARLES J. SITTA 
WKMH, Detroit 


FRANK STEWART 
KPRC, Houston 


LEE BRYANT 
KARK, Little Rock 
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ROBERT E. MITCHELL 
WINZ, Miami 
JAMES BUTLER 

WISN, Milwaukee 


BYRON E. ANDERSON 
KSTP, Minn.-St. Paul 


HARRY MOORE 
WTAR, Norfolk 


LYELL BREMSER 
KFAB, Omaha 


HARVEY GLASCOCK 
WIP, Philadelphia 


RICHARD M. BROWN 
KPOJ, Portland 


JAMES E. GLEASON 
WJAR, Providence 
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FRED C. BECKWITH 


is the (spot) for a commercial 





Election returns will be coming in—and the vote’s for ie = 
your product when you use their ledg — 
local markets. They know local tastes in| 





KCRA, Sacramento products and listening habits—keep up-to-date on __ 
ane pems every segment of the Radio audiences their panioes 
WOAI, San Antonio reach, 
JACK KEINER They can come up fast with the kind of facts and fig- 
KFMB, San Diego ures you need to do a sound selling job for your prod- 
asteteids i. while uct. Just call. them to get the potent local Radio support 
ics Shonen that sells effectively and economically. 
ROBERT H. TEMPLE 
KREM, Spokane PETRY RADIO OFFICES AND MANAGERS 
MAX KIMBREL New York ....... Ben Holmes Daillas..... +. David C. Milam 
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V-8 Still Takes Lion’s Share... 


| Compacts Boost Use 


| Of 6-Cylinder Engine 


By Martin L. Whitmyer 
i Staff Writer 
z the compacts taking 53.1 
5 | percent of total industry-six- 
| . cylinder engine installations, the 

smaller powerplant was used on 
more American cars in 1960 than 
in any other model year since 1953. 

The six-cylinder engine was in- 
stalled in 43.42 percent or 2,610,- 

460 of the 6,011,482 cars rolled 

from United States assembly 
lines during the 1960 model run. 

That’s a 15.24 percentage-point 
gain from 1959, when the smaller 
powerplant was installed in 28.18 
percent or 1,568,846 of the 5,566,657 
cars produced. 

Still the most popular engine, 
however, is the V-8, which was in- 
stalled in 56.58 percent or 3,401,022 
of the cars produced in 1960. Dur- 
ing the 1959 model run, however, 
the larger powerplant was installed 
in 71.82 percent or 3,997,740 of the 
cars built. 
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: 
| pending tal was supposed to have 
| been the long sought goal of 
the American car buyer in 1960, but 
paradoxically, the compact-car cus- 
i tomer wasn’t buying it in the case 
of automatic transmissions. 
Overall, the installation of auto- 
matic transmissions was off from 
i| 75.72 percent in 1959 to 71.68 per- 
’ 
| 
} 
1 


eee 


pene a tember os 


cent last year, but in the compact- 
car field it accounted for 13.20 per- 
cent of total industry output in 
1960, compared with only 3.90 per- 
cent a year earlier. 

In the compact line itself, the 
automatic transmission was install- 
ed on 50.54 percent or 793,601 of the 
1,570,182 Comets, Corvairs, Falcons, 
Larks, Ramblers and Valiants pro- 
duced in 1960. 

In 1959, the automatic transmis- 
sion was installed in 43.55 percent 
or 217,132 of the 498,551 Larks and 


Ramblers produced. A 

7 automatic transmission was 
off in the low-priced standard 

and medium price field, while its 

installation in the highest priced 


field still was 100 percent. 
A sizable decline in overall out- 


percen 

Within the low-priced field itself, 
automatic transmissions were in- 
stalled in 68.98 percent of the low- 
price standard cars in 1960, as 
against 68.90 percent in 1959. 

In the medium-priced field, auto- 
matic transmissions accounted for 
22.49 percent of total industry as- 
semblies in 1960, compared with 
27.53 percent a year earlier. On a 
class basis, automatic transmissions 
appeared on 97.41 percent of the 
cars in the medium-priced field in 
1960, ag against 97.32 percent in 
1959 





The highest priced class automa- 
tic transmission appeared on 3.07 
percent of total industry production 
in 1960, compared with 3.35 percent 
on 186,440 units a year ago. 


WER steering appeared on 

39.06 percent or 2,348,269 cars in 
1960, compared with 43.30 percent 
or 2,410,261 units in 1959. 

On a percent-of-industry basis, 
the compact’s power steering in- 
stallations were used on 1.36 per- 
cent of the total cars produced by 
the industry in 1960. A year ear- 
lier, the compact’s power steering 
units were put on 0.93 percent of 
total industry assemblies. In the 


ing installations were off from 
10.34 to 5.20 percent. 
In the low-price standard line, 
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class itself, however, power steer- - 


power steering accounted for 14.82 
percent of the total cars produced 
in the U. S. in 1960, compared with 
16.60 percent in 1959. In the low- 
priced line, installations were up 
from 27.94 to 31.06 percent. 

Power steering in the medium- 
price class appeared on 19.81 per- 
cent of the total cars produced in 
1960, compared with 22.42 percent 
a year earlier. In the class itself, 
power steering installations were 
up from 79.30 to 85.79 percent. 

Power steering again was stand- 
ard equipment in the highest priced 
class. On a percent-of-industry 
basis, it was off from 3.35 to 3.07 
percent due to a decline in overall 
assemblies. 

* * * 
WER brakes were installed in 
1,589,000 cars or 26.43 percent of 
total eee assemblies in 1960, 
compared with 29.79 percent on 
1,658,207 installations a year earlier. 

In the compact-car field, power 
brakes appeared on 0.78 percent 
of factory assemblies in 1960, 
compared with 0.85 percent in 
1959, Within the field itself, in- 
stallations were off from 9.51 to 
3.00 percent. 

The low-price standard field’s 
power brake installations was 
good for 5.05 percent of total 
industry output in 1960, compared 
with 6.41 percent a year earlier. 
Within the line, power brakes ap- 
peared on 10.58 percent of the 
Chevrolets, Fords, Plymouths and 
Studebaker Hawks produced in 
1960, compared with 10.79 percent 
in 1959. 

Power brakes in the medium- 
priced field declined from 22.42 per- 
cent of total industry assemblies in 
1959 to 17.53 percent in 1960. Within 


the field itself, however, power- 


Rental Compacts 
Gain in Tourists’ 


Favor in Miami 


MIAMI.—This igs the time of year 
when car-rental companies here 
build up their fleets for the winter 
season, when some 15,000 cars of all 
makes and models are available to 
tourists who fly to Florida and then 
rent a car. 

In Dade County alone there are 
some 60 rental firms, from such na- 
tionwide outfits as Hertz and Avis 
to the smaller loca] outfits with as 
few as a dozen units for rent. 

Some companies expect the com- 
pacts will just about take over 
the auto rentals. 

Said Stanley Segal, vice-president 
of Yellow Rent-A-Car: “We have 
ordered 100 Pontiac Tempests to 
supplement our several hundred 
Falcons, Corvairs and Valiants. 
These compacts have proven so 
popular that almost 75 percent of 
our 1960-61 fleet will be in this 
category. Of course, compacts rent 
for slightly less than the regular 
models, but we find most tourists 
are economy-minded even to rent- 
ing cars as well as buying them.” 

On the other hand, the Hertz peo- 
ple, who usually have a fleet of 
4,000 units in Florida, are sticking 
to the larger models of the so-call- 
ed popular-priced cars, and have 
lowered rates somewhat. 

Last season many rental compa- 
nies overpurchased early and the 
business did not come up to ex- 
pectations. This year orders are a 
bit slower coming in, although one 
local dealer said he already has 
firm orders for 1,700 units. Almost 
uniformly these new carg are 
bought at $50 over cost. 

At one time the larger rental 
firms made purchases in Detroit or 
Chicago, and then had Florida- 
bound tourists drive them here to 
save transportation charges, the 
agencies paying only for the gas 
and oil. The business is too big for 
that now, and cars are bought from 
local dealers. 

Since it would be disastrous to 
unload these used cars in the Miami 
market in the spring, at least 75 


.| percent of them are shipped to 


other markets, Last year these cars 
were shipped as far away as Wash- 
ington and Oregon, 






brake installations were up from 
67.82 percent in 1959 to 75.92 per- 
cent in 1960. 

Power brakes again were stand- 
ard equipment in the highest priced 
class, but its percent-of-industry 
take was off from 3.35 percent to 
3.07 percent due to the overall de- 
cline in production. 

* ok * 
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Big Gain in 6s; Other Options Off .. . 
New-Car Options—'60 vs. ‘59 


(Industry Breakdown) . 
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pons eae were on the up-|| EQUIPMENT: fae. Total —e T oe 2. 
Ww. - Output Output . 
| ate ad mieee Re as 60 Mods. ’60 Mods. ’69 Mods.’59 Mods. Models —°50-"60 
from the previous year. Automatic Trans, ..4,309,041 71.68 4,215,242 75.72 — 404 +46.80 
Power seats were installed in Power Steering ...... 2,348,269 39.06 2,410,261 43.30 — 4.24 +38.69* 
642 percent or 386,163 of the cars Power Brakes ........ 1,589,000 2643 1,658,207 29.79 — 3.56 +25.44** 
pmo by oe sae = Power Seats ............ $86,163 642 352,595 633 + 0.09 + 6.03 
po sn se8 enon te 1959, Power Windows .... 410,483 6.83 386,993 695 — 0.12 + 6.29 
On an industrywide basis, the Power Antennas .... 217,566 3.62 268,698 483 — 121 + 2.96*** 
medium-priced class accounted for|| 8-Cyl. Engines. ........ 3,401,022 56.58 3,997,740 71.82 —15.24 +13.37 
3.31 percent of total power seat in-|| 6-Cyl. Engines ........ 2,610,460 43.42 1,568,846 28.18 +1524 —13.37 
stallations in 1960, compared with *Percentage-point change for power steering dates from 1951, the first year it was 





3.20 percent a year earlier; the low- 
price class was off from 0.49 to 0.41 
percent; the highest priced class 
rose from 2.64 to 2.70 percent, and 
compacts didn’t offer the option in 
either year, 

Within the classes, the highest- 
priced class installed power seats 
on 89.45 percent of its cars in 1960, 


offered. 

aa change for power brakes dates from 1952, the first year it was 
offered. 

***Percentage-point change for power antennas dates from 1952, the first year the 
electrically-operated type was offered. 


Compact Lines 
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compared with 80.27 percent a year Pet. of Pct.of Pct.of Pet.of Between ween 
earlier; the medium-priced field|| EQUIPMENT: ow eae — Ra "60 & '59 "00, a 
pet ante wri and os ae ee oe 
group rose from 0.82 percent to 0.86|| Automatic Trans...13.20 oon 3.90 43.55 +930 +6.99 
percent. Power Steering .... 1.36 0.93 10.34 + 0.43 —5.14 
wren eins Pius Power Brakes ...... 0.78 3.00 0.85 951 — 007 —651 
Ps ce cenea é GeO Ai or nL oer Manls .... 0.00 «0.00 «0.00 (0.00 0.00 = 0.00 
cars produced in the U. 's. in 1960, Power Windows oo 0.42 1,60 0.03 0.32 + 0.39 +1.28 
compared with 6.95 percent gained|| Power Antennas .. 0.00 0.00 0.00 6.00 0.00 0.00 
= 386,993 installations a year ear-|| 8-Cyl, Engines ...... 1.60 6.14 1.28 14.24 + 0.32 —8.10 
er. 6-Cyl. Engines ......24.52 93.86 768 85.76 +1684 +8.10 






On an industrywide basis, the 
medium-priced field power win- 
dow installations appeared on 3.30 
percent of total industry output 
in 1960, compared with 3.43 per- 





Compact lines include Comet, Corvair, Falcon, Lark, Rambler and Valiant. 


Low-Priced Standard Lines 















cent a year earlier; the low-price a Pet. Pt. Pet. Pt. 
standards were off from 0.61 per- Pet. of Pet.of  Pet.of  Pet.of Between Between 
cent to 0.42 percent, and the high- || nquirMENT: Industry lass Industry Class 60 & 59 60 & ’59 
est class declined from ,glutput, Output, Output, Output, Industry Class 
2.88 percent to 2.69 percent. 60 Models 60 Models 59 Models ’50 Models Output 
The only increase was in the|| Automatic Trans...32.92 68.98 40.94 68.90 — 8.01 +0.08 
compact class, where power window || Power Steering ....14.82 31.06 16.60 27.94 — L178 +3.12 
installations appeared on 0.42 per-|| Power Brakes ..... 5.05 1058 641 10.79 — 136 —O21 
cent of all cars produced in the Pp Seats 0.41 0.86 0.49 0.82 — 0.08 +0.04 
U. S. in 1960, compared with 0.03|| *OW®F "eats -........ , 
percent a year earlier. Power Windows .... 0.42 0.88 0.61 1.02 — 0.19 —0.14 
: ee the classes, power window || Power Antennas .. 0.00 0.00 0.00 0.00 0.00 0.00 
nstallations were up from 79.87/| -oyl, Engine .......28.82 6040 39.38 6627 —1056 —5.87 
percent to 87-54 percent in the high- |i ¢ oo: mate 18.90 3960 20.04 33.73 +4114 +5.87 






est-priced field; from 12.14 to 14.29 
percent in the medium-priced field; 





Low-priced standard line includes Chevrolet, Dart, Ford, Plymouth and Studebaker 











off from 1.02 to 0.88 percent in the|| Hawk. 
aeaeee standard field, and up ss me 
rom 0.32 percent to 1.60 percent in . 
ioe tnonniee ek Medium-Priced Line 
* + + é 
POWER-OPERATED antennas aches Gumnas 
Pet. of Pet. of Pet. of Pct.of Between tween 
were installed in 3.62 percent or EQUIP. _ nan i onan "on 6 "00 a 68 
217,566 of the total cars built in Output, Output Output, Output Industry Class 
ne U. S. in 1960, compared with 760 Models’60 Models ’58 Models 59 Models Output Output 
4.83 percent on 268,698 installations ihe 
during the 1959 model run. Automatic Trans...22.49 97.41 27.53 97.38 5.04 +0.03 
The option was not offered in Power Steering ....19.81 85.79 22.42 719.30 — 2.61 +6.49 
the low-priced standard or com- Power Brakes ........ 17.53 75.92 19.18 67.82 — 165 +8.10 
Se 2. = or pe - Power Seats .......... 3.31 14.35 320 1138 +6011 +3.02 
ere, the medium-price on 
class accounted for 0.98 percent last Power Windows ..... 3.30 14.29 3.43 12.14 0.13 +2.15 
year, compared with 1.54 percent in Power Antennas .. 0.93 4.03 1.54 5.44 — 0.61 —141 
1959, while the highest priced class|| 8-Cyl. Engines ...... 23.08 99.96 27.81 98.37 — 4.73 +1.59 
declined from 3.29 percent to 2.75|| ¢-oyl. Engines ...... 0.01 0.04 0.46 1.63 — 0.45 —159 





percent. 
Within the classes, power anten- 
na options rose from 81.97 percent 
to 89.64 percent in the highest 
priced class, but declined from 5.44 
percent to 4.03 percent in the medi- 
um-priced field. 
* 





Medium-priced line includes Buick, Chrysler, Dodge Polara, Edsel, Mercury, Olds- 
mobile, Pontiac and Thunderbird. 


Highest-Priced Lines 
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HE six-cylinder engine made its vet Sl Pet. of ret. of Bet. of —¥ 
UIPMENT: Class Cc 60 & 59 60 & ’59 

biggest gain in the compact line, || E@ aan oueen, ocean ean, = aa 
but gains ae were noted within 60 Models ’60 Models ’59 Models ’59 Models Output Output 
th - 7 

“On an industrywide basis, the || Automatic Trans... 3.07 100.00 8.35 100.00 — 0.90 00.00 
compacts’ six-cylinder engine ac- Power Steering .... 3.07 100.00 3.35 100.00 — 0.90 00.00 
counted for 24.52 percent of total || Power Brakes ...... 3.07 100.00 3.35 100.00 — 0.90 00.00 
San S20 Guiteatte Uaorent ioe. || Tare Gils —. 2.70 $945 264 8027 — 049 +9.18 
priced standard group was off || Power Windows .. 2.69 87.54 2.88 7987 — 048 +7.67 
from 20.04 percent to 18.90 per- Power Antennas .. 0.50 
cent, and the medium-price group, || $-Cyl. Engines ...... 0.90 





with Edsel the only maker pro- 
ducing a six-cylinder engine in 

1960, was off from 0.46 percent to 

0.01 percent. 

Within the classes, however, the 
low-priced standard group rose 
from 33.73 percent to 39.60 percent; 
the compacts climbed from 85.76 to 
93.86 percent, and the mediums 
were off from 1.63 to 0.04 percent. 

The highest priced class does not 
offer a six-cylinder engine, 

. + 
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Highest-priced line includes Cadillac, Imperial and Lincoln. 





3.07 percent due to a decline in 
assemblies. 

On a class basis, the medium- 
priced field installed V-8s in 99.96 
percent of its cars in 1960, compar- 
ed with 98.37 percent a year earlier; 
the low-priced standards were off 
from 66.27 to 60.40 percent; the 
compacts declined from 14.24 to 6.14 
percent. 

The eight-cylinder power plant is 
standard in the highest-priced class 
—Cadillac, Lincoln and Imperial. 


where the smaller engine has be- 
come al] but extinct. 

On an industrywide basis, the 
low-priced standard line V-8 ac- 
counted for 28.82 percent of total 
factory output in 1960, compared 
with 39.38 percent a year earlier; 
the medium-priced field declined 
from 27.81 to 23.08 percent; the 
compacts were up from 1.28 to 
1.60 percent, and the highest 
priced lines declined from 3.35 to 


ue eight-cylinder engine lost 
ground to the six in the com- 
pact, low-price standard and medi- 
um-priced lines, but gained ground 
within the medium-priced class, 

















SPICER COMPONENTS specified for... 


One of a fleet of special tractor-trailer combinations being operated 
on the rugged Glen Canyon project by Belyea Truck Company, 
Los Angeles—each proving the efficiency and economy of Spicer 
components. 


SPECIFY SPICER 





TOUGH 
MOUNTAIN 
HAUL 


Anticipating the grueling punishment its fleet of double 
bottoms would take on its rugged Glen Canyon Operation, 
Belyea Truck Company, Los Angeles, specified Spicer trans- 
missions, clutches and universal joints on the huge Autocar 
tractors chosen for the job. 


The Belyea fleet is averaging forty 376-mile round trips 
daily, hauling 54,000-pound loads of cement over steep 
mountain grades running as high as 7%. The units will 
have traveled in excess of 8,640,000 miles, in temperatures 
ranging from 20° below to 120° above before the project 
is completed. 


“Operation Glen Canyon is proving a terrific testing lab- 
oratory for these vehicles,” reports John Sutherland, Belyea’s 
maintenance superintendent. “And believe me, our Spicer 
components are performing beautifully under the triple threat 
combination of heavy loads, steep grades, and wide tempera- 
ture variations. We’re sold on Spicer quality more than we’ve 
ever been before!” 





Here, Truck Dealers, is more 


EVIDENCE... 


. of the stamina, the long-lasting, superior performance 
of Spicer truck components under the most strenuous tests. 
To assure your customers of the utmost service from the 
trucks you sell them, be sure to SPECIFY SPICER trans- 
missions, auxiliary transmissions, clutches, universal joints 
and propeller shafts. Fleet maintenance superintendents the 
country over are finding that Spicer’s engineering skill and 
precision manufacturing produce truck components that 
boost their operating efficiency, lower their cost per mile. 


For complete information on all the Spicer components 
you can specify, write the truck manufacturer or Dana 
Corporation, Toledo 1, Ohio. 


John Sutherland, Belyea’s 
maintenance superintendent, 
checks one of the fleet's 
Spicer transmissions— 
Model 8245 4-speed units 
with Model 8345-A 4-speed 
auxiliaries. 14” 2-plate 
clutches and 1700 Series 
universal joints make up 


on these units. 





CoRPORATION 
Toledo 1, Ohio 





the other Spicer components 
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Chevrolet Cited for Direct Mail Ads— 


Three top awards were given to Chevrolet at the annual convention of the Direct| five-man team which won first 


Mail Advertising Assn. in Miami. One concerned a direct mail automotive campaign 
in the unlimited classification; another, a low-budget campaign, and a third, an external 
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Ted V. Rodgers Prizes Awarded .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
Highway location, specific need 
and design coordination were topics 
which won $1,500 first-place prizes 
for writers in the fifth annual Ted 
V. Rodgers journalism awards. 


The nine winners in the highway 
writing competition were announc- 
ed by Walter F. Carey, chairman 
of the American Trucking Assns. 
Foundation. The competition which 
awards $9,000 annually to profes- 
sional writers of outstanding arti- 
cles on highway use and improve- 
ment and to schools of journalism 
selected by top winners, is sponsor- 
ed by Trailmobile, Inc. 

J. D. Maurice, editor, the Charles- 
ton (W. Va.) Daily Mail, headed a 


place in the daily newspaper cate- 
gory for a year-long series advocat- 


house organ. Shown with the winning plaques following the awards are, from left,;ing a through-Charleston location 


Halsey Davidson, vice-president, Campbell-Ewald Co., Chevrolet advertising agency; 
Fred Ziegler, DMAA official; M. H. Goldmann, assistant manager, Chevrolet sales pro- 
motion, and H. G. Messer, Chevrolet Washington assistant regional manager. 





Here and now we will state that Stromberg-Carlson auto 
radios are the most trouble-free ever offered . . . a sure- 
fire way to keep your customers smiling through the 
miles. What’s more, they have the big-voiced, wide-range 
performance of their cousins in the famous Stromberg- 
Carlson line of hi-fi components and consoles. 


We didn’t achieve all this through wishful thinking. We 
did it with a Quality Control program keyed to the highest 
established standards in the industry. It includes an 
exhaustive inspection of all incoming materials... spot 
checking at every manufacturing stage . . . a cold-eyed 
final examination ... and a merciless investigation of any 
field failures. 


















of United States Route 64, part of 
the new Federal Interstate System. 
The first award in the weekly 








field went to Fitzhugh Turner, edi- 
tor-publisher of the Loudoun 
Times-Mirror, Leesburg, Va. 

First place in the magazine divi- 
sion was won by Richard A. Miller 
for his article “Expressway Blight,” 
published by Architectural Forum. 

Second and third place awards, 
of $700 and $300 each respectively, 
were announced as follows: 

Daily newspapers: Daniel M. 
Upham, Minneapolis Tribune, sec- 
ond award; Roger W. Remington, 
Bangor (Me.) Daily News, third 
award. Weekly newspapers: Stan 
F.. Brotherton, the Blue Earth Post, 
Blue Earth, Minn., second award; 
Cecil Krewson jr., Tunkhannock 
Republican and New Age, Tunk- 
hannock, Pa., third award. Maga- 
zines: Charles M. Stevenson, Read- 
er’s Digest, second award; Bill G. 
Cox, American Motel, third place. 

The awards are named to honor 
Ted V. Rodgers of Scranton, Pa., 





All this has particular pertinence at the dealer level. Deal- 
ers have far fewer repairs and replacements to take care 
of. They have far fewer customers who complain about 
their radios... and who decide to grouse about a few other 
things while they’re on the subject. 


Quality and reliability are only Part One of the most 
amazing package ever offered in the auto radio field. To 
learn more about the most generous warranty yet offered 
... the easiest installation yet... the benefits of offering 


a high-prestige product... 
program for auto radio owners... 


and our “one-trip” service 
write to Commer- 


cial Products Division, Dep’t. BC-4, 1410 North Goodman 


Street, Rochester 3, N.Y. 


To keep your buyers happy ... “There is nothing finer than a Stromberg-Carlson” 


STROMBERG -CARLSON 
a oivision or GENERAL DYNAMICS 








who served as first president of 
American Trucking Assns. 
* * * 


Life Hits a High for Ads 


The Oct. 10 issue of Life maga- 
zine contained a record $5 million 
worth of advertising, $2 million of 
which was automotive, according 
to Warren A. King, automotive 
merchandising manager. An esti- 
mated 31% million people saw 
the ads. 


* * * 


BAMA Campaign 

In order to convey the British 
industry’s present determination 
concerning its future in the Ameri- 
can automotive market and its 
plans for strengthening its large 
stake in it, the industry’s leaders, 
through the British Automobile 
Manufacturers Assn., have launched 
an intensive campaign in AvuToMo- 
Tive News. 

A series of full-page advertise- 
ments, each consisting of a state- 
ment by a top British executive and 
dealing with one subject of major 
interest to American dealers of im- 
ported cars, began Oct. 17. 

* + * 


Pontiac Special on TV 


“The Spirit of the Alamo,” 
sponsored by Pontiac, will be pre- 
sented in a special telecast on the 
ABC Television Network Monday, 
Nov. 14. 


* * * 


Polk Observes 90th Year 


R. L. Polk & Co., Detroit, is ob- 
serving its 90th anniversary of its 
founding as a publishing and fact- 
gathering organization. 

The firm, organized in 1870 by the 
original Ralph Lane Polk to pub- 
lish a business di- 
rectory of Michi- 
gan, has compiled 
thousands of vol- 
umes of names, 
facts and statis- 
tics in keeping 
tabs on America’s 
growth. President 
of the firm now is 
Ralph L. Polk, 
grandson of the 

A founder. 
R. L. Polk In the com- 
pany’s city directory operations 
alone since 1953, Polk enumerators 
have recorded over 263 million 
names. 

As statistician for the automotive 
and allied industries since 1924, 
Polk has reported the licensing of 
137,736,260 cars and trucks and has 
processed more than _ 1,197,980,000 
individual yearly motor vehicle reg- 
istrations. 





*” * * 


McCord Names Agency 


McCord Corp., Detroit manufac- 
turer of automotive original equip- 
ment and replacement parts, has 
appointed Gray & Kilgore, Inc. as 
its advertising agency. 

” * + 


Personnel Changes 


Paul H. Durish from assistant 
advertising and sales promotion 
Manager to man- 
ager of advertis- 
ing and sales pro- 
motion for Stude- 
baker - Packard 
Corp. of Canada, 
Ltd... . Roeland 
J. van Emmerik 
from Lennen & 
Newell, Inc., to 
associate director 
of media at Gey- 
er, Morey, Mad- 
den & Ballard, 
Inc. .. . Dan Reebel from vice-pres- 
ident to executive vice-president of 
the Cleveland office of Clark & Bob- 
ertz, Inc., advertising public rela- 
tions and marketing firm. . . Major 
changes in Parade magazine’s ad- 
vertising sales assignments: How- 
ard Seaver to New York manager; 
Roger Madden to assistant New 
York manager; James M. McAllis- 
ter to Chicago manager, and G. L. 
Hackley to Minneapolis manager 
. . . Robert C. Jamrozy from Ken- 
yon & Eckhardt, Inc., to represen- 
tative on the Ply mouth-DeSoto- 
Valiant account at N. W. Ayer & 
Son, Inc, ... T. Beverley Keim from 
N. W. Ayer to advertising director 
of Wynn Friction Proofing prod- 
ucts ... Joseph R. Sheehan from 
New England manager to eastern 
advertising manager of American 
Weekly. 





P. H. Durish 
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Selling on the Stand... 
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Salesman’s-Eye View of Show 


(Continued from Page 24) 


It is something that people are 
clamoring about, they want to 
know more about it. I can’t seem 
to go anywhere without some- 
body asking, “Is this available? 
Is this standard?” and so on, 

Q—Do you know whether the 
four-door Monza is strictly a show 
car or do you expect to have it? 

A—We do expect to have it in 
production, at what date, I don’t 
know. If this show is an indica- 
tion of what business will be in 

the coming year, I don’t think 
anybody has anything to worry 
about. 

Q—Would you say there is more 
interest in the Corvair this year 
than there was a year ago? 

A—I believe I would, Due to 
the improvement they have made 
in it and the added lines to it. 

Q—What’s your technique for 
handling the price shopper? 

A—It’s a question of selling ad- 
vantages of a unit that makes the 
price secondary. When you talk 
to a person you try to determine 
what they want to use that unit 
for, whether it’s a car or a truck, 
primarily what it’s supposed to be 
-used for, whether it’s going to be 
used in the city or in the coun- 
try, the type of application it’s 
for. Then you go ahead and do 
your selling job on the unit, not 
on the price. 

eee 
Interview with Carl Squire, Har- 


old Dietrich, Inc, (Buick-Rambler), 


Wayne, Mich. (discussing Ram- 


bler): 


Q—What kind of reaction are 


you getting to the restyled Ameri- 
can? 

A—Fine reaction. A lot of peo- 
ple are very interested. People 
that have Americans—’58s, ’59s or 
’60s—like the change very much. 
Q—Any adverse comment on the 

American? 

A—Oh, some few, like always, 
say they botched it up a little bit. 
Everybody likes the change in 
the trunk—50 percent more trunk 
space. There’s just as much room 
or a little more inside, a little 
shorter overall, about three or 
four inches. Most of the people 
like the change. Then, they have 
the option on the engines that 
they like, the overhead-valve 125 
horse or standard engine that has 
90 horse. 

Q—Do you find the people who 


are looking at Americans can be 


moved up to the Classic? 

A—They can be moved up into 
the Classic. Of course, there are 
cases of people who had them 
that didn’t like them. Most of the 
time they want to get a larger 
car and they get up into the 
Classic, 


Q—What do you feel about the 


show as a place to sell? Can you 
do a good job here? 

A—I don’t think that you can 
get very many sales, actual sales, 
at an automobile show and I 
never did think so, People come 
here for one purpose, and not to 
buy a car. They come here to 
look at all different kind of cars 
and get as much as they can out 
of looking at the cars all in one 
room and picking out what they 
think they want to buy. 

Q—Do you make any attempt to 
qualify a visitor from the stand 


here? 


A—Yes. We quite frequently 
ask them what kind of a car 
they’re driving and what they'll 
be interested in buying and where 
they live. See if they have a car 
equivalent to one we can sell 
them. 

Q—With everybody in the com- 
pact field this year who’s going to 


time they were quite a lot less 
money. People could buy them. 
Now the price and the size of the 
Buicks, Oldsmobiles and Pontiacs 
are so much more than they were 
five years ago that people can’t 
buy them, and I think that lots of 
people will buy the small car that 
they’re now putting out, 

Q—Do you think Rambler will be 


hurt by the new compacts? 


A—I don’t think it will affect 
Rambler very much. 


Q—What feature of the ’61 do 


you like best? 


A—Gas mileage is the big fea- 
ture and they’re easy to get in 
and out of. They sit nice—high. 
You can see out of ’em and you 
don’t have to sit on the floor with 
your feet out. They ride good and 
people that have them, that I 
demonstrate them to, they seem 
to be very well satisfied. 

Q—Have you had any reaction to 
the aluminum engine? 

A—No, not as yet, because it is 
something that is brand new and 
practically none out and most 
people don’t even know about it 
ye 

Do you think that this is a 


feature that you can capitalize on 
in selling the car? 


A—I think so. I think it’s com- 
ing in a lot of the cars, They’re 
a lot lighter, they take quite a lot 
of the weight off the front end, 
makes your car easier to handle, 
to steer. 

Q—How do you handle the price 


shopper who comes into your show- 


room? 

A—It’s pretty hard to handle 
the price shopper. There’s not 
much you can do about him, He 
goes around getting prices from 
other Rambler dealers and most 
of them lie about it anyway so 
you don’t know much about what 
they’re talking about. 

Q—Do you attempt to meet deals 


that other dealers offer? 


A—We do our best. If there’s 
any profit left in it why we try 
to make the deal. If it’s out of 
the question, we forget about it. 
Q—You let him walk? 

A—Yes, there’s nothing else you 
can do, 


eee 
Interview with Jack Rector, Mul- 
ligan Lincoln-Mercury, Inc., De- 
troit: 
Q—Have you actually made sales 


on the floor? 


A—I haven’t myself but there 
will be a lot of sales made, 
Q—Do you have a closing room 


here? 


A—No, we don’t try to close 
here. We give them our cards, 
give them the price and then we 
get their names on these kids 
cards and we call them up to- 
morrow. 

Q—Would you like to hazard any 


guess as to how many of these peo- 


ple you will eventually close? 


A—TI’ve talked to about 200 peo- 


ple and I intend to close seven 

or eight of them, 

Q—How would this compare with 
working in the showroom? 

A—It’s much better, I think you 
get more prospects. 

Q—How about the crowd? Do 
you find that there are too many 
people here? 

A—No, not too many, but 
there’s a lot of people. 

Q—How do people act at a show 
that is different from the way 
they’ll act in a showroom? 

A—Well, they’re very friendly 
and they just act a lot different. 
They’re not just trying to chisel. 

When they walk in a showroom 
they’re trying to chisel, 

Q—How do you handle these peo- 
ple? 

A—Well, we just chisel along 
with them, 

Q—What do you do with a guy 
who is price shopper with another 
dealer in your line? . 

A—We do the best we can with 
them, Try to sell them on service. 
Try to do a little bit more for 
them than the others, That’s 
about the only way you can sell 
them today. The guy that gives 
the most gets the most, 

Q—Do you have any stickiness 
with tradeins? 

A—The used-car market is in 
bad shape right now. The small 
cars have crippled the used-car 
market. 

Q—How do you like the new 
lower price on the Mercury? 

A—lIt’s going to be all right, I 
think, But it’s going to take the 
people a while to get used to it. 

Q—How about the interest in the 
new Continental? 

A—Well there seems to be quite 
a bit. I think it will go over ter- 
rific. 

Q—Do you have English Ford? 

Any interest in that? 

A—Yes, I do. There’s some in- 
terest but not as much as last 
year. This Comet, as far as I’m 
concerned, is the finest compact 
car built today. 

Q—Do you think it’s taken Eng- 
lish Ford business? 

A—Oh, yes, there’s no question 
about it. No question at all, 

Q—Have you had any customers 
come in who have compared the 
Comet against the new Buick and 
Oldsmobile and Lancer? 

A—yYes. They find the price on 
the Comet is $200 to $300 cheaper 
and they like the car just as well, 
if not a little better. There’s a 
little more room in the Comet, 

Q—Has there been a strong de- 
mand for the 170 engine? 

A—I'd say about 75 percent of 
the people want the bigger en- 
gine, 

Q—Do you have one feature 
about the car that you attempt to 
sell, that you like personally? 

A—The Thunderbird styling, 
the air-foam cushions, the whole 
car and the deluxe trim. The car 
has armrests and ashtrays, cig- 
aret lighters, things that a lot of 
the compact cars don’t have. 
There’s a lot of things that I 
think makes the car, 


6 o S 
Interview with W. W. Aubrey, 
Cadillac Motor Car Division, De- 
troit Branch, Detroit: 
Q—Can you qualify prospects 
here? 

A—You can normally tell the 
person who is going to buy from 
us. They'll mention it right away. 
“I already own a Cadillac.” 

Q—How will you work your 
prospect list? 

A—I will start phoning them 
immediately, will try to arrange 
personal interviews, set up ap- 
pointments to give demonstra- 
tions. 





"The Greatest’ — 


The National Automobile Show in De- 
troit's Cobo Hall was “the greatest’ in 


terms of layout, size and number of vis- 


itors, Claire Gilbert, a salesman for Bob 
Krugh, Inc., Ann Arbor, Mich., told Auto- 
motive News in a tape-recorded interview 


43 


minded. They are car-minded, 
body styles, engines, the perform- 
ances, and so forth, and colors 
and trim materials and this and 
that, At this time I don’t think 
that too many people are saying 
anything about price. 


Q—Do you have one item about 
Pontiac this year that you feel 


would be a good sales tool? 

A—In the last two years our 
car was a long-wheelbase car 
with a long body and we had 
many problems of people saying 
it’s hard to park because of the 
length and the nature of the car 
or that it doesn’t fit in their ga- 
rages. For 1961 Pontiac has 
shortened the body and they are 
a bit lower with more headroom. 


Q—What sort of reaction are you 
getting to the four-cylinder engine? 


A—Not too much. 


Q—You think people don’t know 


about it? 

A—I wouldn’t say they don’t 
know about it. They’re aware of 
it because the four-cylinder en- 
gine has been very highly ad- 
vertised and it’s a question of 
what it will perform horsepower- 
wise, economy-wise, 


Q—What’s been the overall reac- 


during show. Willys exhibit had Oriental | tion to the Tempest? 


theme, with pert Charlotte Chen adding 


appeal. 
ae re 


something that you like best about 
it? 


A—The interior comfort, the 
seating comfort, the wider open- 
ing of the doors and the quietness 
over the past two years is our big 
selling feature this year, Other 
than the obvious styling and Ca- 
dillac name. 

Q—Do you have any questions 
about the short-tailed Cadillac that 
isn’t here? 

A—Yes, we’ve got several ques- 
tions. I don’t really know how 
to answer them. I do know that 
it is going to be seven inches 
shorter and that that seven 
inches is coming out of the deck. 
It will be priced the same as the 
standard size, 

Q—T hese questions come from 
people with garage problems? 

A—Yes, although I took a ’61 
Cadillac to a fellow’s garage and 
we laid a tape measure down and 
measured it. His interior dimen- 
sions were 18 feet 6 inches inside 
the door and the Cadillac fit, If a 
fellow has an 18-foot garage he 
can pretty much get a Cadillac in. 
With a little care, 

Q—Do you ever run into a price 


shopper selling Cadillacs? 
A 


—Oh, sure. We’re fighting 
over the same $50 that every 
other auto salesman is fighting 
over. 

Q—How do you handle this guy? 
A—Same as anyone else, try to 
sell yourself and service and the 
car right now. The price shopper 
is here and he’s here to stay. 
You’d better learn how to handle 
him or get out of the business. 
eee 
Interview with George Siebel, 


A—The public that I have 
spoken to already are asking 
constantly about it. “When can 
I see a sneak preview of it? Do 
you have the literature?” We can 
give them that. “What's it going 
to look like?” We show them the 
picture and try to wrap them up 
and sell them and try to get or- 
ders before the cars come in, but 
they have seen all these other 
different models except, you 
know, Pontiac. They want to sit 
in it, they want to drive it, they 
want to get behind the wheel. All 
this they will have to wait for. 


Q—How do you handle the price 


shopper? 

A—I ask a customer has he 
been shopping, Does he have any 
prices? And he says, “Yes, I want 
your best deal.” I will try to get 
out of him the price that he has 
had quoted to him—the least price 
that he has, I will try from there 
to meet that price or beat it. 


Q—In other words, you fight 


price with price? 

A—I do. I would rather not 
write up a deal and give the man 
a price and say, “I'll deliver it at 
that price” and have him laugh 
at me. I would rather ask him 
and have him tell me if he’s been 
shopping and what price he has 
so that it doesn’t take an hour 
to make a sale or lose a sale, So 
rll ask him his price, A person 
that comes in and hasn’t been 
shopping and is definitely inter- 
ested in a car, I'll make the point 
to him—“Are you interested in a 
car, sir? Can we sell you a car 
now? Are you prepared to buy a 
car now?” He’ll either answer me 
yes or no. From there I'll give 
him a price according to what I 
figure a discount should be which 
will hold the total profit for my 
company to enough so that I can 


Woody Pontiac Sales, Inc., Detroit: 


Q—Are you closing any deals at make a decent living out of it. 


the show? 
A—I have talked with several 


* + 
Interview with Claire Gilbert, 


different people and have had a | Bob Krugh, Inc. (Willys), Ann 


couple in the closing room that 
look like very good prospective 
buyers. And prospects that I have 
accumulated in the last few 
hours, which is seven or eight, 
are definite buyers that will be 
buying Pontiacs in the next five 
or six weeks. 

Q—Do you work the prospect lists 
that you take at the show any dif- 
ferently than you would normally 
work a prospect list? 

A—More or less, I will handle 
the prospects that I get out of the 
show with kid gloves because 
they’re touchy, They approach 
you and you must sell them on 
your personality first. You must 
want them to like you and you 


Arbor: 


Q—What do you think of the 


crowd? 

A—Sometimes it’s too big. 
When it’s thick and you get a 
prospect, you can’t stand and 
talk to him, However, you can 
pick up a lot of prospects. You 
get their names, then contact 
them later. 


Q—How will you work this pros- 


pect list? 

A—We have salesmen here rep- 
resenting dealers all around, If 
I get a name from someone, say, 
Ohio, I turn in the name and 
the office it turns it over to the 
dealer in that area. 

Q—How does selling at a show 


get hurt? f 
differ from selling in a showroom? i 


A—Well, I don’t know. I think 
that the American cars as com- 
pacts sell a lot of cars, kind of 
squeeze out a percentage of the 
foreign compact cars, 


Q—Where do you think, for in- 


stance, the Buick, Olds and Pontiac 
compact cars will draw from? 
A—You mean who’s going to 
hurt? There’s an awful lot of 
people in ’54, 55 and ’56 who 
bought Buicks when they were 
lower priced that since have 
bought other cars, Now they will 
go back and buy the Buick Spe- 
cial and probably the same with 
Oldsmobile and Pontiac. At that 





Racer Visits New York— 


Carlo Salamano, celebrated racing driv- 
er and head of the Fiat testing depart- 
ment, is a current visitor to New York. 
Salamano apprenticed with such racing 
greats as Nazzaro and Bordino, and won 
widest acclaim at Monza in 1923 when he 
captured the Emperor Grand Prix with an 
average speed of 91.56 miles per hour. He 
took his post with Fiat's testing division 
when the company withdrew from racing 
competitions. 


Q—You will attempt to close at 
your branch? 

A—Oh yes. I wouldn’t try to 
close a deal here. It’s practically 
impossible. 

Q—What are some of the ques- 
tions you ask your prospects? 

A—The obvious question, 
“Which type automobile do you 
drive now, sir? How old is it?” 
Try to find the .fellow’s buying 
temperature at the particular 
time, Auto shows help raise buy- 
ing temperature, 

Q—Aside from the name, is there 
a feature of the car that you find 
works best for you in closing a deal, 


like them and your product, 
which in most cases the product 
comes first. In a show, I think 
the salesman must sell himself 
first. Show that he has enough 
enthusiasm to sell his product and 
himself. Therefore, I think if you 
stay with the customer for five 
or 10 minutes—which is quite a 
bit of time in a car show—you 
can possibly get him in the clos- 
ing room and close the deal. 


A—In a Jeep showroom, you 
never see anybody except those 
that are interested in buying. 
Here you meet all kinds. 


Q—What do you find is the most 


saleable feature of your product? 

A—I would say in Willys it is 
the four-wheel-drive, When you 
think of four-wheel-drive, you 
think of Willys. 


Q—Do you run into price-shop- 


Q—Do you have the price prob-| pers on the Jeep? 


lem here at the show? 

A—We never have a price prob- 
lem at the show, At a new-car 
show the people are not price- 


A—Well, the other four-wheel- 
drive trucks are heavier and cost 
more money. We also accent 
service and parts. 
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Auto Hearings Staged in Canada 


(Continued from Page 2) 


can’t discontinue the frequent 
model changes. Imported-car man- 


ufacturers say they intend to stick 


with their policy of keeping their 
basic design for many years while 


making engineering improvements. 

5. Canadian manufacturers say 
they can’t produce a small car to 
compete with Volkswagen and 
the small British and French im- 
ports selling for less than $2,000 


The “Royal Commission” is ac- 
tually a “royal commissioner.” It’s 
a@ one-man operation, and the man 
is Vincent Wheeler Bladen, 60, arts 
dean at the University of Toronto. 


Bladen, who does not drive a car, 
was appointed by Prime Minister 
John Diefenbaker to study the 
problems of the auto industry. He 
has received briefs from about 100 
corporations and organizations. 

He began his inquiry in August 
and will publish a report on his 
findings next year. Some sources 
Say the report may not be ready 
until June 1. 

Declining employment in the auto 
industry is one reason for the in- 
vestigation. According to the Cana- 
dian Automobile Chamber of Com- 
merce, auto employment dipped 
from 35,099 in 1956 to 28,461 in 1959. 

During that period, passenger- 
car production dropped from 
374,727 to 301,435, but the number 
of cars imported into Canada 
doubled. Imports rose from 76,200 
in 1956 to 153,932 in 1959, 

Parts makers also have been hard 
hit by the import boom. 

Price has played a major role in 
the import rise here—perhaps even 
more than in the U. S. Domestic 
cars are higher-priced here than in 
the U. S., thus the spread between 
an economy import and a Cana- 
dian-built model is greater. 

In this regard, Canada’s tariff 
and tax setup should be mentioned. 
British cars enter Canada duty free, 
while U. S. and European models 
carry a 17% percent duty. 

There is a 7% percent excise tax 
and an 11 percent federal sales tax 
on all imported and domestic cars. 

The taxes are imposed on the 
wholesale price of the imported car 
which, in recent years, has been 
30 percent below the retail price in 
the country of manufacture. 

This discount will be reduced to 
20 percent effective Dec, 1. Brian 
Rootes, of the Rootes Group, esti- 
mated that this increase in valua- 
tions will add an average of $150 to 
the cost of British cars in Canada. 

A brief filed by Britain’s Society 
of Motor Manufacturers and Trad- 
ers suggested that any moves by 
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Canada to provide increased pro- 
tection for domestic cars may bring 
retaliatory action against Canadian 
goods imported into the United 


Kingdom. 


In a 21-page brief, Ford Motor 
Co. of Canada acknowledged that 
the prime responsibility for 


strengthening the industry lies with 
the industry itself. 


But, Ford added, this is not 
enough, Government policies must 
create an environment conducive 
to continued growth in the indus- 


try. 


All Canadian manufacturers 


stressed the need to revise govern- 


ment policy on tariffs and excise 


tax. 

Said Ford: “The protective tariff 
of Canada was meant to limit im- 
ports of motor vehicles from the 
U. S. When the rates were last ad- 
justed, European-made vehicles did 
not compete significantly in this 
market, But now, vehicles produced 
in the United Kingdom, entering 
Canada duty-free, have become the 
dominant source of imported-car 
competition here. 

But Ford, unlike Chrysler of 
Canada, doesn’t plunk for higher 
tariff protection. 

Instead, Ford suggests that by 
reducing the value of Canadian- 
made cars for tax the 
government could reduce the 
price penalty on Canadian-made 
cars and this would result in im- 
mediate sales gains. 

All companies would like to see 
abolition of the 7% percent excise 


tax. 

“This tax applied to passenger 
cars and a handful of other items 
implies that a passenger car is @ 
dispensable luxury,” Ford said. 
“This has always been far from the 
fact.” 

Ford damns with faint praise the 
widely publicized suggestion of in- 
tegrating the car industries of 
Canada and the U. S., with appro- 
priate tariff revisions. 

“We can only suggest that, as a 
program recommended by a num- 
ber of thoughtful Canadians, it be 
given serious consideration,” Ford 
said. 

Another balloon was punctured 
by General Motors of Canada, 
which said it had found after care- 
ful study it could not manufacture 
economically the 35,000 Vauxhall 
cars it now imports from Britain, 

The building of the small, four- 

cylinder British cars could not 
be undertaken here because of 
higher labor costs and the more 
favorable application of Canadian 
sales and excise taxes to cars im- 
ported from Britain as compared 
with those built in Canada, GM 
declared. 

In GM’s opinion, there is no in- 
dication Canadians want to buy an 
austerity automobile. 

“It ig true that many Canadians 
want a cheaper automobile, GM 
said, but it can easily be demon- 
strated that as important cost items 
are stripped from a car, quality and 
performance are reduced much 
more rapidly than price.” 

Gordon E. Grundy, president of 
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Studebaker-Packard of Canada, 
said his company would continue to 






its best to keep prices as low as| %% 


possible, but he added: 

“At the same time, the public 
must realize that if it wants a high 
standard of living, it must be pre- 
pared to support its own manufac- 
turing industries. 

“It seems a paradox,” he said, 

“for Canadians to insist on the 
one hand on a high level of in- 
come and yet on the other hand 
to have the privilege of buying, at 
low prices, the products of high- 
volume, low-wage countries. 

“Inevitably, the Canadian indus- 
tries producing similar products 
will disappear, as will the jobs of 
thousands.” 

Grundy recommended that the 
government should take steps to 
induce foreign auto manufacturers 
to set up operations in Canada. 

Other organizations presenting 
briefs at the hearings included the 
Canadian Federation of Agricul- 
ture, which does not want to see 
export markets for Canadian food- 
stuffs disturbed by import quotas 
or higher tariffs on cars. 

British Motor Corp., which ex- 

ports to Canada Austin, Morris, 
MG, Riley and Wolseley cars, 
slapped the U. S. auto industry in 
its brief. The company said: 
° “The American manufacturer 
with a huge domestic market—and 
therefore no need to consider the 
requirements of the rest of the 
world in order to achieve adequate 
volume—has gradually evolved a 
type of car that is not acceptable 
outside North America, and which 
in Canada only satisfies a diminish- 
ing segment of the market. 

“There is nothing the Canadian 
assembly plants can do about this 
since they are of necessity com- 
pelled to assemble the product de- 
signed and produced by their par- 
ent companies.” 

According to BMC, any ills there 
may be in the Canadian industry 
are not made by importers, and the 
remedy lies with the parent U. S. 
companies. 

Summing up, BMC said Canadian 
assembly plants offer only varia- 
tions of a constant theme—“a large, 
powerful vehicle which for most of 
the world is more motor car than 
it needs.” 

In contrast, BMC said it tries to 
cater to other tastes and to other 
needs. 

BMC concluded: “It is perhaps 
permissible for British and Euro- 
pean automobile manufacturers to 
speculate on how long the Cana- 
dian public would have had to wait 
for a compact car if the small im- 
ported cars had not come to North 
America.” 

Volkswagen took a similar tack. 

“We suggest that a substantial 
number of Canadians wanted and 
needed a car such ag the Volks- 
wagen,” the company said. “When 
it could not be supplied by domestic 
industry, there was a vacuum to be 
filled by imported cars.” 

According to the company, Ca- 
nadians have bought 130,000 VWs 
in less than eight years. 

Volkswagen also takes credit for 
speeding up the introduction of the 
compacts in the U. S. and Canada. 

It added: “Our market research 


AMC Transfers 
Lack to Detroit 


DETROIT. —Harold Lack has 
been appointed Detroit Zone man- 
ager of American Motors Sales 
Corp. 

Lack has serv- 
ed as manager of 
the Pittsburgh 
Zone for the past 
four years, The 
Detroit Zone cov- 
ers Michigan and 
part of Ohio. 

Lack entered 
the auto industry , 
in 1946 after 10 ‘ 
years of operat- aah, 
ing his own sales Harold Lack 
consulting firm and managing a 
war manufacturing plant. He join- 
ed AMC in 1952 as a district man- 
ager in Philadelphia, later serving 
as a special representative, mer- 
chandising manager in Boston and 
zone manager in Buffalo. 








Dodge Honors Bowers— 


George W. Bowers, center, receives a 
Dodge Quality Dealer award for the fifth 
consecutive year from M. C. Patterson, left, 


Dodge general manager. H. C. Wood, 
right, Dodge regional manager, looks on. 
Bowers is the only dealer in the Chicago 
region who has received this award for 
five consecutive years. Only nine dealers 
out of 210 in the Chicago region have 
been honored as Quality Dealers. 


indicates that only 15 percent of 
our consumers might be classified 
as new Canadians (recent immi- 
grants from Europe).” 

All the overseas companies sub- 
mitting briefs said that car sdlés 
help pay for Canadian products 
abroad. 

Said Rover Motor Co., manufac- 
turer of Rover cars and Land-Rov- 
er utility vehicles: “Rover makes 





substantial purchases each year 
from the Canadian aluminum in- 
dustry amounting to three times 
the dollar value of Canadian pur- 
chases of Rover products from the 
United Kingdom.” 

Rover suggested that manufac- 
ture of cars in Canada is made 
more difficult by the need to import 
a large portion of the parts re- 
quired for the assembly operation. 

“Since the $334,300,000 worth of 
parts imported from the U. S. 
represents 58.37 percent of the 
total automotive imports,’ Rover 
said, “any solution of the prob- 
lems of the Canadian automotive 
industry and the parts industry 
must center around this fact.” 

Leslie Frost, premier of Ontario, 
home of the Canadian auto indus- 
try, assailed the size and frills of 
domestic autos and declared that 
the Canadian car has priced itself 
out of the market, “thus making 
itself a sitting duck for imports.” 

He opposed quotas, tariffs or any 
other methods of restricting the 
entry of British or European cars 
into Canada. 

According to the Toronto Globe 
and Mail, Frost’s advice to the 
auto industry can be summed up in 
four words: Stop complaining; 
start competing. 

Frost suggested that the Cana- 
dian content of the Canadian ve- 
hicle be increased, that a more sat- 
isfactory market for Canadian- 
made auto parts be provided, that 
automotive research facilities be 
provided in Canada and that Cana- 
dian auto firms be allowed to par- 
ticipate in world markets on the 
basis of price, 





lowa Seminar Told .. . 


‘Profits? Get Tough! 


By Fred M. Lazell 
Staff Correspondent 

DES MOINES.— Harold Draper 
sr., of Draper Chevrolet Co. and 
affiliated companies of Saginaw, 
Mich., told 75 Iowa Automobile 
Dealers Assn. members here that 
“money has been, is and can be 
made in this business but you've 
got to plan for it and follow up 

your planning with concrete ac- 
tion.” 

Draper was speaking at the 
second of a series of 10 district 
meetings being held by the as- 
sociation, Dealers from Dallas, 
Polk, Story, Madison, Warren 
and Marion counties attended the 
Des Moines meeting. 

Sidney P. Smith, Des Moines 
CPA, and Chris J. Hogan, Rapid 
City (S. D.) dealer, were the other 
main speakers for the series of 
meetings. 

Draper urged his listeners to 
keep accurate sales and cost rec- 
ords and then to plan ahead fora 
year, month-by-month, “always 
raising your goals a little.” 

Draper also urged dealers to “cut 
your costs 10 percent—it can be 
done without hurting profits” and 
to “get tough and lop off any em- 
ploye who isn’t producing.” 

Draper told the dealers that 
their county registration records 
are “one of the best sales tips 
there is. Don’t sit around wait- 
ing for those customers to come 

in. Get the records of all the 
owners of 1956-57-58-59 cars of 
your make and then aggressively 
go after them to buy a 1961,” 
Draper said. 

Draper added, “Know your costs 
accurately and be sure there is a 
profit in every vehicle you sell. 
Don’t get scared just because 
somebody down the street may 
offer a customer a deal at $50 less. 

“You may not sell as Many cars 
but you will make more profit and 
you'll have less junky cars on your 
used-car lot.” 

Draper also urged the dealers 
to “be fair but realistic on credit. 

“Know the credit rating of 
your customer, get him on the 
dotted line for specific payments 
at specific times and, if he doesn’t 
come through as scheduled, get 
after him. 

“Try to make your repair and 
service business cash items but, 
if you do extend credit there, 
charge for it and follow through. 

“Watch that service department. 
Approximately 50 percent of the 
automobile dealers in this country 
lose money on their service depart- 
ments but actually the department 


can be the best little money maker 
in the dealership. 

“Any dealer who has a salesman 
who doesn’t sell a minimum of 10 
cars a month is in the ditch and 
better start climbing out in a 
hurry.” 

Draper also strongly urged the 
Iowa dealers not to employ sales- 
men whose wives are working. 
“The wife’s extra income takes 
away too much push and ambi- 
tion from the salesman,” Draper 
said. 

In a forecast on the automobile 
business in 1961, Draper said: “It’s 
going to be a toe-dancing year. 
You’re going to have to make de- 
cisions on the spur of the minute 
and know where you are going. 

“Used-car values are going to be 
highly problematical. I think even 
the higher-priced used cars likely 

will take some sharp cuts in prices 
due to the influence of compacts.” 

S. M. Dubois, Kansas City, vice- 
president of Universal Underwrit- 
ers, told the dealers they could 
keep their insurance costs down by 
being very careful who they loan 
cars to. 

“The best insurance you can 
get on your loan cars is to loan 
a car only to someone you know 
is responsible and someone you 
know will bring the car back in 
good shape,” Dubois said. 

Alfred W. Kahl, association ex- 
ecutive vice-president; Kenneth 
Newcom, Kahl’s assistant, and 
D. H. Day, Iowa director of motor- 
vehicle-dealer licensing, acted as 
discussion leaders for a workshop 
session on dealer licensing laws, 
Sales and use tax procedures, fed- 
eral wage and hour laws, legal 
problems of time sales, federal tax 
liens, the warranty program on 
used cars and the association’s 
workmen’s compensation plan. 





Wilcoxon Selected 
‘Auto Man of Year’ 


LITTLE ROCK. — Searcy Wil- 
coxon, Hamburg, was selected 
“Automobile Man of the Year” at 
the 25th convention of the Arkan- 
sas Automobile Dealers Assn. 


Wilcoxon, a banker and owner 
of dealerships in Hamburg and 
Crossett, is the third auto dealer 
ever to receive the award. He is 
a past president of the associa- 
tion and is Arkansas director of 
the National Automobile Dealers 
Assn, 
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NLRB Elections Held . . . 


Sales Guild Rebuffed 
At 5th Michigan Deal 


(Continued from Page 6) 





stands to lose about $1.5 million| employes to see the company’s 
more in sales this year. point of view.” 
Autolite directors are expected to oe 8 


i York the last of this 
meet in New York the last o Escalator Concept Doomed 


month to decide whether to move 
the Toledo operations to Bay City vas escalator concept in labor 
or elsewhere. agreements got “another near- 
eS — . it me — ~ Bh 
weekend issue o or Trends, 
Renault, BMC Lay off Detroit-based newsletter of labor 

HE state-owned Renault Co.,| relations. 

France’s biggest auto manufac- The newsletter based its state- 
turer, announced it would lay off| ment on two major developments. 
3,000 workers because of drop in ex-| The first was the abandonment 
ports. of escalation in bargaining de- 

Renault, which sold approxi- | mands of the AFL-CIO Interna- 
mately 100,000 cars in the United | tional Union of Electrical Work- 

States last year, saw its sales drop ers against General Electric Co. 
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the sides have not agreed on the 
extent of any cost increase.” 

“We are inclined to predict that 
there will be no December escala- 
tion raise. We base this prediction 
on arithmetical and other facts.” 
The letter went on to state, that 
insurance costs have risen this 
year, due to premium payments 
fluctuating on a_ basis of experi- 
ence, 

Summarizing, Labor Trends said 
that the new railroad wage con- 
tracts eliminated escalation, and 
that many recent aircraft agree- 
ments imposed a one-year mora- 
torium on the bonuses, which are 
contingent on movement in the 
price index of living costs of the 
Labor Department. 

“The only real sanctuary for es- 
calation today in all hard goods 
industries, is its original birthplace, 
autos, and escalation now lacks 


friends there,” the letter noted. 
* cs * 


Railroad Strike Delayed 


HE threat of a nationwide rail- 
way strike was removed when 
railway management and operating 
brotherhoods agreed to submit their 


Circus Theme at Dealer Intro— 

Donald A. Davidson, president, Davidson Chevrolet, Inc., Denver, staged his own 
“Greatest Show on Worth” to conform with Chevrolet's introduction theme. Davidson, 
shown between clowns, rented a tent, piped in calliope music and gave away wild 
animals (stuffed) with every car sold. 


sharply this year after the Amer- 
ican compact cars were intro- 
duced. 

Slumping sales also caused Brit- 
ish Motor Corp. to put 23,500 of its 
61,500 workers on a short work 
week. 

The BMC move came as simmer- 
ing troubles throughout the British 
auto industry erupted in a wildcat 
strike of 11,000 Rootes Group em- 
ployes. 


* * * 


Work Rules to Be Issue 


| Petes by the auto makers to 
change existing rules will be 
“the heart of the dispute” in auto- 
mobile industry bargaining when 
contracts come up for renewal in 
1961, according to Paul Russo, as- 
sistant director of the UAW foun- 
dry department. 

Addressing a departmental con- 
ference in Chicago, Russo indicated 
that attempts to change work rules 
will be a more important factor in 
negotiations than wages and fringe 
benefits. 

Russo said that employers are 
getting tougher, and that a strike 
“does not mean a plant will be shut 
down these days.” He urged union 
members to ignore letters from em- 
ployers who go over the heads of 
union officials “to appeal directly to 





New-Car Finishes 
Still Need Waxing, 
Washers Are Told 


MIAMI BEACH.— The new car 
finishes still need waxing and pol- 
ishing despite assertions to the con- 
trary by some auto makers, an 
official of a major car-wax manu- 
facturer said here. 

Speaking at the convention of the 
Automatic Car Wash Assn., William 
N. Connolly, Johnson’s Wax vice- 
president, said current advertising 
claims of at least two auto manu- 
facturers that finishes “never need 
waxing” were unsupported by the 
wax company’s research. 

Recognizing the superiority of the 
new car finishes, Connolly said that 
“nevertheless, waxing and polishing 
are needed to protect the surface 
from chalking and dulling as a re- 
sult of exposure to sun and humid- 
ity.” 

Connolly urged car-wash associa- 
tion members, as a service to their 
customers, to advise them of the 
practical need to clean, wax and 
polish car surfaces regularly in 
order to preserve the finish and 
protect their investment. 

A continuing technical study by 
the Johnson’s Wax research staff, 
which began more than four years 
ago, has repeatedly shown that 
while the new enamel and lacquer 
finishes are improvements over old 
types in that they fade and chalk 
less and retain their gloss better, 
“this is not to say they do not fade 
or chalk at all,” Connolly said. 


In addition, he said, permanent 
damage to the paint may result 
from salt-water spray, road oils and 
tar, excretion from insects, tree 
sap, chemicals from factory chim- 
neys and other foreign matter, un- 
less the surface is thoroughly wash- 
ed and a wax coating applied for 
protection. 


and in the new IUE agreement 
at Westinghonse Electric Corp. 
The second is the likelihood, ac- 
cording to the letter, that no 
escalator bonus will be paid in 
the steel industry in December. 


Steel contracts, signed last Jan- 
uary, provide that a maximum ad- 
vance of three cents an hour be 
paid, However, this advance is to 
be offset by any increase in insur- 
ance costs during 1960. 

“Bargaining on the extent of in- 
surance cost increase is now going 
on,” the letter stated, “To date, 


Mid-October Gains Cited 


Makers Report Sales Up 


dispute over work rules to a presi- 
dential commission. 

The nationwide strike was 
threatened over what manage- 
ment describes as “featherbed- 
ding,” meaning forced use of un- 
necessary workers or payment of 
wages without a commensurate 
return in services. 

Secretary of Labor James P. 
Mitchell said that the commission 
would make a detailed study of the 
dispute over work rules and prac- 
tices and have its recommendations 
ready for December, 1961. 


(Continued from Page 2) 


of October totalled 21,029, compared 
with 11,184 in the Oct. 1-20 period 
of 1959, 
* * +. 
Oldsmobile 

Oldsmobile dealers delivered more 
new cars at retail in the second 10 
days of October than in any sales 
period in the past year, according 
to J. F. Wolfram, general man- 
ager. 

Retail sales in the first complete 
sales period following Oldsmobile’s 
1961 announcement date totalled 
13,925 units, Wolfram said, This 
represented a 24-percent increase 
over the same period a year ago, 
he said. 

* a + 
Ford 

Falcon sales in the second 10-day 
period of October totalled 14,511, an 
increase of 115 percent over the like 
period of 1959, when 6,750 units 
were sold, according to a Ford Di- 
vision spokesman. 

Sales of the standard Ford were 
up about 8 percent over those in 
the first 10 days of October, he 
added. No sales figures were given. 

o* * * 


Lincoln-Mercury-Comet 


Sparked by a big spurt in Comet 
demand, Lincoln-Mercury Division 
sales in the second 10 days of Octo- 
ber climbed 12.4 percent over those 
in, the like period in September, a 
division spokesman said. 

Comet sales during the current 
period totalled 7,223, compared with 
5,977 in September, he reported, It 
was the second-best 10 days for 
Comet since its introduction. The 
best period was the final 10 days 
of August, when 7,651 units were 
sold, the spokesman continued. 

Mercury sales were up from 3,694 
in the middle 10 days of September 
to 3,754. Lincoln deliveries were 





Yeggs Steal Safe, 


Truck to Cart It Away 
YVANCEYVILLE, N. C.—Yeggs 
broke into Cole Chevrolet Co., 
carted the safe into the service 
department, lifted it into a new 
1961 truck with a chain hoist, 
covered it with a rug from the 
office floor and hauled it away. 
Last May 3 in a similar safe 
robbery, the safe was taken to 
a wooded area and blown open. 
Officials said cash and valuable 
records were in the safe in the 
latest theft, but gave no estimate 
on the amount of money involved. 








down from 298 to 232, but it was 
pointed out that the ’61 model isn’t 
due on the market until mid- 
November. 

Year-to-date sales for the divi- 
sion totalled 290,238, the spokesman 
said, an increase of 28 percent over 
the 227,045 units delivered in the 
comparable period a year ago. 

* * * 


Plymouth 


Plymouth dealers reported retail 
deliveries of new cars in the first 
20 days of October this year were 
17 percent higher than a year ago. 

Average daily rate of new-car de- 
liveries from Oct. 11 through Oct. 
20 was up 23 percent from a month 
ago, and it was at the highest rate 
for the mid-October period since 
Plymouth’s record year of 1953, ac- 
cording to Harry E. Chesebrough, 
general manager. 

+ + 


* 
Rambler 


Rambler continued at a record- 
setting sales pace in the second 
10-day period of October with de- 
liveries of 12,968 units, a 27 per- 
cent gain over the comparable 
year-ago period, according to Roy 
Abernethy, automotive distribution 
and marketing vice-president. 

The total compares with 8,990 
sales in the second 10 days of last 
month, a gain of 44 percent, he 
said. 

On a calendar-year basis, Ram- 
bler sales amounted to 353,802, an 
increase of 20 percent over the 295,- 
653 delivered in the Jan, 1-Oct, 20 
period of 1959, Abernethy added. 

* * * 


Studebaker 


Studebaker sales during the sec- 
ond 10 days of October soared 63 
percent above those in the month’s 
first 10 days, according to a Stude- 
baker-Packard spokesman. 

He said dealers delivered 2,560 
cars in the current period, com- 
pared with 1,572 in the Oct, 1-10 
span. 
ot + 


Dodge Truck 


Retail sales of Dodge trucks in 
the first 10 days of October increas- 
ed 49 percent over the comparable 
period of 1959, according to M. C. 
Patterson, general manager. 

He said 1,417 trucks were sold 
Oct. 1-10, compared with 954 trucks 
in the like period last year. 

“This is the fourth straight 
10-day selling period that we have 
increased our truck gales,” Patter- 
son said. 






















By Jack Weed 
Truck Editor 

NEW YORK.—“The ruling in the 
freight forwarder volume rate case, 
plus some aspects of the ruling 
in the New Haven piggyback case 
plus the rate-making policies the 
rails are being allowed to pursue 
are combining to make a mockery 
of the national transportation pol- 
icy,” John V. Lawrence, managing 
director, American Trucking 
Assns., told directors of the group 
at their 27th annual convention 
here. 

This statement uses the most 
harsh wording in a criticism of 
Interstate Commerce Commission 
activities ever known to come 
from the ATA. 

Lawrence said, “Some of these 
piggyback arrangements, coupled 
with an ICC decision that freight 
forwarders may publish volume 
rates, have clothed every freight 
forwarder with authority to en- 
gage in door-to-door truck service, 
in contradiction of every historic 
concept of the freight forwarder’s 
function in the transportation field. 

“And, to top it all off,” Lawrence 
continued, “some of the piggyback 
devices have given rise to a variety 
of pseudo-shipper associations, un- 
lawful parasites which are sapping 
the substance of the regulated 
transportation industry.” 

Speaking of the rate abuses, 
Lawrence said, “Another result, in 
the ICC view, has been to put more 
emphasis on the situation of the 
carrier proposing a rate, and to 
minimize concern with the position 
of the competitors.” 

The trucking companies of the 
nation will, in all likelihood, dou- 
ble their present volume by 1975, 
according to a report on the in- 
dustry by Shields & Co., New 
York investment firm. 

By conservative estimate, this 
will mean that the trucking indus- 
try will transport goods 550 billion 
ton miles in that year, the firm 
said in the 57-page, illustrated di- 





Designed for Valiant— 


This interior view of the ‘61 Valiant is 
focused on the instrument housing, which 
is molded of duPont Delrin acetal resin. 
Delrin is said to cut the weight—but not 
the strength—of this Valiant part by 80 
percent. The housing, made of die-cast 
zinc, would weigh nine pounds; in Delrin, 
it weighs two pounds, 


Transport Rulings Ripped 
In ATA Convention Talk 


gest of national and local trucking 
operations. 

There are presently more than 
11 million trucks and combinations 
operating within the nation with 
federally regulated for hire seg- 
ments alone taking in $7 billion an- 
nually in revenues, 

High motor-fuel taxes and diver- 
sion of more than $1.7 billion an- 
nually in highway user taxes to 
nonhighway activities by states led 
the Private Carrier Conference of 
the ATA to call for remedial ac- 
tion in face of “increasing resent- 
ment over the rising level of taxes.” 

The resolution demands that 
all federal automobile excise 
taxes be specifically earmarked 
for the highway trust fund and 
that presently existing tax-paid 
free highways not be converted 
to toll roads at either the state 
or federal level. 

The private carrier group also 
urged that all states not now hav- 
ing antidiversion constitutional 
amendments enact such amend- 
ments at the first opportunity and 
expressed opposition to any fur- 
ther increases in highway user 
taxes at both the state and federal 
level. 

The recent court ruling that 
“the burden is not on the contract 
carrier seeking new operating per- 
mits to prove inadequacy of exist- 
ing common carrier services” will 
prove a boon to the contract car- 
riers, according to C. D. Todd, gen- 
eral council of the Contract Car- 
rier Conference. 


13 Ex-Dealers 
Sue Midas Firms 
For $1.8 Million 


CHICAGO.—Suit charging viola- 
tion of the Federal antitrust laws 
and restraint of trade was filed last 
week in the Federal District Court 
for Northern Illinois against Midas, 
Inc., and its parent, International 
Parts Corp. of Chicago, by 13 for- 
mer Midas muffler dealers in seven 
states. 

The complaint, seeking damages 


,|for all of the plaintiffs in the total 


amount of $1,820,000, charges that 
International Parts and its affili- 
ated companies conspired to pre- 
vent the Midas dealers from pur- 
chasing parts and services from 
any companies which were not con- 
trolled by the parent corporation. 

The restraint of trade was effect- 
ed, according to the complaint, 
through a series of exclusive agree- 
ments imposed by Midas, Inc., the 
wholly owned subsidiary of Inter- 
national Parts. 

Pertinent sections of the law cited 
by the complaint are Section 1 of 
the Sherman Act, citing unreason- 
able restraint of trade, and Section 
3 of the Clayton Act covering dis- 
criminatory practices. 

Counsel for the plaintiffs include 
Danzansky and Dickey, of Wash- 
ington, former counsel for the 
National Independent Automobile 
Dealers Assn, 
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In San Francisco Suit Against Ford .. . 
Leach’s Case Hinges on Quotas 


(Continued from Page 3) 
younger Leach said the dealer- 
ship was asked again in June, 
1957, to adopt the sales-boosting 


During his testimony, the elder 
Leach said he tried to continue as 
a used-car dealer and garage oper- 
ator after he lost his franchise. He 
said he was losing $2,500 a month 
and went out of business. 

Walter F. Melvin, who worked 
for the dealership from 1950 until 
its termination in December, 1958, 
testified for Leach last week. He 
said he was the firm’s general man- 
ager and sales manager until 1953, 
when a Leach son, Eugene, became 
sales manager, Melvin then worked 
as a salesman until 1955, when he 
became used-car sales manager. 

He said, in hig belief, the Leach 
organization was competent. He de- 
scribed Eugene Leach as “one of 
the best” salesmen. Eugene was an 
excellent student, followed company 
recommendations and made use of 
company-supplied material, Melvin 
said. 


The second son, Russell, who 
like his brother is a coplaintiff 
with the senior Leach in the suit, 


very good salesman. “He was 
raised in the Ford business all 
his life,’ Melvin said. “We did a 
ver showing, I’m sure.” 

John B, Bates, of Pillsbury, Mad- 
ison and Sutro, the San Francisco 
legal firm representing Ford, ques- 
tioned Melvin about Ford’s at- 
tempts to have Leach put on more 
salesmen. 

Melvin said Leach during the 
1950s generally had five or six sales- 
men, He admitted under question- 
ing by Bates that a prominent 
downtown Oakland dealership 
where he previously had been em- 
ployed hired 21 salesmen in 1949. 

“We had six coming, six going 
and six good salesmen,” he said of 

the other dealership. 

He said that Leach’s salesmen 
usually included “three or four” 
good men. 

Bates also asked him about the 
hiring of more salesmen at new- 
model introduction time and then 
reducing the staff in the summer 
months. 

Melvin said Oakland is a strong 
union town. “If they couldn’t make 
it and draw $300 a month, we 
would let them go,” he said. 

Melvin, who said he is now un- 
employed, testified that the senior 
Leach was at the dealership every 
day. He said Leach would open the 
mail, check the sales and “keep an 
eye on the business.” Leach cus- 
tomarily went to lunch about 11 
and some days returned to stay 
the full day, Melvin said. 

Melvin gave a touch of humor 
to his testimony by saying that 
he took four head of horses as 

part payment when he made his 
first sale in 1913. 

The plaintiffs have contended 
that their dealership in the Elm- 
hurst district of Oakland wag in an 
area that was deteriorating eco- 
nomically,. 

Jules Gilbert, operator of Gil- 
bert’s Department Store, testified 
for the plaintiffs that low-income 
groups were moving into the Elm- 
hurst area. 

A Leach attorney, Julian Caplan, 


Dealers to Study 
Compacts’ Profits 


MINNEAPOLIS. — The Leaming- 
ton Hotel here will be the scene of 
a one-day conference on “The Prof- 
it Potential in Compacts” sponsor- 
ed by the Nationa! Automobile 
Dealers Assn. The event will be held 
Thursday (Nov. 3). 

Questions set for the discussion 
include: Is a different pay plan for 
compact salesmen necessary? What 
will added compacts do to late- 
model used-car prices? What is the 
true value of a used compact car? 
And other subjects covering this 
area of dealer operations. 

Dealers who will appear on this 
program have a wide background 
in the compact field and will be 
able to answer dealers’ questions on 
the changes and opportunities the 
new compact cars will bring to the 
business, Attendance is restricted 
to NADA members. 



































read depositions taken from two 
Ford executives, James A. King, 
San Jose district sales manager, 
and Arthur S. Hatch, a member of 
the Dealer Policy Board. 

The testimony was offered to 
bolster Leach’s contention that 
Ford executives repeatedly 
threatened to yank his franchise 
upon his refusal to stock more 
cars. 

King’s testimony generally was 
that he reviewed various sales and 
population studies of the Elmhurst 
district and that he thought Leach 
was not selling enough Fords. King 
said he recommended termination 
of the contract. 

Hatch, who was a member of the 
board which upheld the termination 
recommendation, said he reviewed 
the Leach claim that his sales area 
was deteriorating and concluded 
that, on the contrary, it had “good” 
possibilities. 

The jurors smiled when Caplan 
read Hatch’s statement that “low- 
income groups buy other cars than 
Cadillacs.” 

During cross examination of 
Eugene Leach, Bates showed a 
chart which indicated that 
Leach’s best year insofar as meet- 
ing the 4.77 percent goal set by 
the company was when he sold 
4.68 percent of the Fords sold in 
his area, 

The percentages were on cars 
sold at the Eastbay multiple point. 
Fourteen dealers were in the area 


Williams Warns 
Stocks of ’60s 
Peril 61 Sales 


(Continued from Page 3) 
dealer to get his house in order, this 
is it. 

“Unless the automobile dealer is 
a good businessman, he is going to 
fold up.” 

He pointed out that competition 
is going to have a serious effect 
on dealers. At the same time, the 
public is going to benefit from this 
unusually keen competition that 
will be universal in the automo- 
bile industry, he said. 

“For the first time in automobile 
history, every dealer is selling al- 
most in the same price range,” ac- 
cording to Williams. “This, of 
course, leads to increased competi- 
tion among the dealers and better 
deals for the public.” 

He said he believed the reason 
for the decline in the number of 
auto dealers is that business in gen- 
eral is getting to a point where it 
requires executive ability with more 
business management to make a 
dealership sound. Lack of such 
management ability is causing many 
dealers to lose money and forcing 
them out of business, he said. 

But out of this transformation 
will arise larger and stronger auto 
dealers who will be making more 
money than ever before, he pre- 
dicted. 





Auto's Zine Parts Exhibited— 


out of 41 in the San Francisco 
district. 

In his best year contained on the 
chart, Leach sold 334 cars. Had he 
maintained Ford’s 4.77 percent 
ratio, he would have sold 340. 

This was compared by Bates to 
Leach’s 1958 performance when 
there were 6,808 cars sold in the 
EBMP, Of these, Leach sold 219, 
or 3.22 percent. Had he met a goal 
of 4.57 percent, he would have 
sold 311. 

Discussion of the chart indi- 
cated that the goals given him 
were 4.77 percent in 1953, 1954, 
1955 and 1956. His goal was cut 
to 4.57 percent in 1957 and 1958. 
The best market year in the six 

years was 1956 when 10,440 Fords 

were sold in the EBMP. Leach sold 

314 toward of goal of 397. 

Eugene Leach, on direct exami- 
nation, made the point that the 
economy in the dealership’s as- 
signed area was going down and 
cited figures to show a population 
trend toward the suburbs in the 10 
years from 1950 through 1959. 

He cited a 1955 Ford Dealers 
Planning Department report 
which showed his company’s loca- 

- tion was listed under “poor” as 
against a number of other East- 
bay towns listed as good, A sec- 
ond report in 1959 showed that 
the best location for the dealer- 
ship would be 13 blocks from the 
Leach location. 

He testified that when the next 
dealer replaced the Leach company, 
his headquarters wag nine blocks 
closer to the “ideal” location men- 
tioned in the report. 

The $4,843,500 damage figure re- 
sults from tripling damages of 
$1,614,500 sought by the Leachs. A 
Leach lawyer contends that the 
Auto Dealers Franchise Act is an 
addition to the antitrust laws and 
that the treble-damage provisions 
contained in the Sherman and 
Clayton acts would similarly apply. 

In pretrial conferences, Federal 
District Judge Lioyd Burke ex- 
pressed the opinion that there 
was serious question about this 
but left it to the trial judge to 


rule on. 
Judge William T. Sweigert is 
hearing the case. 


Miniature Injection Pump— 


One of the smallest in-line injection pumps in the world was displayed by Simms 
Motor Units at the International Motor Show in London. An idea of its size may be 
gained from this comparison with a standard telephone. The Minimec pump has a 
built-in mechanical governor and is sqid to be particularly suitable for use on smaller 
types of high-speed diesel engines. The pump can also be fitted with a pneumatic 


governor. 
ce s-.'9 
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* * * 


As Pessimism Clouds London Show .. . 


Ford Reassures British 


(Continued from Page 6) 


overdrive, are fitted, and there are 
disc brakes on all wheels. 

Standard-Triumph, after an- 
nouncing some months ago that all 
models would in future be called 
Triumphs, has gone back to the 
old Standard name for its new 
Vanguard. 

Also out of the smaller British 
car plants came the Lotus Series 
II. It retains the lightweight mono- 
coque fiber-glass-reinforced plastic 
body unit of the earlier model. 

The last British car to be men- 
tioned is not yet available al- 
though its prototype was on show. 
It is the Aston Martin DB4 Zagato, 
a two-seater designed and con- 
structed by Zagato in Milan, Italy, 
and intended mainly for the export 
markets. The power output will be 
302 horsepower, 

The German Borgward company 
—which is planning to assemble its 
models in Britain—has produced a 
new 2.3-liter, six-cylinder car, de- 





It’s Compacts 


vs. Imports 


In Ownership Study 


NEW YORK.—A Profile of the 
Small-Car Owner, which includes 
such data as his age, education and 
household income, hag been pre- 
pared by Newsweek magazine. 

The study was conducted by 
Sindlinger & Co., Inc., market an- 
alysts, and is based on 20,593 in- 
terviews throughout the United 
States last February. 

It treats imports and U. S. com- 
pacts separately. Higher-priced 
makes like Jaguar, Mercedes-Benz 
and Rolls-Royce, are excluded from 
the import analysis, while the com- 
pact group consists of Rambler, 
Lark, Falcon Corvair and Valiant. 
These were the only domestic com- 


This was one of the exhibits in the zinc display in Auto Wonderland, the educational 
exposition presented at the 43rd National Automobile Show. Parts made of zinc were 
fastened on a board containing an outline of a car, each part in its proper place so 
far as possible.—Avutomotive News photo by Benyas-Kaufman. 


pacts on the market at the time of 
the interviews. 

Here are some of the findings of 
the survey: 

Of 52,142,000 U. S. households, 
1,221,000 own an import, and 1,205,- 
000 own a compact. Another 35,000 
households own both an import and 
a compact. 

In the import households, 46.5 
percent own one car, and 47.5 per- 
cent own two. The average number 
of cars per household is 1.63. 

Sixty-three percent of the com- 
pact owners have only one car, and 
30 percent have two, The average 
per household is 1.45 cars. 

The average age of the house- 
hold head is 40.5 years in the 
import group and 45.4 years in 
the compact category. The aver- 
age of all U. S. household heads 
is 46.3 years, the survey found, 

Among import owners, 31.7 per- 
cent of the household heads were 
25 to 34 years old; 27.5 percent were 
35 to 44 years old, and 21.4 percent 
were 45 to 54. 

The corresponding figures for 
compact-car owners found 18.8 per- 
cent in the 25-34 age group, 31.4 
percent in the 35-44 bracket and 
21.4 percent in the 45-54 class. 

Imports were found to be more 
popular with the youngest group 
of household heads. About 6 per- 
cent of import owners were 18 to 
24 years of age, while only 2.4 per- 
cent of compact owners were in 
this class. 

Average annual] household income 
in the import field was put at 
$7,965, compared with $7,240 for 
households owning domestic com- 
pacts and $6,767 for the entire na- 
tion. 


veloping 100 HP and is the first 
German auto to have pneumatic 
suspension. 

The Swedish Volvo company in- 
troduced a new two-seater sports 
car, with a top speed of 110 MPH. 
Also new from Sweden are two 
Saab cars, the first time this 
make has been seen in Britain. 

The last of the new-comers from 
the continent are the Russian 
Moskvich and Volga. They are not 
exactly new, even as Russian cars, 
because they were admitted to last 
year’s Motor Show because of their 
curiosity value. Now a British dis- 
tributor has been appointed. 

Last, but certainly not least, came 
the new American compacts—which 
were the eye-catchers of the whole 
show. Practically priced out of 
reach of British pockets, they nev- 
ertheless gave makers in England 
a chance to see the type of com- 
petition they will have to face up 
to in many export markets of the 
world in the months to come, 

It was on the accessory stands 
that the real novelties of the Motor 
Show were to be found, Simms 
Motor Units showed the smallest 
in-line injection pumps in the 
world. One of these is the Minimec, 
which has a built-in mechanical 
type governor and is particularly 
suitable for use on the smaller 
types of high-speed diesel engines. 

The mechanical governor is 
compact and light in construction 
and is of the all-speed type al- 

lowing the engine to be set and 
maintained at any speed between 
idling and maximum, For those 
who prefer it, this miniature 
pump can be fitted with a pneu- 
matic type of governor which 
utilizes the suction created in the 
engine’s induction manifold to 
control the pump. It also controls 
the engine throughout its entire 
speed range. This version is 
known as the Minivac. 

On the stand of Solex wag a rev- 
olutionary design change in car- 
buretors—the first integral semi- 
downdraught model, which is part 
of the equipment of the new Stand- 
ard Vanguard. Most noteworthy of 
its features is the big reduction in 
overall height; while the twin float 
chamber construction, combined 
with short fuel passages, greatly 
reduces the effect of fuel surge and 
vibration, ensuring adequate gas 
supply at high tilt angles up to 45 
degrees fore and aft and 10 de- 
grees port and starboard. 

One other unit which commanded 
a@ great deal of interest wags the 
new Smiths Motor Accessories tank 
unit fixing method. This provides 
a new way of fixing the gas gauge 
tank unit to the fuel tank by a 
simple bayonet fixing system, elimi- 
nating the need for fixing screws. 

Fixing of the new unit is easily 
achieved by means of a keyed lock- 
ing ring which fits over the tank 
unit and locates with shoulders 
around a slightly recessed well in 
the fuel tank, A rubber sealing 
washer is compressed by a frac- 
tional turn of the locking ring, thus 
completing the installation. 
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Week Week Jan. 1 
Ended Same Ended Output, To 
Oct. 29, Week, Oct. 22, October, Oct. 31, y 
1960 1959* 1960* To Date  1959* 1960 
AMERICAN MOTORS 
IIE incctaiiacicintiicbibeees 10,900 8,409 10,593 42,062 399,920 
CHECKER MOTORS. 150 188 151 609 3,679 6,113 
CHRYSLER CORP. .... 18,150 21,714 17,056 70,470 612,124 891,812 
Chrysler Division. ...... 2,300 2,553 2,203 8,708 76415 85,573 
Chrysler .................. 1,700 1,989 1,724 6,542 58,777 71,839 
Imperial .................... 600 564 479 2,166 17,638 13,734 
Dodge Division .......... 8,100 8,203 7,693 31,851 147,540 366,178 
Dart-Polara .............. 5,000 8,203 4,771 19,969 147,540 328,152 
OR: ac asics ccescisicsters SAGO «arco Se SR |? wise 38,026 
P-D-V Division. .......... 71,150 10,958 7,160 29,911 388,169 440,061 
IEE ccictorsasensstresemeers 250 915 232 910 36,915 18,423 
Plymouth. .................. 5,000 8,233 4,735 19,335 346,883 214,624 
Ts vivesetssesteacesid 2,500 1,810 _ 2,193 9,666 4,371 207,014 
FORD MOTOR** .......... 43,950 38,458 46,382 188,215 1,446,367 1,570,144 
Ford Division .............. 34,500 33,619 35,582 144,434 1,264,727 1,258,402 
PI iti cctwesestiaseneors 42,420 30,333 428,469 
Ford (Std.) 99,094 1,172,500 757,944 
Thunderbird. ............. 1,360 1,749 800 61,894 71,989 
L-M Division. .............. 9,450 4,755 10,800 antes 152,187 311,742 
MEE # sc erro devirvesssinins BO onevoinsss Opeae .. Skee . -\aisings 165,634 
BNO sicerepissctaiiccsices 375 921 160 840 Bron 14,034 
Mercury ..................... 4,525 3,834 4,421 17,829 132,074 
GENERAL’ MOTORS .. 74,150 29,731 69,830 275,839 osneae 2,590,579 
Buick Division ............ 10,305 5,570 8,922 35,806 206,724 234,962 
Buick (Std.) ............ 1,955 5,570 6,872 28,646 206,724 220,135 
IIIT aside ccssnsocibtevsxi Saee*"nabee 2,050 TU | inosthtets 14,827 
QNND ih csicscrticciiviscss 3,780 2,658 3,802 14,191 126,593 129,953 
Chevrolet Division .... 39,200 7,717 38,710 147,249 1,299,904 1,538,884 
COUN — cccsdsscarecicinises 5,700 5,119 6,191 22,210 49,986 204,048 
Chevrolet (Std.) .... 33,500 2,598 $32,519 125,039 1,249,918 1,334,836 
Oldsmobile Div. .......... 9,570 71,642 9,979 40,729 336,967 321,224 
BEE: acchcisemstenhontneduions ee. .. “egnitles Bl TRIO CC cceicrsees 17,874 
Oldsmobile (Std.) .. 7,040 7,642 7,392 30,451 303,350 
Pontiac Division. ........ 11,295 6,144 8,417 37,864 358,619 365,556 
Pontiac (Std.) ........ 8,950 6,144 7,010 32,567 358,619 360,259 
ID povenvescchecnsesves a ees 1,407 Geen. © ikceuts 5,297 
S-P CORP. 
Studebaker ................... 2,555 3,286 2,559 10,250 129,007 91,465 
Total Cars, U. S.**......149,855 146,571 587,445 4,846,024 5,550,033 


*Revised. 


**Totals for 1959 include Edsel production. 


101,786 
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Week 





Week dan. 1 Jan. 1 
Output, To To 
October, Oct. 31, Oct. 29, 
To Date 1959* 1960 
31,785 298,021 332,649 

86 4,863 2,275 
202 2,829 2,958 
5,648 66,291 61,002 
8,196 288,467 277,374 
6,484 69,703 89,970 
8,259 123,221 105,906 
905 14,734 12,555 
884 10,527 11,095 
845 16,742 13,507 
8,362 97,617 108,732 
360 3,790 3,891 





996,805 1,021,914 


Total Trucks, U. S. .... 19,068 16,262 16,502 172,016 
Total Cars, ion 
Ms IER Shtcebheabaashastabesscctis 168,923 118,048 163,073 659,461 5,842,829 6,571,947 


25,150 322,536 324,771 





Grand Total, 
Cars and Tru 


cks, 
U. S. and Canada....175,728 124,580 169,934 684,611 6,165,365 6,896,718 





*Revised. 


By Independents’ Association .. . 


Texas Loan 





By Charles Cates 
Staff Correspondent 

DALLAS. — Texas independent 
auto dealers, in annual convention 
at Dallas, reiterated their stand for 
tighter credit regulations in Texas 
and elected Doyle Renfro, Odessa, 
president. 

Other officers elected are J. O. 
Woodward, Dallas; Thurman 
Smith, Fort Worth, George 
Swain, San Antonio, vice-presi- 
dents; Cliff Magers, Fort Worth, 
secretary, and Rayford Gillihan, 
Big Spring, treasurer. 

New regional vice-presidents 
elected for one-year terms are Sam 
Bedford, San Antonio, Southern 
area; Marion Ferguson, Tyler, 
Eastern; Ed Fertsch, Lubbock, 
Western, and Lewis Byars, Fort 
Worth, Central. 

The President’s Trophy for great- 
est membership increase was won 
by Cliff Magers, retiring Central 
area vice-president. Individual 
membership work honors went to 
Lewis Byers, Fort Worth, 

Tom Reavley, Austin attorney 
and former Texas secretary of 
state, addressed the group on be- 


Curb Asked 


half of an amendment to the Texas 
constitution that would enable the 
Legislature to enact stronger laws 
against “loan sharks.” 

The Texas independents al- 
ready had gone on record as fav- 
oring the amendment, which is 
pending before the voters of 
Texas as a prelude to the enact- 
ment of a more effective small- 
loan law. 

R. W. Townsler jr., Austin, di- 
rector of the Motor Vehicle Divi- 
sion of the Texas Highway Depart- 
ment, outlined progress being made 
toward more effective procedures 
for title transfers. 

Other speakers included State 
Senator George Parkhouse, Dallas, 
who insisted that no additional 
taxes be placed on motorists; L. O. 

Taylor, Dallas, past president of 
the Authorized New Car Dealers of 
Dallas, Inc., who stressed utmost 
integrity and more dignity in au- 
tomotive advertising; Murray E. 
Simkins, Chicago, executive direc- 
tor, National Market Reports, and 
Gayle Smart, vice-president, Allied 
Finance Co., Dallas. 


Car Output Is Slated 


x: |For November Drop 


(Continued from Page 1) 


assemblies last week, compared 
with 19.6 percent gained on 28,686 
assemblies a week earlier. 

The highest priced group captur- 
ed 3.2 percent of total industry out- 
put on 4,755 assemblies last week, 
compared with 3 percent gained on 
4,441 cars built during the week 
ended Oct. 22. 


* * * 


[ Arcusr producer among the 
low-price standard group last 
week was Chevrolet, which boosted 
its output from 32,519 to 33,500 cars. 
Chevrolet worked all of its stand- 
ard-car plants five days last week. 
Ford, working only its Mahwah 
(N. J.) plant Saturday, declined 
from 25,294 assemblies the previ- 
ous week to an estimated 21,225 
last week. 


Dart turned out an estimated 
4,500 cars last week, compared with 
an estimated 4,271 units a week ear- 
lier, while Plymouth climbed from 
4,735 assemblies the previous week 
to an estimated 5,000 assemblies 
last week. Both Plymouth and Dart 
workeg all lines five days last. week, 
while both had output curtailed the 
previous week by the week-long 
closedown of the St. Louis plant. 

Checker built an estimated 150 
cars last week, compared with 151 
assemblies a week earlier, and 
Studebaker Hawk produced an esti- 
mated 220 cars in each of the last 
two weeks. 


* * * 


_—— producer among the com- 
pacts was Falcon, despite the 
fact it worked only its Lorain (O.) 
plant six days last week. The Ford 
unit turned out an estimated 11,915 


cars last week, compared with 9,488 
a week earlier, 

Rambler, still operating two 
shifts six days, upped its output 
from 10,593 units a week earlier 
to an estimated 10,900 last week. 

Among the General Motors com- 
pacts, the Pontiac Tempest showed 
the biggest gain, climbing from 
1,407 to 2,345 assemblies; Oldsmo- 
bile F-85 was off from 2,587 to 
2,530 units; Buick Special was up 
from 2,050 to 2,350 assemblies, and 
Corvair, working only its Willow 
Run plant six days, declined from 
6,191 to 5,700 cars. 

Compacts at Chrysler Corp. ac- 
counted for 5,600 assemblies last 
week, compared with 5,115 units a 
week earlier. A breakdown of com- 
pact production at Chrysler showed 
Dodge Lancer with 3,100 assemblies 
last week, compared with 2,922 a 
week earlier, and Valiant with 2,500 
assemblies last week, compared 
with 2,193 the previous week. 

Comet, working only its Lorain 
(O.) plant six days, turned out 4,550 
cars last week, compared with 6,219 
assemblies a week earlier. 

* * oe 


N THE medium-price field, the 
standard Pontiac was the big 
producer with 8,950 assemblies last 
week, compared with 7,010 cars 
turned out a week earlier. 
Following close behind Pontiac 
were standard Buick, up from 
6,872 to 7,955 assemblies, and 
standard Oldsmobile, off from 
1,392 to 7,040 units. 
Among the other medium-price 
makes, Mercury was up from 4,421 
to 4,525 assemblies; Chrysler was 


47 


off from 1,724 to 1,700 units; Thun- 
derbird climbed from 800 to 1,360 
cars; Dodge Polara accounted for 
an estimated 500 assemblies each 
week, and DeSoto was up from 232 
to 250 units. 

In the highest price group, Ca- 
dillac had an estimated 3,780 as- 
semblies last week, compared with 
3,802 a week earlier; Imperial was 
up from 479 to 600 units after hav- 
ing worked only four days the pre- 
vious week, and Lincoln climbed 
from 160 to 375 units after having 
worked only four days a week ear- 
lier. 

+ * * 

yoo output increased from 

16,502 units the previous week 
to an estimated 19,068 assemblies 
last week as Ford got into produc- 
tion on its 1961 models, During the 
week ended Oct. 31 last year the 
makers built 16,282 trucks. 

Commercial-car output for Oc- 
tober is estimated at 75,825 units, 


October a year ago. 

Canadian manufacturers turned 
out an estimated 6,805 cars and 
trucks last week, compared with 
6,861 vehicles assembled a week 
earlier. It also compared with the 
6,532 cars and trucks produced dur- 
ing the week ended Oct. 31 last 
year. 

e * * 


Ford’s Atlanta Plant 


To Assemble Falcons 


ATLANTA, — Ford Division will 
begin production of its Falcon line 
here Dec. 12, with approximately 200 
units rolling from the assembly line 
daily, it was announced last week. 

Production of the standard Ford 
will be halted for a month in prep- 
aration for the startup of Falcon 
assemblies. Assembly of the stand- 
ard models will resume again Dec. 
12, officials said. 

The addition of the Atlanta plant 
brings to five the number of Ford 
Division units now producing the 
Falcon, They are now being pro- 
duced at Lorain, O., Kansas City, 
San Jose, Calif., and Metuchen, N. J. 


New York Dealers Disappointed 


(Continued from Page 2) 


that the average 1961 new-car gross 
hovers around the $200 level and, in 
many instances, drops below this 
figure, which means that many 
dealers are losing money on their 
1961 sales at the beginning of the 
year. 

In sales of 1961 compacts, the 
dealer stands a slight chance of 
reeouping. But, particularly in the 
case of the new compacts for 1961, 
actual sales have been lower than 
anticipated. 

Reports indicate that five stand- 
ard-size cars sell for each of the 
new compacts that is sold. 

One dealer said. “Everybody 
comes in and looks at the F-85. 
They think it’s a cute little car. 
But then they look at the price 
and suddenly realize that for a 
couple hundred dollars more 
they’ve got a regular car. 

“It was a week after introduction 
before we sold our first smaller car, 
and we have honestly been disap- 
pointed in it. I, for one, am certain 
that the potential isn’t anywhere 
near as big as we've been led to 
believe.” 

In general, the reaction to the 
Buick Special has been similar, 
while reaction to the Lancer is a 
little better. However, dealers admit 

some confusion has developed about 
the possible difference between a 
Lancer and a Valiant. 

To compound the confusion, not 
only has the used-car market fallen 
off in the last 10 days to two weeks, 
but dealers are also faced with the 
perplexing problem of pricing late- 
model, standard-sized cars traded 
on 1961 models. Many dealers hesi- 
tate to make appraisals on these 
and feel they have been forced to 
turn away business. 

But caution appears to be par- 
amount right now. They would 
rather lose a few sales at low 
grosses than gamble on an un- 
certain used-car market. 

There are exceptions to the rule, 
as always, One dealer claims he had 
the biggest September in his more 
than 20 years as a dealer, “More 
cars sold, more profit, more used 
cars sold and we think here that 
1961 will be a good year,” he said. 

Another dealer claims he has 


more orders on hand right now 
than he ever had before at this 
time of year, 

“But I'll tell you something,” he 
added. “We didn’t have a soul in 
our showroom during the announce- 
ment period. These are all prospects 
my salesmen went out and ~~ 


am doing my best to build an in- 
ventory of orders for the next 
few months. But frankly, ’m 
worried about this situation. I 
don’t like it. I wonder what hap- 
pens when our 1961s aren’t new 
any more.” 

With used cars slowing down, 
Christmas approaching, and new- 
car grosses remaining at the 1960 
level, dealers are understandably 
concerned. 

In addition, dealers seem to agree 
that the new warranties which have 
received so much publicity are 
nothing but a lot of trouble. 

A number of dealers have pointed 
to the full-page ads run recently 


AMC Promotes 
Stone to New Post 


DETROIT.—Promotion of G. B. 
Stone jr. to the newly created posi- 
tion of dealer capital investment 
manager of American Motors Corp. 
has been announced by Roy 
Abernethy, vic e- 
president of au- 
tomotive distribu- 
tion and market- 
ing. 

For the last five 
years, Stone has 
been special as- 
signment repre- 
sentative on the 
staff of the sales 
operations vice- : 
president. et 

Stone joined G. B. Stone jr. 
American Motors in 1945 as comp- 
troller of the Kansas City zone. He 
later held zone posts in St. Louis 
and Kansas City. In 1951, he was 
named Oklahoma City zone man- 
ager, a position he held until he 
was transfered to Detroit in De- 
cember, 1953, ag national business 
management manager. 





and asked: “Do you know what 
these warranties are worth? 

“Nothing. Not even the paper 
they are printed on. 

“They’re only as good as the 
dealer who is asked to honor 
them, and you know what that 
means.” 

Customers are already clamoring 
for items which are the result of 
nothing more than customer neg- 
lect. “And let me tell you,” a com- 
plaining dealer said, “we've only 
begun to get the problems on this 
thing. Just wait and see what a 
headache this becomes.” 

Metropolitan dealers here are 
beginning to think and talk more 
about the effects of leasing and 
rentals on their business, 

As the months glide by, dealers 
become more certain that rentals 
and leasing in highly congested 
metropolitan areas are having an 
adverse affect on new-car sales. 

“I know I’ve lost business here 
to rentals,” one midtown dealer 
stated recently. “People who live 
in my neighborhood just can’t 
afford to own a car and garage 
it around here any more, And 
traffic congestion makes the old 
Sunday drive a thing of sheer 
torture. 

“So lots of my customers have 
just stopped driving cars. You know 
what they do? If they need one 
badly enough, they rent it. Other- 
wise they save their money and 
take long, expensive vacations in 
Europe or Bermuda or Florida in 
the winter, And you know they 
aren’t rich in this neighborhood.” 

Another dealer, whose showroom 
is smack in the middle of the Upper 
East Side, New York’s high-rental 
district, said: “If I had to depend 
on these people for my new-car 
sales, I'd be out of business next 
week. 


“To begin with, most of these 
people,” and he waved a hand to- 
ward the expensive apartments 
surrounding his showroom, “who 
pay $600, $700 and $800 a month in 
rent for four and five rooms haven't 
got a penny left to pay $60 a month 
for garage, never mind the financ- 
ing charges of owning a car.” 
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Obituaries 


Harry Ferguson, 76, 
Pioneer in Tractor Field 


ABBOTSWOOD, England.— 
Harry Ferguson, pioneer in farm 
mechanization and long an associ- 
ate of the late Henry Ford, died 
Oct. 25 at his home here. He was 76. 


Ferguson developed a line of trac- 
tors and farm implements which 
sold all over the world. In 1939, he 
and the elder Ford entered into a 
large-scale manufacturing agree- 


ment. 


Ferguson and Ford operated 
under an oral agreement for seven 
years, Following the death of Ford, 
however, difficulties arose between 
Ferguson and the new operators of 


Ford Motor Co. 


When Ford established Dearborn 
Motors Corp. to market its own 
tractors, Ferguson filed suit for 
$251 million for patent infringement 
and monopoly. Ford finally settled 


out of court for $9,250,000. 
. * * 
John M. Patrick 


FRANKFORT, Ky.—John Morgan Pat- 


rick, owner of a used-car lot and 


accident Oct. 22. 
* > * 


John F, 


FULTON, N. Y.—John F, Stacy, former 
died here Oct, 16, He served 
as branch manager for Buick and Durant 
Motor Co. in Buffalo. He owned and oper- 


auto dealer, 


ated the Ford dealership in Batavia, 


Y., and came to Fulton to organize Stacy 


Oil Co, 
SSA S 


Roger Fitz 
LOS ANGELES.—Roger Fitz, 


auto- 
parts business here, was killed in an auto 


N. 


Chrysler- 
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60, retired local automobile dealer, died 
Oct. 9 at his home here. 


Joseph R, Rhoades 
KENTON, 0O.—Services for Joseph R. 
Rhoades, 92, retired auto dealer, were held 
here Oct, 15. ” 
* 


* 
Raymond A. Erwin 
PHILADELPHIA.—Raymond A, Erwin, 
71, Chevrolet dealer for 45 years, died 
Oct. 8 at Abington Memorial Hospital, He 
operated Erwin Chevrolet, Inc., Philadel- 
phia, and R, A, Erwin Motor Co., Inc., 
Bustleton. , 
* + * 
James Lawrence Bennett 
VIRGINIA BEACH, Va.—James Law- 
rence Bennett, 59, retired automobile deal- 
er, died Oct. a py ang hospital. 
* 


William H., 

JOHNSTOWN, Pa.-—-William H, Sharp, 
78, who owned an automobile dealership 
here for 25 years, died Oct. 16 at his home 
in McKeesport, Pa, He moved to McKees- 





POSITION WANTED 


EXPERIENCED DEALER would like gen- 
eral manager or sales manager position 
with small Chevrolet or Ford dealer in 
Southeast with buy-in or buy-out option, 
The very best references. Reply to P, O. 
Box 386, Johnson City, Tennessee. 

BUSINESS MANAGEMENT—25 years’ ex- 
perience. Volume Ford or Chevrolet’ pre- 
ferred, Difficult assignment desirable. 
References. Box 1923, c/o Automotive 
News, Detroit 7. 


ACCOUNTANT — OFFICE MANAGER — 






HELP WANTED 








CAPABLE 
Service Manager 
with 


CADILLAC EXPERIENCE 









port 10 years ago. 4 
pe POE an Proven ability all accounting procedures 

Richard H, Symington operating controls, credit extension, for 
ROCKVILLE, Conn.—Richard H, sym-|{| CADILLAC OPERATIONAL complete charge | of office, G.M.I.T. 
ington, 63, died in a Manchester (Conn.) trained, Sixteen years in service, parts, 
hospital Oct. 17. He was a General Motors TRAINING office, Michigan GM dealership, Desire 
substantial career opportunity in 250-500 






dealer in Rockville, Manchester and Hart- 
ford for many years before retiring two 


years ago. 
* * * 


Guy A. Battle Sr. 
SUMTER, 8, C.—Guy A, Battle sr., 
72, retired auto dealer formerly of At- 
lanta, died here ae ~ 


unit deal, Presently employed, Available 
30 days. Box 1924, c/o Automotive News, 
Detroit 7. 

GENERAL MANAGER — Sales manager, 
‘“‘Big Three’’ and Motors Holding experi- 
ence. Proven background. Box 1925, c/o 
Automotive News, Detroit 7. 





An opportunity to handle service de- 
partment in leading Northwest Cadillac 
distributorship. Attractive compensation 
plan with excellent working conditions. 
Send qualifications and application to 














* Sscaaieheeaitgaitomieeestepiabaeanpnptabeoartascieteboenpomuecntoen aitietnssieteaeitni 

John D Corbit Sr. R. s. ELDER GENERAL MANAGER, presently employed 

. 7 by 600 new car GM dual in Southeast. 

READING, Pa.—John D, Corbit sr., an General Manager Interested in moving to larger deal with 





greater possibilities. Present position three 
years, income $15,000. Highly successful, 





auto dealer here for 40 years, died Oct, 15 
in the Reading Hospital, Mr, Corbit, 76, 






BARNARD MOTORS, INC. 







retired in 1954 after holding franchises to 

Pp business and personal references. 
for the Pierce-Arrow, Nash, Rockne and 2108 WEST BURNSIDE Age 33, married, ten years’ management 
Plymouth. PORTLAND 10, OREGON experience. Available after first of year. 







Address replies Box 1937, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


AUTO DEALERSHIPS FOR SALE, en- 
franchised to sell one of the two most 


Harry H. Harkins 
LEBANON, Pa.—Harry H, Harkins, 70, 
who operated a Buick dealership here for 
25 years prior to his retirement in 1940, 





SERVICE MANAGER, Suburban New Jer- 
sey Chevrolet-Oldsmobile dual dealer re- 
quires a capable man, Box 308, Boonton, 
New Jersey. 









Plymouth dealer 
Park and seskenothe eres, died recently. 
+ 


in the Monterey Bay 


Bernard J. Swanson Sr. 
FORT WAYNE, Ind.—Bernard J. (Jerry) 


Swanson sr., 73, president of Jerry Swan- 
son, 
Joseph Hospital from a heart attack. Mr. 
Swanson came to Fort Wayne in 1929 as 
@ zone manager for Chevrolet. In 1932, he 
bought the eran SeOtNe. 

* 


Inc, (Chevrolet), died Oct, 11 in St. 


Winfield L. Webster 
RIVERSIDE, Ont.—Winfield L, Webster, 


president of Webster Mfg. Co., died while 
on a hunting trip in Michigan Oct, 20, He 
was one of the pioneer 
men, having been identified with Packard 
Motor Car Co, and Murray Body Co in 
the earlier days. He went to Canada to 


automobile trim 


Windsor plant of National 


died Oct. 9 in a Philadelphia hospital. 
* * 


* 
Robert Abbott 
PETERBOROUGH, Ont.—Robert Abbott, 
retired president and general manager of 
Raybestos-Manhattan (Canada) Ltd., 
Peterborough, died Oct, 9, He joined Ray- 
bestos Co., now the Raybestos Division, in 
1918 and helped organize the Canadian 
plant in 1920. 


AUTOMOBILE SALES DIRECT MAIL — 
National advertising concern will train 
salesmen contact automobile dealers sales 
and service direct mail service. Exclusive 
territory, high earnings, repeat yearly 
business. Salary, commission. Box 1918, 
c/o Automotive News, Detroit 7. 











James B, Austin Sr. 
DOVER, N, H.—James B, Austin sr., 
73, a Willys-Overiand dealer in Laconia in 


the 1920s, died Oct. 12. 
* * * 


SERVICE MANAGER 


Excellent opportunity with established metro- 
politan multiple outlet operation in California 
for ambitious, top-flight service manager. The 
















popular makes, Located in Utah, Idaho, 
Montana, annual car and truck poten- 
tials ranging from 59 to 325. Can be 
purchased on most favorable basis x- 
cellent lease arrangements on fac es. 
Outstanding profit opportunities to cap- 
able operators, Factory approval neces- 
sary, Box 1927, c/o Automotive News, 
Detroit 7. 


WILL SELL DEALERSHIP, with or with- 


out real estate, handling Imperial-Chrys- 
ler-Dodge in rich farm community North- 
west Ohio. Box 1928, c/o Automotive 
News, Detroit 7. 


ESTABLISHED DEALERSHIP handling 


Lark and Hawk, New Jersey. Good 


manage the 


Automotive Fibers Co. 


which did trim 
work for Chrysler, Nash and International 
Harvester in Canada. Mr, Webster opened 


his own plant here about 15 years ago, 


continuing to do trim work for the same 
“quick 


repair’’ trim set for the fast replacement 


companies, He also developed a 


of seats and backs in trucks and buses. 


Eg 7 * 
Ernest F, Hobbins 


PHILADELPHIA.—Ernest F. Hobbins, 


63, former vice-president of White Motor 


Co.’s Eastern 7. ae” 3 Oct, 20. 
Asal Strain 


KENT, Wash.—Asal Strain, 74, pioneer 
Washington truck dealer, died of a heart 


attack. 
* * co 
R, Andrew Garner 


ATLANTA, Ga.—R, Andrew Garner, 68, 
head of Atlanta Truck Equipment Co. 


since 1933, died recently, He also was re- 


gional manager of Anthony Co., Streator, 
Ill.; manager of Wayne Works, Richmond, 
Ind., and manager of Hobbs Trailers, Fort 


Worth, Tex. 
* + * 
J. E. 
LANCASTER, 8, C.—J, E, Craig, 
retired auto dealer, died Oct, 


97, 


19, From 


1924 until 1944 he was associated with 
John F, Stogner in Craig Motor Co., Inc. 


(Chrysler-Plymouth). 
* * 


Carlos L. Taylor 


LITTLE ROCK, Ark.—Carlos L, Taylor, 


51, a Little Rock auto dealer, died Oct. 
* * * 


George F, Hill 
NORWAY, Me.—George F. Hill, 


18. 


75, a 
retired automobile dealer, died Oct, 18, A 


past vice-president of the Maine Automo- 


bile Assn., Mr, Hill formed an auto deal- 
it until he 


ership in 1919 and operated 
retired in 1955. = a 
o 


Clarence H, Redwine 


NEW ALBANY, Ind.—Clarence H, Red- 
65, who formerly operated a used- 


wine, 


car business here, died in Louisville, Death 


was attributed to pneumonia, 
” * * 


Raymond J. Keirn Jr. 
DETROIT.—Raymond J, Keirn jr., 


40, 


assistant manager of Chrysler Corp.'s Sales 


Division, died Oct, 24 in a suburban hos- 
had been with Chrysler since 


pital, He 
1953. 
* + * 


R. V. Stewart Sr. 


HAYNESVILLE, La.—R, V, Stewart sr., 





Fire Destroys Ford Deal 
ALMA, Ga.—Fire destroyed Car- 


ter-Crosby Ford Co., causing dam- 
age estimated at more than $100,000. 
Otis Crosby, owner, said seven or 
eight new autos and about eight 
used cars were destroyed. Six more 
cars on the Padgett Pontiac Co. lot 
next door to the Ford building also 
were damaged. 


Ted Eades man we need is not just a “nuts and boltser,"’ 

INGLEWOOD, Calif.—Ted Eades, a re-| but a qualified administratot who under- money maker, 100% service in growing 
tired Chevrolet dealer, died after being | stands the business end of service, and who porgon ye a h ee - sales. 
struck by a car. . . Pee s w andle, Six room house goes 

’ * * * has the ability to make a profit while main with deal next door to entire operation. 











taining customer good will. 


If you have a background of proven accom- 
plishment and are between thirty-five and 
forty-five years of age, send complete resume 
to Box 1905, c/o Automotive News, Detroit 7. 
All replies will be held in strict confidence. 


Family health forced to liquidate, $450 
month takes entire setup, Box 1929, c/o 
Automotive News, Detroit 7. 


AGENCY HANDLING CHEVROLET- 
OLDSMOBILE, rich Northeast Iowa 
community, progressive town-—-100 new 
cars, Parts, accessories and equipment 
$16,000. Lease available very modern 
building. Box 1926, c/o Automotive News, 
Detroit 7. 


PHOENIX, ARIZONA, popular foreign car 






George Gordon 

ROCHESTER, N. Y.—George Gordon, 
83, former president of Rochester’s old 
Selden Truck Corp., died here Oct. 11 after 
an illness of two months, The firm built 
one of the country’s first automobiles, the 
Selden. Mr. Gordon joined Selden Truck in 
1912 and was president for the next seven 


years. 













* * * 


SALES MANAGER, Ford dealership with 
Walter S, Talmage > —T. 


potential of 500 new units per year. Lo- 







HAMILTON, Ont.—Walter 8. Talmage, cated in the heart of Piedmont, North dealership, Good service absorption. Top 
former treasurer of International Harvester Carolina. If you are capable, please location, $20,000 will handle, Ed Post 
Realty, 407 N, Central Ave., Phoenix, 





furnish a complete resumé with photo- 
graph. Box 1922, c/o Automotive News, 
Detroit 7. 


SALES MANAGER 


For large Ford dealer. Must be young, ambi- 
tious, energetic, able to hire, train and direct 
large sales force. Must be dynamic closer. 
Established dealer with volume over 1,400 
new units, located in the East. Excellent op- 
portunit ee benefits. Box 1910, c/o Auto- 
motive | Pin etroit 7. 


Co, of Canada, died Oct, 8 at his home 
here. 





Arizona. 


GARAGE, COMPLETELY EQUIPPED, 
built 1949, 9,000 sq. ft. enclosed. Includes 
showroom, body and paint shop, front 
end and brake buildings. Valuable,» cor- 
ner lot, Old established dealership prob- 
ably available, Widow selling at $125,000 
terms, or consider lease, Stowell, Realtor, 
1115 W. Ramsey St., Banning, Calif. 


CHARLOTTESVILLE, VIRGINIA, dealer- 
ship handling Buick for sale) Widow 
wishes to sell well established business 
in Buick class community, Contact Mrs. 
Joseph Vance, telephone: Charlottesville 
2-7148. 






Calvin W. Adams 
MONTICELLO, Ill.—Calvin W, Adams, 
80, one of the first auto dealers in Central 
Illinois, died Oct, 11, At one time he op- 
erated Ford dealerships in Bement, Monti- 
cello and Champaign, 
















DO YOU QUALIFY FOR THIS $15,000 (OR| DeALERSHIP HANDLING Lincoln- Mer- 
HIGHER) JOB? If you are a man-| cury-Comet, Southwest Ohio fast-growing 





county seat, Industry, agriculture and 
high governmental payroll creates unusual 
opportunity for man who has depart- 
mental or overall management ability. 
Present owner retiring and will assist in 
financing. Box 1919, c/o Automotive 
News, Detroit 7. 

AUTOMOBILE DEALERSHIP LOCATED 
in small Southern city, state of Louisi- 
ana. Desire to retire from business, will 
sell assets, Now merchandising one of 
top line of cars and trucks. Interested 
parties write: Frank Haynes, Clinton 
Motor Company, Clinton, Louisiana. 


DEALERSHIP HANDLING CHRYSLER, 
Dodge, Willys, West Texas, 100 new car 
sales yearly, excellent facilities, reason- 
able rent, Sell for inventory cost current 
parts and equipment, Box 1909, c/o Au- 
tomotive News, Detroit 7. 

SALE—DEALERSHIP—One of the “Big 
Three,’’ handling 150 new and 300 used, 
25 miles from Pittsburgh, Pa, Trading 
area 50,000, 40 minutes from downtown 
Pittsburgh, 6,500 sq, ft, of building space 
—also used car lot, three car showroom, 
17 car stall, Building, assets and business 
$50,000, Willing to negotiate Box 1900, 
c/o Automotive News, Detroit 7. 











OFFICE MANAGER 
MALE 


For one of America's largest Chevrolet 
dealers in Northern New Jersey area. Must 
have Chevrolet experience in volume deal- 
ership operation. Starting salary $8,000 
plus bonus and all benefits. 


your business background and references. 
Will send you names of auemte with high 
earn Bob Childers, C s Mfg. Co., 
Box 7467, Houston, Texas. 












Submit resume and current photo to Box 
1942, c/o Automotive News, Detroit 7. 





BUSINESS MANAGER, office manager, ex- 
perienced General Motors and Ford sys- 
tems. Complete knowledge of daily oper- 
ating controls, taxes, insurance, and 
credit and collections. Available at once. 
Want to relocate. Box 1935, c/o Auto- 





PROGRESSIVE, growing Chevrolet dealer 
in Waynesboro (Shenandoah Valley), Vir- 
ginia needs man to handle finance paper, 
titles, credit, collection and allied duties. 













DEALERSHIP HANDLING all 


WANTE 


Factory approval assured. Must have good 


service absorption. 
service absorption for last five years. Apply 
Box 1934, c/o Automotive News, Detroit 7. 


FLORIDA, Factory approved. 











Previous experience in this line helpful. 

Call or write for application ‘arm. __motive News, Detroit 7. |.=====—s_—s—S | DEALER HANDLING RAMBLER, sales 

Baugher Chevrolet Co., P. O, Box 188, | $25,000 TO INVEST by experienced busi- approximately 150 new car units. New 

Waynesboro, Virginia. ness manager and auto finance and in- building, heated and air conditioned. 
surance man, for permanent connection. New equipment, five car showroom, main 





Sixteen years’ experience volume Ford 
and Chrysler product deals. Available 
immediately, Six years as internal reve- 
nue agent. 51, married, aggressive, ex- 
perienced in modern merchandising, cost 
control today’s market, Box 1936, c/o 
Automotive News, Detroit 7. 
EXPERIENCED BUICK, GMC, Pontiac 
and Willys service manager desires con- 
nection in Arizona, Northern half of 
California or Oregon, Box 1916, c/o Au- 
tomotive News, Detroit 7, 


SALES MANAGER 


Midwest GM Dealer 







Send name and address and we will furnish 
details. Box 1904, c/o Automotive News, 
Detroit 7. 














WANT TO GO IN BUSINESS 


highway. Trading area 50,000, Western 
Nevada, Ill health, Factory approval 
needed. Box 1939, c/o Automotive News, 
Detroit 7. 

in the 
Golden Isles? We have location—4,500 
sq. ft. in modern building, 18,000 sq, ft. 
in lot with sheds and storage. Completely 
equipped for automotive sales and serv- 
ice. Will rent, lease or sell, Ocean 
Motors, 1215 Newcastle, Brunswick, 
Georgia. 








DEALERSHIPS AVAILABLE 











An Important Message for 
“CAPTIVE” DEALERS 


If you are now selling a ‘captive’ import 
and find that you are no longer getting 
the service the factory should give you, 
or the selection of models for most profit- 
able business, now is the time to add 


BORGWARD 


to your line. Fergus Imported Cars, Inc., 
gives Borgward dealers real service. Every 
requirement, every request is attended to 
quickly, efficiently. Moreover, we do not 
overload you with cars; you run your 
own business without factory or distributor 
pressure. Most important of all, when 
you sell a Borgward you're selling a good, 
salable, profitable car... and you have 
happy customers who become your best 
salesmen! 


Phone, write, wire 


Peter F. Dube, President 


Fergus Imported Cars, Inc. 


1717 Broadway (54th St.) New York I9 
Telephone: COlumbus 5-6494 


FOR SALE—HANDLING FORD. Located 


on U. 8S. Highway 65, Missouri. Fastest 
growing and developing in the middle- 
west, the Heart of the Ozarks. 85% 
service absorption, low rent lease, sell on 
inventory basis, Take over experienced 
organization. Must have factory approval. 
150 car potential. Box 1940, c/o Automo- 


tive News, Detroit 7. 





Dealership Handling 
FORD 


Eastern seaboard near New York City. 
Volume over two million. Modern facilities. 
Will rent. 

Box 1933, c/o Automotive News, Detroit 7. 





FOR RENT: New, modern garage, central 


South. Pontiac, Oldsmobile and GMC 
franchise available. Nothing to buy. Shop 
equipped. Box 1941, c/o Automotive 
News, Detroit 7. : 


popular 
Chrysler line, including Dart, 500 car 
potential. Modern service buildings, body 
shop, modern showrooms, new and used 
car lots. Suburban Philadelphia—virtual- 
ly a gold mine. Almost immediate pos- 
session. Box 1938, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS WANTED 








MEDIUM SIZE 
DEALERSHIP 


Please show profit and 





Immediate 
cash, Confidential, Box 1898, c/o Auto- 
motive News, Detroit 7. 


BUSINESS OPPORTUNITIES 





AUTO PARTS IMPORTER, New York 


City, seeks experienced partner with 
some capital and active accounts, Box 
1930, c/o Automotive News, Detroit 7. 





DEALER SERVICES 











MILITARY ACCEPTANCE 


WILL HELP YOU SELL MORE 


MILITARY PERSONNEL 


* Worldwide financing and refinancing up 


to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 


financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonie, Texas—CApitol 5-6756 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Sell Agreements, Annual Fiscal 
ieoontl Tax, Banking tad Insurance 
Write for free 
“Hidden Earning Pewer" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland i 


Detroit 27, Michi 
ster 3-6445 ~ 








| 
| 
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CARS FOR SALE 


1961 
Volkswagens 


» direct shipment to any port 
U. S. A. Our prices will be 
quoted you including cost, 
freight, insurance, customs 
duty and 

EXCISE TAXES PAID 
Equipped as Follows: 
Leatherette interior . . . tool 
kits . .. mile speedometers 
.-. ASI windshields .. . heat- 
ers... turn signals .. . bump- 
er rails . . . outside mirrors 
. . + wired for sealed beams. 
PLUS NEW AND USED 1960S. 


Write, Phone or Wire 


MACK IMPORTS 
349 SOUTH RIDGEWOOD RD. 
SOUTH ORANGE, N. J. 


DEALER SERVICES 















1961 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 196! 
American cars, 25 foreign cars, 4 American 
trucks, and ali their equipment. Used by 
dealers and banks nationwide. Order your 
‘bl edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, renee oe Company, 


















*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "V" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





























sharp 
used 
cars! 






$100.00 CASH REWARD for information 
resulting in recovery 1956 Pontiac 870, 2- 
door sedan, grey and white, Serial No. 
P756H16649, license No. 434-965 Massa- 
chusetts. Driver man known as Alfred 
A. White, negro. Possibly oa 
United States. PHONE COLLECT: H. 
Bagnaschi, No. 1, Great Sarcmagten, 
Massachusetts. 
















CARS FOR SALE 







AUCTION SCHOOLS 


BE AN AUCTIONEER — World's largest 









PARTS FOR SALE 
. oat ae , § wg apo ee 
ration, 1812 South Andrews Ave., Fort UNIVERSAL SWIVEL ACTION 
uderdale, lorida, - ° 
NaU PRINZ-AND SPORT PRINZ Parts | ON COUPLERS FUNCTIONS 
AND ACCESSORIES — Contact your) IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 


nearest distributor or Ludwig Motor 
FOR SMOOTH & SAFE 


Corp., 421 East 9ist St., New York 28, 
TOWING. 


N. Y. TRafalgar 6-7010. 
SAVE MONEY: BULBS: 1034 price $14.00 
® 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 


per c; 67 bulb $7.00 per c; 1154 bulb 
SNUG FIT OF ALL CONNECTIONS 


$15.00 per c; 1016 bulb $17.00 per c; 57 
bulb $5.50 per c. Prepaid. Acme Sales 

NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


Co., Box 1244, Camden 5, New Jersey. 
THE SUPERIOR 


CHEVROLET PARTS, antique or classic. 
BLUE CHIP 


TOW PILOT 






















1959 FORD 
TAXICABS 


A-| condition. Ready for the road. 
All good motors, transmissions, rear 
ends. Clean bodies. 


miceo 5395 ea. 


from 


Connecticut. 

FIAT PARTS—two authorized Fiat signs, 
Fiat special tools, Priced to sell, BR 
2-2431, Dewey Motor Co., 1160 Union, 
Memphis, Tennessee. 

ACCESSORIES FOR SALE 





has ‘em! 

















PORTABLE DUAL CONTROLS 
Recommended for Driver-Education Cars by 


1960 - 1959 - 1958 















































MOST MAKES Call, Write or Wire e the Auto-Indust m Highway, Safety: Committes 
m 
EMEAY MOTOR SALES 1959 and ’60 models are fH Ste, fr sil theis inodeis, including compact, | With Lubricated Automatic Brake 
Bedford ” lyn 5, . ilable at Hertz Automatic transmission $25; standard $30. and Brake Cable 
Telephone Ulster 7-0651 now aval eee back guarantee, PORTABLE DUAL ie 
t offices across the coun- CONTROLS, INC., 1701 Balmoral, Detroit 3,| Dealers’ List Price, F.O.B. Factory. . . $69.80 
CHEVROLET S A L E s . Mich. Dealers’ 25% Discount .......... 17.45 
B'way & 133rd St., N.Y. C eT; Ae ee ee Evander pos"? Large $52.35 
way rd St., N. Y. C. - s 
e, clean and sharp! NEW LINES WANTED Adapter Fed. Tax. Inc. 
Ed Hogan AD 4-6000 shape, P ADDITIONAL LINES WANTED: Bquip- * bce 
ment and accessories, Three man or- 
































YOURS wASae Chevys, Fords, Plym- eee cis eameepenen aa eee THE FAMOUS 
‘61 Model Sedans, '60 and all other mod- ouths, Buicks, Cadillacs, eaberes. os 1931, c/o Automotive News, MOTO-MATIC 

























Ex-Taxis els. Panel trucks, Pick-up, Combi, Buses P s 
; . ’ . ontiacs. Sedans, hard- TRUCKS FOR SALE 
} na me 195 “aa Karmann-Ghias. DIRECT IMPORTS through tone, wagons pe eon. 1958 FORD F800 with wrecker body and TOW GUIDE 
Sta our German company. All demanded ports Ps, 8 0 ee, seneeseeS ems = With Universal Swivel Action! 
ndard Transmission it winch. Must sell. 2257 E. Jefferson, 
Four Door of entry. verts — you name it, troit. LOrraine 7-5750. Four Clamp Hook-Up 
TRUCKS WANTED 






we've got it! Dealers’ List F.0.B. Factory ................ $59.80 


Dealers’ 25%, Discount .................000 14, 





Jack, Spare Tire 
Exceptionally Clean Cars 
Beautiful Motors 
WHOLESALE ONLY 


WANTED: Used heavy duty, army type 
wrecker in good condition, Cobb Motor 
Co., Burlington, North Carolina, 


SHOP EQUIPMENT FOR SALE 
PARTS BIN DIVIDERS, like new. Half 
wholesale price, Dick Clippard, Jackson, 
Tennessee. 
SHOP EQUIPMENT WANTED 


CRANKSHAFT GRINDING MACHINE. 
Must be in perfect working order, Give 
make, model, year, price. Box 1932, 
c/o Automotive News, Detroit 7. 


FOUR POST ELECTRIC LIFTS or Weaver 


Contact us for lowest prices—it pays. 


D M C MOTORS, INC. 
1216 First Ave., New York 21, N. Y. 
Phone: LEhigh 5-3258 

















Good colors — power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


We arrange shipping an 
2,000 cars to Guess from. 
UNIVERSAL AUTO 


WHOLESALERS, INC. 
America's Largest Used Fieet Dealers 
885 Communipaw Avenve 
Jersey City, N. J. 

HE 5-8400—New York, BO 9-0216 















“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.0.B. Factory ................ 1.00 
Dealers’ 2S Yq DISCOUAT ............0cceceeee i398 










1958 CADILLAC 
ELDORADO BROUGHAM 
























Full power, brakes, 6- seat, CALL t t hydraulic lifts, Contact: Ro- 
clettric door locks, treat, heed epeniey ond dosta’ Motors, 2035 Poydras St., New| Dealers’ Net with 2 $38.25 
* * tat * * l Louisi Standard s 2 Large 

stew ene eenbedh fete Gow ccltime closing, air conditioned. White. $7,500 or will THE HERTZ Orleans, uisiana. Adapter F nn Bed; Yéx. tue. 
through ve News’ Want Ads. trade. 3902 E. Washington St., Indianapolis. ANTIQUE, CLASSIC CARS FOR SALE 

Fleetwood 9-9559; nights: STate 7-541. MANAGER FOR SALE: 1913 FORD touring car, good 

condition, rass radiator an erosene s 
ubstantial Discounts 
TRUCKS FOR SALE IN YOUR CITY TODAY Senseie Sean: : Monewk t-0003 To Distributors 


MISCELLANEOUS 
QUIGLEY’'S REPOSSESSION SERVICE — 
HO 3-0257. We repossess anything, any 
time, any where. 8127 Broadway, Lemon 
Grove, Calif. (suburb of San Diego). 


Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 







or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Ave., N.Y. 21, N.Y. 






We have just purchased a 


$200,000 


USED TRUCK INVENTORY 


from one of the country's largest 
truck center distributors. 
Fords - GMCs - Internationals 
Whites - Reos - Dodges 


Tandems, Tractors, Dumps, Mixers, etc. 
All Must Be Sold - Terrific Wholesale Values 


Call "Keith" or "Peck" collect 


MILE-HI DODGE, INC. 


Phone TAbor 5-6121 * 1000 E. 18th Ave. 
Denver 18, Colerado 





SEE PAGE 28 
for the nation's 
TOP AUTO AUCTIONS 





















VOLKSWAGENS 


1961s—All Models 


IMMEDIATE DELIVERY 
Will Ship to Any Port 
All Taxes Paid! 

CAR WHOLESALERS, INC. 


1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 


New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [[] or Two Years $22 CJ 



























AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 






Wholesale 
MERCEDES - BENZ 
We Import and Distribute Direct 
ALL MODELS—1955-1960 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 

On Rte. 17K, Montgomery, N. Y. 
Telephone: Newburgh JOhn 2-0847 
Cable: GLOIMP 
All duty and Federal Excise Tax paid 
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TRADE CONNECTION: 


Car Dealer [] Truck Dealer (] Manufacturer [] 
Jobber [] Insurance [] Financial [] Supplier [] 









CARS WANTED 


WANT CONTINENTAL Mark 4 or 5 se- 
dans. Reply stating condition, price, Cas- 
well Company, 243 So, Dexter St., Ionia, 
Michigan. 
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Sealed Power Stainless Staal oil ring 
does things no other ring can do!* 


STAINLESS STEEL OIL RING, U. S. PAT. NO. 2,789,872 
bet 
* Stainless steel resists corrosion— __ tapered and out-of-round bores. 
makes it virtually impossible for Side seals in groove—stops oil go- 
troublesome sludge and carbon de- ing around back of ring—no smoking. 
posits to build up. Overcomes oil E ; 
ring plugging—oil pumping. _End-abutment design produces 
: OE ight sae ring tension independently of con- 
* Stainless steel maintains its original, tact with bottom of piston groove— 
aad omg ey the de- eliminates groove depth problems. 
2 livers better oil control far longer Ch 
. rome-plated, factory-seated 
than ordinary rings. side rails give instant oil control. 
\ The high number of spring ten- Sealed Power Corporation, Muske- 
sion points assures oil control in gon, Michigan. 


led KromMEX 
PISTON RING SETS 


PISTONS - * * SLEEVES AND SLEEVE ASSEMBLIES «+ © VALVES © © WATER PUMPS «+ © TAPPETS 


Preferred Performance 





